


2 —= = = 
— 
iz 
he 
# 











ddition to our prewar organization at Davao, we recently established 
at Tacloban, Cebu and Tigaon as well as an office in Manila. 


Philippines, Columbian resident buyers select the finest fibre of the abaca 
.. it is then delivered in bales or ‘‘bultos’” to Columbian's own bodegas 
ing and packing plants) in Mindanao, Leyte, Cebu and Luzon. Under strict 
ition, the fibre is cleaned, graded, baled, duly inspected by Government ; 1 
... then shipped to Columbian's Plant in Auburn, N. Y. Here the fibre There Is No Finer R — 

into quality-controlled Columbian Tape-Marked Rope . . . famous for 
bility . . . strength . . . flexibility . . . and the Organization that 


PHDE MANILA BODE 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, ''The Cordage City'’ N. Y. 
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WATERLOO HARDWARE COMPANY 


616 Lafayette Street Dial 3-3545 
Everything in Hardware” 


C. U. Chickering. Proprietor 
WATERLOO, IOWA 


January 21, 1949 


Gronce H. Day II 

GenERAL SALES MANAGER 

CHICOPEE MaNnUFACTURING CORPORATION 
47 WorTH STREET 

New Yore 13, ¥. Ye 


Dear SIR: 


I pur Rusco WINDOWS ALL OVER MY Home In 1946, 
32 IN ALLs AND OF COURSE, THEY WERE FITTED WITH 
Lum1re SCREEN+ Ir SEEMED SO PRACTICAL THAT 
ORDERED SOME FOR mY STORE TO SELL» ano I'LL SAY 
THAT IT HAS PROVEN VERY SATISFACTORYe 


My SALES ARF 95% Lumrre, AND THIS YEAR WE WILL 
CARRY LUMITE, ONLY+ We HAVE NEVER HAD A COM- 
PLAINT AND ARE NOW RESELLING OUR CUSTOMERS TO 
COVER THEIR ENTIRE HOMES» 


LumiTE IS SO EASY FOR DEALER AND CUSTOMER TO 
HANDLE, THEREFORE, IT Is VERY EASY TO seLL. IT 
DOES ALL You CLAIM ror 1T- Last YEAR WE SOLD 
150 ROLLS» AND THIS YEAR, WE WILL SELL MORE®s 


THE DISPLAY SCREEN YOU SENT Us IS THE GREATEST 
way TO CLOSE THE SALE THAT THERE IS- You cAaN 
PUNCH IT» POUND IT» AND LumItve COMES RIGHT BACK 
INTO PLACE+ 


Yours F 


C. U. CHICKERINGs Ow NE 
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Hardware A 
Post Office at 


when you promote 


the most convenient 





night latch ever made 


YALE 040 “One Arm” Springlatch permits 
unlocking and opening doors with one 
hand. Locks automatically when door is 
closed. 

You can demonstrate it with one arm be- 
hind your back. 

It’s the type of item you can sell to people 
who come in for something else. Ask your 
jobber about the free window display, 
counter display, folders. 


THE YALE & TOWNE 


MANUFACTURING CO. 
STAMFORD, CONN., U.S.A. 


~YALE- 


She PULP Yati helfis priake lhe sale 
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Hardware Age, published every other Thursday by Chilton Co. (Inc.), Chestnut and 56th Sts., Philadelphia 39, Pe Ente 


Post Office at Philadelphia under the Act of March 5, 1879 ( Printed in U. 8. A.) $1.00 per year. Single cx pies, 25¢ each 


red as second clas 
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DON TOBIN 








C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 





FAMOUS SATURDAY EVENING POST 
AND COLLIER’S CARTOONIST 


“You can't stymie Julius... 
He knows that 


_.  Eucrstthing Hinges. on Hager’ 


© 1949 


FOUNDED 1849 — EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
HARDWARE AGE, APRIL 7, 1949 
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BUILT LIKE A 
BANK VAULT DOOR 





Master Jock Company, Milwaukee. Wis. © Woréd’2 Keading Padlock Manufacturers 
B 


HARDWARE AGE, APRIL 7, 1949 





HIT THE “BIG PROFIT JACKPOT" 


WITH MCDONALD WATER SYSTEMS 


THE COMPLETE MSDONALD LINE COVERS THE 
ENTIRE DOMESTIC WATER SYSTEM MARKET 


Every M€Donald dealer knows that whatever a customer prefers 
in a domestic running water system he can furnish it from the 
complete M¢€Donald line. He turns prospects into buyers because 
he doesn’t have to push any certain type—he recommends the 
unit that’s exactly right. And that means greater service and 
satisfaction. He knows he has the backing of 93 years of quality 
manufacture and the nation-wide acceptance of pect and 
thousands of satisfied users. It all adds up to Profit and Prestige. 

M¢Donald national advertising is aimed at a greater share 
of the $100,000,000 domestic water system market. Tie in with 
M¢Donald promotion plans and hit the “Big profit Jackpot”, 


GET COMPLETE FACTS FROM YOUR MSDONALD JOBBER 
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THE MSDONALD MISSISSIPPI DELUGE Series 400 Deep Well System. 
HYDRO-JET WATER SYSTEM Capacities from 160 to 515 gal- 
Interchangeable from shallow to deep well or vice-versa. lons per hour. Wells to 350 feet 
Motors from % to 1 H.P. inclusive. Capacities 180 to 1880 deep. Reciprocating type. — 
gallons per hour as shallow well, 160 to 1570 gallons per 
hour as deep well installation. 
Series 600 Deep 
Well System. Ca- 
pacities 300 to 858 
Series 420 Shallow Well Sys- gallons per hour. 
tem. Capacities from 250 to Wells to 338 feet 
650 gallons per hour. Recip- deep. Réciprocat- 
rocating type. a 








Series 416-12 Deep 
Well Pump. Capaci- 
ties from 535 to 1875 










gallons per hour. This aes 
Wells to 360 feet is the r 
deep. It is af 
operati 
constru 
Series 2000 Hydro-Jet 
Pumps. Now available as The ‘'C 
\ ¢pyon shallow well, tank mounted 
53° ak units in: %-%4-% h. p. sizes; M 
ve © mt completely packaged with AD 


tanks having 5, 10, 25, 42 
gallon capacity. 


_ A. Y. MSDONALD MFG. CO. 


DUBUQUE, IOWA 
PUMPS e PLUMBER’S BRASS e OIL EQUIPMENT 


AMERICA’S OLDEST FULL LINE MANUFACTURER OF DOMESTIC PUMPING EQUIPMENT EA. 
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HOW SHERMAN STOPPED NOZZLE LEAKAGE | 


~ 4 
ORDINARY EXCLUSIVE 


Stem ond. \fC/) NOZZLE “GOLD LABEL" 


Spray Point Are 


Pack ect 50% le 
i Bince acking subjec o less wear on 


to Wear in 2 Packing due to 
ways: non-rising'’ stem 
See et: ee After long service 


Packing Barrel and By packing nut can be 


| screws Up N 4 Movement of leak-proof service 


on stem Barrel 


and 


e Nortle a 
“ny 


The Finest 
Hose Nozzle 
Ever Made 


This nationally advertised Sherman ‘Gold Label'’ Nozzle 
is the most extensively sold Hose Nozzle in the country. 
It is a truly superior nozzle, both in appearance and in 
operation. It has the Sherman, patented, non-rising stem 
construction that assures years of leak-free service. 


The ‘Gold Label" is made of heavy, genuine bronze, 


Up and Down tightened to vite ff 
x 








hreaded Spray 
Point Moves 
Up and 


/ 


Barre! Turns 
But Does Not 
Move Up 

and Down 





be) LEAK-PROOF 
“NON-RISING” 
STEM 
CONSTRUCTION 


Patented 





streamlined in design, and with distinctive wide, knurled 
bands that give it extra eye appeal. Fingertip adjust- 
ment for misty spray, full stream, or positive, leak-free 
shut-off. Standard %” hose thread. 

Make sure of getting your stock- of ‘Gold Label’’ 


Nozzles: Order from your wholesaler today. 


MADE WITH THE PRECISION AND DURABILITY OF A HIGH QUALITY STEAM VALVE 








H. B. SHERMAN MFG. CO. ° 
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O00 Salt 


Above is a breakdown photo showing the parts used in the “Gold Label’ Nozzle 


BATTLE °CREEK, MICHIGAN 


_ 








SMART DEALERS 


are stocking the NEW 


Ee orf opportunity... Call your 
@) jobber today and order your stock — 
. .. The selling season is here. If a 
your jobbers cannot help you, write i. wii 
to us. We will send you details. 1 PC. BEDPLATE 


FIVE BLADES 
OILITE BUSHINGS 
RUBBER TIRE 


TRIMMER 


GRANITE STATE HINSDALE 


NEW 


MOWING MACHINE CO. HAMPSHIRE 
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The all-metal Sandee Feather-Lite _- finer q@ality of SANDEE Feather-Lite GARDEN HOSE is convincingly 


Garden Hose "Floor Display” is free supported by the Good Housekeeping Guaranty Seal! It gives adequate 
quicker and more profitably pan any assurance that only the toughest, purest VINYLITE compound is used. 
Gisplay method you ve ever tried. Holds ~~ Heavy brass “pull proof” couplings are applied under tons of pressure to 
aderensad sow geowes Sales Makers make sure of long, satisfactory, leak-free service. Get a much bigger share 
Sonal adwsrtisios in" Good Househeeb. of the highly profitable Garden Hose business. Stock and feature GUARAN- 
pn Sl dag saedpemmapncegpante 6°: wy TEED SANDEE Feather-Lite GARDEN HOSE. Made in Green, Red, and 
agazines, Free cuts are available for - ‘ ° ° 
local advertising Silver in 50 and 25 foot lengths. Moderately priced for such fine quality. 


Order from your jobber today. 


= £ 2 £46 £0.14. 4.4 02.5 LM Cee he CSF A B.S 


WORLD'S LARGEST CUSTOM EXTRUDERS OF PLASTICS (] 





















“IT’S HUSKIER, STURDIER... 
A 3-TAB SHINGLE THAT’S ——~ 
DOUBLE-COATED All OVER!” y 


“SAME TOP-GRADE 
MATERIALS THAT MADE 


BARRETT* DUBLECOTE eal 
MULTI-SHINGLESt FAMOUS!” 





“PRICED RIGHT... 
LONG-WEARING... 


A 
GIANT FOR “WEIGHS APPROX 


250 LBS. TO THE 
SQUARE...AND THAT 
RUGGED EXTRA THICK- 
NESS MAKES A HAND- 
SOMER ROOF WITH 
DEEPER SHADOW LINE!” 


“LOTS OF BEAUTIFUL 
COLORS AND BLENDS. 

SEND TODAY FOR 
MORE INFORMATION ”’ 


THE GREAT NEW 


GIANT WEIGHT Multi-Shingles' 


THE BARRETT DIVISION 2800 So. Sacramente Avenue, Chicago 23, Ill. 


ALLIED CHEMICAL & DYE CORPORATION 36th St. & Gray's Ferry Avenue, Philadelphia 46, Pa. 


40 Rector Street, New York 6, N. Y. 1327 Erie Street, Birmingh 8, Alab 


¢Trade-mark of Allied Chemical & Dye Corporation 
*Reg. U. S. Pat. Off 








10 HARDWARE AGE, APRIL 7, 1949 





























HARDW 


De-Moist 


CHECKS DAMAGE FROM DAMPNESS 


AMERICA’S FASTEST-SELLING 


| Py -1OcKeRs 
AUST Remove burt 
| D a H U mmcarve nan 


in this special new 


DISPLAY ASSORTMENT! 














ra 
? ( ; “fj ounter D1 play 
Offer #2646—m Colorful Co 


RETAIL PRICE 










6 12-OZ. CLOSET SIZE......000+- 
($1.29 ea. ) 
3 50-OZ. BASEMENT SIZE .0.00055+ 
($4.95 ea.) 
1 CARRY-HOME CARTON ...--:> 
(3 12-02. bags) 





















































poes Wor 
TO THE a Qn, (| 
VD THAT Your Special Price _'0-09 
1 THICK- p . $ 7 0 Gey. 50 
1 HAND- y ofl eee 9. 
OF WITH our f SHIPPING WEIGHT—19% LBS. F 
/ yn ’ : . nt. 9 
LINE FREE: Window streamers, circulars, mat illustrations packed with assortme BGs) ‘ 5 
e 87 
ST-SELLING NEW 
meen OM YOUR WHOLESALER! 
ASSORTMENT TODAY a 
UTIFUL NEW! De-Moist aries up harmful dampness that causes mildew, rust, 
ENDS. musty odors. Absorbs its own weight in moisture, yet does not drip! 
'y FOR CARRY-HOME Can be used over and over simply by drying in hot oven. Works every- 
TION” Rp where—in closets, basement, laundry, playroom, photo darkroom, 
o,. CARTON lockers—wherever dampness occurs. No wonder DE-MOIST is 


- r making friends faster than any other dehumidifier on the market! 
-OZ. ags 


DRIES UARDS AGAINST 


oan ain (SA pemmmmmcrsmnom oF @ fimel G.N. COUGHLAN CO., WEST ORANGE, N. J. 


MANUFACTURERS OF NATIONALLY ADVERTISED CHIMNEY SWEEP SOOT DESTROYER 





WEIGHT LIST PER CASE UST EACH 
D-12 12-02z. 1 doz. 11 Ibs. $15.48 $1.29 
D-50 50-oz. Y2 doz. 21 Ibs. 29.70 4.95 


, 
ia 46, Pa. 





























DE-MOIST IS NATIONALLY ADVERTISED...RADIO, MAGAZINES, NEWSPAPERS 
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Straight threads permit proper spout direc- 
tion... eliminate’ forcing or jamming... 
mesh with flange threads for a perfect fit. 


* 


Hycar rubber flange gasket — recommended 
for fuels and lubricants — assures a snug, 
leak-proof connection. 


* 


Cast in red brass — 3%” I.P. only — com- 
plete with steel, easy-to-operate lock lever. 
A spring tension faucet. 


Plumbing Brass Goods Since 1890... 





PROPER DIRECTION WITH A LEAK-PROOF FIT 
No Jamming ...No Thread Disruption 


At first glance the No. 253 Barrel Faucet appears ordinary. 
But look at the shank...the threads are straight — not 
tapered. This new feature offers these distinct advantages: 
(1) The straight-threaded shank matches the drum flange to 
permit proper direction of the spout without forcing the 
faucet. (2) Straight threads enable you to screw the faucet 
in place with ease...no danger of jamming or causing 
destructive thread disruption. (3) A// shank threads mesh 
with flange threads for a perfect fit... usually only the two 
outside threads engage with tapered shank faucets. 


Note, too, the Hycar rubber flange gasket. It is recom- 
mended for fuels and lubricants ... is included to assure a 
snug, leak-proof connection. Your jobber has the No. 253 
Barrel Faucet in stock ... order your needs from him today! 
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A NEW IMPROVED FORMULATION 


ee blll? 





CHECK THESE Yeatures.. 


e ALUMI-ROOF gives complete pro- 
tection because of superior reflection 
e ALUMI-ROOF reflects the summer 
sun and protects against the winter 
snow 

e ALUMI-ROOF is easy to buy-and 
inexpensive to apply, one coat covers Here it is—the greatest value in roof paint . . because it 


© ASAIN. BOOS chee: yours of nre- is the ONE roof paint that has everything! Carefully 
U ee compounded of finest aluminum, with an oil modified 









tection with a single application GILSONITE asphalt base! This triumphant formulation 
. answers every roof problem... reduces roof checking... 
OF FIT yin ee a blistering , ia pone arnt vee and oxidation, > ey 
major factors that cause roof failure! In addition, ALUMI- 
ms e ALUMI-ROOF has a GILSONITE ROOF adds to the appearance of any building, and 
ption halt b h lasti because it is a solid covering of metal, it reflects 80% of 
— alt base that assures a lasting the sun’s rays, keeping heat out in the summer, and hold- 
rdinary. finish. ing it in in the winter! 
t — not 
untages: 
lange to 
ing the 
e faucet : 
causing 
is mesh ad THE ONE ALUMINUM 
a PAINT THAT DOES THE ENTIRE JOB 
recom- A household word with those who use it... the best friend of 
issure a hardware and paint men who sell it! Super-Krome is the one 
Jo. 253 aluminum paint that does the entire job...covering wood... 
1 today! brick . .. or metal surfaces with one coat! Interior . . . or exterior 


..- Super-Krome leaves a brilliant aluminum finish that lasts... 
and lasts. Flows on satin smooth... Super-Krome is ready 
mixed ... and fills the bill every time... 

For further details on these two fast sellers, and other Sheffield 
Products . . . write today to... 


<u gk > 
‘* Guaranteed by ” Oe 
Good Housekeeping 
S20 


. 
a 
45 aoveansto ARS 


Shettield Seoveze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 
ome SS ke ee ee eo ee) 


MANUFACTURERS OF ALUMINUM PAINTS 
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MORE KAY-TITE PROFIT DOLLARS 
ROLLING INTO YOUR 
CASH REGISTER! ... 

























Home owners are rolling Kay-Tite profit 
dollars into the tills of thousands of deal- 
ers... This has been going on for more 
than 20 years .. . and still going strong. 


WHITE and EIGHT _ 
Those dealers selling to farmers and DIFFERENT COLORS Mi 
contractors do a volume business because Write for color chart 


Kay-Tite is meeting the need for an outside, or inside, finish on 
cement or stucco that stands up b2tter than any other finish. 


W-I- 
Talk Kay-Tite with farmers and contractors and watch your profits ii 
roll up. “agp 


is so 
of pr 
ever | 
up a 


KAY-TITE company . 


WEST ORANGE ° NEW JERSEY 
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Vibro -rprayer 


Pat. Applied For 





A self-contained, one unit electric 
sprayer. Weighs only 22 Ibs.... 
for one-hand operation. To be 
nationally advertised to millions of 
prospects. FREE DISPLAY AND 
LITERATURE WITH EVERY SHIP- 
MENT. 


THERE’S A 


Exclusive nozzle 
gives smooth, 
even results! 


Built-in-head o 
motor and 
compression unit! 


Efficient H : i 
strainer filters }% 
irt! 











Large 25 oz. » 
mason-type jar! 





paint sprayer 


Handy, finger- 
tip control! 


Simple spray 
adjustment 
screw! 


Just plug 8’ cord 
into any 110 volt 
A.C. socket 
and spray! 

















W-I-D-E O-P-E-N MARKET FOR BURGESS VIBRO-SPRAYER 


It’s your dream of a really hot money-maker 
come true! The handy Burgess Vibro-Sprayer 
is so easy to use and priced so low millions 
of people can afford one. Anyone who has 
ever painted furniture, waxed a floor, touched 
up a car fender or mothproofed clothing is a 
prospect! 


Never has there been anything like it! No 
motors, compressors, hose, or extras of any 
kind. Just plug into any 110 volt A.C. socket 
and spray household enamel, lacquer, var- 
nish, shellac, light oils, inentiieblion’ And, 
remember . . . you get a long, satisfying 
profit on every quick sale. 


Order Now For Spring Delivery! 


BURGESS BATTERY COMPANY 


Handicraft Division e 


Copr. Burgess Battery Company 
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Lake Zurich, Illinois 


42>. 


Tay 


Call your jobber or 
write for catalog and 
price sheet, 
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The great gift monthe (MAY AND JUNE) 
for that qreat gift item (PYREX WARE) 
are going to be greater than ever 





# 



























Mother’s Day and June Weddings send 
Pyrex Ware gift sales soaring like rockets. 


Sales records prove it, year after year. 
In fact, surveys show that over 52% of all 
Pyrex Ware is bought FOR GIFTS. 


A Nudge would do.. . but look 
at this PUSH! 


We’re not content just to remind people to 
buy Pyrex Ware as gifts. 

We’re pushing Pyrex-Ware-Gifts-For- 
Mother’s-Day, Pyrex-Ware-Gifts-For- 
Brides with a spectacular advertising cam- 
paign in the magazines liked best by home- 
minded women .. . a full-color page in every 
one of these magazines in May and in June! 

LADIES’ HOME JOURNAL 
GOOD HOUSEKEEPING +« MCCALL'S 
WOMAN’S HOME COMPANION 
HOUSEHOLD + FARM JOURNAL 
SUCCESSFUL FARMING 


Pyrex Ware gift items. 


Tie in— it’s all VELVET! 


Make your store gift-buying head- 
quarters! Build your Pyrex Ware dis- 





In June Magazines— 
gifts for Brides . .. 


Pyrex Bowl Set 
Pyrex Pie Plates 
Pyrex Casseroles 


In May Magazines— 
Mother’s Day gifts. . . 


Pyrex Saucepans 
Pyrex Casseroles 
Pyrex Refrigerator Set 
Pyrex Well-and-Tree Pyrex Saucepans 
Platter Pyrex Teapot 








VW 


_—~_ 


\ pete gee ONE: 


Full-page, full-color ads — featuring =) 


plays featuring sparkling Pyrex Ware gifts 
for Mother’s Day and for Brides. 

A big easel-back display card reproducing 
the Pyrex Ware magazine ad for June in 
FULL COLOR ...AND a newspaper mat 
to tie in with this advertising campaign are 
being mailed to all PYREX Ware dealers 
from coast to coast. 


Get your Avalanche Insurance! 


Remember . . . you can expect an avalanche 
of Pyrex Ware gift sales—from mid-April 
through June. 

Check your Pyrex Ware stocks NOW and 
order everything you need. Let gifts-for- 
mothers and gifts-for-brides make extra 
sales for YOU. 





















For June Brides 
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EYE-CATCHING a 
DISPLAYS, Too! : Ethocel. 


handson 


Write for complete catalog 


faster s 
and price list. 


combine 


econonn 


Gerity- Michigan CORPORATION Jt mm 


They're 








Gerity Medicine Cabinets also 
turn eye-appeal into buy-appeal. 


Adrian, Michigan 








Plast 
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Ethocel, Dow’s famous plastic, gives these 
handsome seats all the qualities that mean 
faster sales—more profits. For Ethocel 
combines eye-appeal with durability and 
economy to assure customer enthusiasm. 


These beautiful “Pearlustre” seats make 
the most of Ethocel’s superior qualities. 
They're smooth, tough, easy to clean, 


Plastics Division — THE 
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sanitary ... and they won't chip or peel! 
Their smart decorator colors provide an 
excellent starting point for new bathroom 
beauty. And for all the advantages that 
Ethocel gives “Pearlustre” seats, it keeps 
their price amazingly low. 


You'll find these new “Pearlustre” seats of 
stunning, sturdy Ethocel are designed for 
fast turnover—pace-setting sales. 


DOW CHEMICAL COMPANY e MIDLAND, MICHIGAN 
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Most painters are in a tight spot these days. 


Because of the situation in China, the bristle 
market is a bottleneck that’s causing brush deliv- 
eries to be cancelled, prices to be withdrawn, 
painters to suffer. 


But Rubberset prices have not been withdrawn. Our 
normal deliveries have not been cancelled. If you 
are a Rubberset customer, you know that now, as ever, 


ov're a Rubberset customer! 






Only 
RuBBeERSET 
has all 
these 
features 


3. Properly shaped handles 
give better balance, and ‘‘feel”’. 
Won’t splinter, shrink or warp, 
because they’re made of hard 
wood. 


1. Full stock of carefully se- 
lected lengths of bristle gives 
speedy, even flow of paint-ma- 
terial over large surface areas. 





4. Minimum of short length 
bristles on outside of brush 
prevents splattering of paint. 


Rubberset is your most dependable source of supply. 
And we’re doing everything we possibly can to 
continue to supply you with the finest in brushes, 
both natural bristle and nylon. 


Because for 76 years it’s been an axiom of the 
trade that ‘‘The painter who knows says Rubberset”’, 
for a guarantee of quality and service. 





2. Bristles are locked ever- 
lastingly in place, with Rubber- 
set’s exclusive setting compound. 
Try the “pliers test” yourself. 





5. Look for the name, Rubber- 
set—not just ‘Set in Rubber.” 
Only a genuine Rubberset Brush 
carries the Rubberset guarantee. 


Russerset BRUSHES 


MADE ONLY BY THE RUBBERSET COMPANY 


The Rubberset Company, 56 Ferry Street, Newark 5, N. J Established 1873. Factories : Newark, 
N. J., Salisbury, Md., Gravenhurst, Ont., Canada— Branches~ Los Angeles, Cal., Chicago, Ill. 
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Sells 3 brushes 
instead of 1! 


Cver 








the new Rubberset 
3 brush household kit 


Yes, make 3 profits in a single sale with this exclusive new Rubberset 
paint brush kit! 


Just put the kit on your counter. It’s a mighty good-looking display in 

itself. And Rubberset’s distinctive red and gold brush handles make it U 5 es E RS ET 
even better-looking! 
All 3 brushes—vwall, sash, varnish—are 100% pure Chinese hog bristles. 

All are backed by the famous Rubberset name. a R U Ss beg E Sg 


Good for your customers! They get the right size, right type brush for 








every home need! And do a better paint job. Made only by the Rubberset Co., 56 Ferry St., 

Great for you! Gives you an exclusive new fast-selling item. Newark 5, N. J. Established 1873. Factories: Boston 
, Newark, N. J., Salisbury, Md., Gravenhurst, Ont., 

Order this new money-maker from your wholesaler now! Canada—Branches: Los Angeles, Cal., Chicago, Ill. 
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What 
olor Scheme 
would you 
suggest ¢ 














= 
( RE YOUR ANSWER, MR. DEALER 
ze Color Kecipes A 
yanize 
SURVEYS HAVE SHOWN over 
and over again that women will 
HERE’S HOW KYANIZE COLOR RECIPES WORK! : 
buy where they get decorating 
1 help. 
The greatest paint and color influences NOW Kyanize equips you to sive 
today are the color illustrations -in / 5 
National Magazines. sound, up-to-date, practical help, 
thanks to Kyanize Color Recipes. 
p - 
-- Women may now select their paint color 5-44 rl: 
schemes from these magazines and obtain é {Xs ACs fA 
specific Kyanize Color Recipes for them. one , Cr 
If you are a Kyanize dealer, they will come iv = _ Kyang— ay 
to you to secure them. 1 \. a fyde4: Ll 
Kyanize Color Recipes give wwe Quslermue Ny / 
esate easy directions for matching 4 thus fay ° : 
— : the paint color schemes that et , ae 4 
=~ et have been chosen from the Sf Gut jer 
2 magazines, 
— Kyanize offers Kyanize Color Recipes free at 
Kyanize Paint dealers through a powerful na- 
tional advertising campaign ... helping dealers 
T get new customers, sell more paint. 














Cash in! Tie in! Write, wire or phone 
for dealership information, 


t., ° 
_ Boston Varnish Company - Everett Station - Boston 49, Mass. FOR Magazine-Featured Colors 
i. , 


si 


Cee ere poy: 1p as tra “ P CE Co ee Ts 
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NEW MIXER PROFITS 
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THE NEW ALL-PURPOSE, ELECTRIC, TWO-BEATER, 
PORTABLE MIXER THAT DOES EVERY FOOD MIXING 
JOB WITH UNSURPASSED EFFICIENCY AND CONVENIENCE 


The Osterett is an honest-to-goodness portable food mixer that easily does all food 
mixing jobs. It is MADE BY OSTER, of Racine, Wisconsin, one of America’s largest 
and oldest electrical appliance manufacturers. Already Osterett is used in thousands 


of homemakers’ kitchens and there is not one unhappy purchaser. 


Most leading electrical appliance distributors throughout the United States now 
have Osterett in stock. They can supply you immediately and also provide you 


with merchandising aids. 


JOHN OSTER MANUFACTURING COMPANY 


Racine, Wisconsin 
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‘Mrs. A. needs a good electric mixer, has always 
wanted one... but until OSTERETT came on the 
market she couldn’t get an all-purpose, two-beater 
food mixer at a price she could afford to pay. 


Mrs. B. can afford any electric mixer . . . but she lives 
in an apartment, and her kitchen is too small for a 
big mixer. Now, she can put the OSTERETT in her 
eutlery drawer or hang it in its handy wall bracket. 


Mrs. C. wants a handy, lightweight, portable two- 
beater mixer that she can use anywhere in the kitchen, 
with any container, for any food mixing job... but 
until OSTERETT was introduced she had never 
found one with all these features. 


‘ 


only mixer for me,” say millions of 
makers who are being convinced by 
space advertisements 


hese 
onal magazines — 


E...Good Housekeeping 
gems True Story...McCall’s 


UNDERWRITEF 
APPROVED 











mes packed in an attractive, individual display box. 


NEW LOW COST ELECTRIC TWO-BEATER 


ortible mixer 


DOES EVERY FOOD MIXING JOB 


MASH POTATOES 
RIGHT ON YOUR STOVE 


Osterett is the perfect food mixer for 


homemakers with limited budgets. It’s the 


answer, too, for those who live in apartments 


or have small kitchens without room for big 


mixers. The Osterett can be used so quickly, 


so easily! It’s ideal for the woman who hos 


long wanted a lightweight, portable mixer 


that she can use anywhere in her kitchen, 


with any container, for any food mixing job. 


oO 


& 
"Guaranteed b 
Good Housekeeping 
FF ry 


Aovt ats s 


MIX BATTERS IN ANY 
HANDY CONTAINER 


PLUS ALL THESE SPECIAL ADVANTAGES 


@ COMPACT SIZE Tokes so little 
space, No extra bow!s needed 
Use with ony container. 

@ ECONOMICAL Osterett gives 
you big mixer performance at 
low cost. 

@ EASY TO HANDLE Comfort- 


able in hand... easy to hold. 


Switch placed for instant, 


thumb-tip control. 


@ POWERFUL Small and light- 


weight but very powerful. Eos- 
ily mixes heavy batters. AC or 
DC, 110-120 volts. Cool run- 
ning, no lubricating necessary. 


@ DOUBLE BEATERS Finest 


stainless steel. Easy te attach 
or detach. Easy to clean. Use 
one beater or both, according 
to mixing needs. 


y % 


KEEP OSTERETT 
IN CUTLERY DRAWER 


@ ATTRACTIVE Beautiful ond 


streamlined plastic finish har- 
monizes with modern kitchen 


@ QUICK TO USE Comes equipped 


with wall brocket. Hang it 
on woll, in easy reach, or keep 
in cutlery drawer. So handy 
you'll use your mixer mony 
times more often 


Ask Your Appliance Dealer, Hordware or Department Store for Osterett 


JOHN OSTER MANUFACTURING COMPANY @ RACINE + WISCONSIN 
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F Guaranteed by *% 
Housekeeping 
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{ BRUCE DOOZIT . 





DOOLZIT PADS 
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CLEANER TUF-LUSTRE WAX 








In a space of slightly more than 
two square feet, this lightweight 
unit does double duty as both an 
eye-catching display and self-mer- 
chandiser. Use it for two or three 
items, or the entire Bruce line. 

At a counter end, as an island 
display, or against a wall, the 
“Salesmaker” literally flags down 
fast-moving store traffic with its 
big, attention-demanding array of 
colorfully packaged Bruce Floor 
Products. And because it shows 
Bruce Doozits and Bruce Floor 
Cleaner sogether, just as they are 
demonstrated in Bruce national 
advertising, you get an extra bonus 
of double-profit impulse sales. 









Get the “Salesmaker” right now, 
while nearly fifty million readers 
are seeing Bruce full-color page 
demonstration ads in Life, Ladies’ 
Home Journal and Better Homes and 
Gardens. Worth $6.50, it doesn’t 
cost you a cent! You get the com- 
plete “Salesmaker” display unit 
free with just a small order of fa- 
mous Bruce Floor Products. 

Get all the facts about this amaz- 
ing display, together withcomplete 
information about how the “‘Sales- 
maker” will increase sales and cut 
selling costs for you. Contact your 
jobber, or write or wire direct to 
E. L. Bruce Company, Memphis 1, 
Tennessee. And do it today! 


BRUCE so i 


Liquid, Paste, Self-Polishing Waxes, Floor Finish, Asphalt Tile Cleaner 


E.L. BRUCE CO. « 


MEMPHIS 1, TENNESSEE 
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Amazing New Decoration... 


New “Hi-Color” Designs 
FOR PAINTED WALLS 





T. M. REG. U.S. PAT. OFF. 


READY-PASTED BORDERS! 











SHow your customers the exciting new Hi-Color designs 
of DEX Ready-Pasted Borders. A galaxy of sparkling 
new patterns—for living rooms, bathrooms, bedrooms and 
kitchens—are all brilliantly displayed on this eye-catching, 
sales-building counter display. 


Easy to assemble and built to last, this permanent new Dex 
counter display fixture pays for every inch of the minimum 
counter space it requires! 





At a glance, customers see entire display pages of smart, 
colorful Dex Borders to brighten every room in the house! 





Patterned after the most successful counter displays ever 
created, this rugged, colorful counter salesman attracts at- 
tention and produces sales! 





TELL your customers how quick and how easy it 
is to pep-up any painted wall! Anyone can be a 
Dex-pert! Just dip a strip of DEX in water and 
apply it to the wall. And every new Hi-Color DEX 
Border is washable and fadeproof! 


READY-PASTED 


Your Dex prorits start as soon as you put this dis- 
play on your counter along with each of the fast 
selling—quick-turnover Dex assortments. You also 
get a complete kit of valuable point-of-sale Mer- 
chandising helps. 


DEX, Dept. HA-449 
United Wallpaper, Inc. 
Merchandise Mart, Chicago 54, Illinois 


I'm a jobber [J 


retailer [) interested in complete free 


TRADE MARK 





DEX 





BORDERS 


Just Dip in Water and Apply! 
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information on the new Hi-Color line of Dex 
Ready-Pasted Borders. 


Name 
Street 


City aeiciiilaitainoneen Zone State 











ONE REX proouct 


SELLS ANOTHER 


Rex Wallpaper Remover 
Saves time, money and 
back-breaking labor for 
your customers! Easy to 
use—mix with water— 
brush or spray it on—pa- 
per comes off quick. In 
Yo pt. and full quart cans 
—with plenty of profit 
for you. 


Em 
hi TAKE PAPER OFF ; / 








Here’s the size that gives 
a perfect surface for wall- 
paper, paint or kalso- 
mine. Rex Wall Size con- 
tains genuine animal glue 
—will not chip, peel or 
crack. A favorite with 
decorators for 25 years— 
a fast selling money- 
maker for you! 


Ro THE WALL 


NATIONALLY ADVERTISED! 














When there’s paper to 
put on the wall—there’s 
nothing quite like old re- 
liable Rex Paste! Your 
customers depend on Rex 
Paste to give their jobs 
that quality look. Sell it 
once—and back they come 
for more! 





TO PUT PAPER ON 








Order from your Jobber 


PATENT CEREALS COMPANY, GENEVA, N.Y. 


Makers Of DIC-A-DO0 PAINT BRUSH BATH & DIC-A-D00 CLEANERS 











28 


THERE’S A 


HUGE MARKET 


FOR 


REG. U. &. PAY. OFF. 


Painters, mechanics, motorists, 
housewives and factory workers all 
need this hand protective cream 








EVERYBODY WHO WORKS 
with his hands is your market 
for Du Pont PRO-TEK hand 
protective cream. Rubbed on 
before work, PRO-TEK guards 
skin against paint, oil, grime 
and stains. Easy to wash off 
afterwards—takes the grime 
with it. For EXTRA sales, dis- 
play PRO-TEK near your cash 
register. Tell customers about 
it—and watch it move! Ask 
your jobber for fast-selling 
PRO-TEK today! E. I.du Pont 
de Nemours & Co. (Inc.), Wil- 
mington 98, Del. 









REG. y. S. PAT. OFF. 
Better Things for Better Living 
Through Chemistry 


PRO-TEK 


HAND PROTECTIVE CREAM 
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BIG PAINT BRUSH PROFITS 


MINIMUM SELLING SPACE 

















ASSORTMENT NO.1 


Now you can set up a real, PAINT AND VARNISH BRUSHES 


result-getting paint brush depart- (DOUBLE THICK) 
ment in only two feet of counter space! Bristle Suagested 
Star Dispensers show standard, compet- Contains Length — 2 Each 
aw : : ss 4 doz. 1” 1194 b. 
itively priced varnish and wall brushes in your 2 doz. 1%” 11546" 30 
choice of assortments ... and they do a whale of VAL Cay a 24" 50 
a selling job in just a little space! Place your Y2 doz. 2/2" 2/4" 69 
1 af lV,” 
order with your wholesaler. Star Brush Manufac- Va doz. 3 2/2 19 
turing Company, Inc., Boston 18, Massachusetts. Burgundy and Clear Handle Colors — All Pure 
Chinese Bristles. 
Concentrated Stopping Power SALES RETURN $38.34 
‘ YOUR COST 25.56 


Colorful Star Dispensers pack a lot of attention- 
getting salesmanship into 23”x 9” of counter space. PROFIT $12.78 
.4 And their all-metal, nickel-plated, permanent con- 
mi struction features the “loop” design that reduces 
AM pilferage. Write for details on dispensers * 
for other popular assortments of 


wall and varnish brushes, 


No Shed...No Streak...No Spatter 














Cat 
r) fee rt mei, oe 
‘<7 » SY 8 


for the “little red schoolhouse” grown up 


The American system of free public education has, 
become a symbol of democracy through its thousands 
of magnificent school buildings from coast to coast. 
The number, size, beauty, and superior physical 
equipment of these schools demonstrate our public 
understanding that ‘higher education leads to higher 
ideals, to greater wisdom, and to contentment.” 

Coordinating the physical functions of these modern 
school buildings are countless thousands of tons of 
steel pipe . . . implementing the heating and sanitary 
systems, air conditioning units, laboratory equipment, 
cleaning devices, machine shops, kitchens and other 
facilities of the educational “plant’’. 





COMMITTEE ON STEEL PIPE RESEARCH 


30 


For these essential services the qualities inherent 
to steel pipe . . . adaptability, durability, service- 
ability, and economy . . . make it the undisputed 
leader for school piping installations. Yes, for these 
and other piping services, the dominant percentage 
of all pipe used in buildings today is stee/ pipe. 

The men who specify and use it know. Steel pipe 
is first choice. 





Ask for your copy of the interesting story ‘‘Pipe in 
American Life.”’ 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Ave., New York, N. Y. 


HARDWARE AGE, APRIL 7, 19%9 











yore - 


ge” 


forme! 


ing 
yor" 


HARDW. 








inherent 
, service- 
adisputed 
for these 
srcentage 
Ipe. 

‘eel pipe 


“Pipe in 


INSTITUTE 
.¥. 


L 7, 1949 












lf they can drive a nail— 


THEY CAN WELD 


Any handy person can learn to weld. “87 Welding Ideas” — 
a new book, chock-full of photographic case histories—not 
only proves it but gives hundreds of ways G-E Welders have 
saved users time and money. It sells your customers hard, 
in a way they know and understand. It’s a convincing sales 
tool—tie in with it now! 

Then, be sure you’re well stocked on the welder your cus- 
tomers are going to want—a General Electric Welder, the 
lowest priced welder on the market designed for shop-farm- 
home use. 

Get in touch with your G-E distributor today. Ask him for 
the facts on G-E Welders. Ask him, too, for copies of “87 
Welding Ideas” to hand out in your store. If he cannot supply 
you, wire Section 674-5, Apparatus Dept., General Electric 
Company, Schenectady 5, N. Y. 


Copyright 1949 
General Electric Co, 





7 More and more people want 


G-E Welders are one of the fast-selling 
GENERAL ELECTRIC PRODUCTS 
for SHOP—FARM — HOME 


Motors Floodlights 
Motor Starters Space Heaters 
Time Switches Soil Sterilizers 
Arc Welders Soldering Irons 
Stock Waterers Heating Cable 
Stock Tank De-Icers Thermostats 


Battery Chargers 


wo ELECTRIC 


674-5 


GENERAL 
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PILE UP “GLASS WAX”... PILE UP PROFITS! 


‘GLASS WAX 
DISPLAY MONTH 


Hit ’em at the height of the housecleaning season, when 
“GLASS WAX” advertising is at its peak! 























@ Arthur Godfrey, 5 days a week over 166 CBS stations 
@ Full-page ads in Life, Woman’s Day, and Family Circle 
@ Full-page ads in 34] local newspapers 


... tested, proven advertising that pushes your customers 
toward “GLASS WAX.” Cash in on this by pushing 
“GLASS WAX” toward your customers with a display! 


Check your stock of “GLASS WAX” NOW ... 
display both pints and quarts. 


Remember — your customers 
want ‘‘GLASS WAX’”’ in 
quarts ...strong advertising 
is selling quarts... feature 
quarts to give you higher unit 
sales, greater dollar volume, 









£ “GLASS WAX” 


A PRODUCT OF THE GOLD SEAL COMPANY 


“GLASS WAX” is a registered trademark and is the exclusive property of Gold Seal Company 





f 4 


55 E. WASHINGTON STREET, CHICAGO 2, ILLINOIS 
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DEF-22 Evaporative Cooler 
Fan-Type, 2200 CFM 


DEB-25 & 35 Evaporative Coolers 
Blower-Type, 2500 and 3500 CFM 


sf ee. 


DWF-25 Window Exhaust Fan 
2500 CFM 


STOVE COMPANY 
iigalgiitets "BRANCH OFFICES 


San Francisco, California 
Denver, Colorado 

Los Angeles, California 
Oklahoma City, Oklahoma 
Lubbock, Texas 

New Orleans, Louisiana 
Houston, Texas 





U >», TEXAS 


Chicago, IHinois 
Kansas City, Missouri 
Omaha, Nebraska 
Columbus, Ohio 
Memphis, Tennessee 
Tampa, Florida 
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It’s soing to be a 
COOLER YEAR 


~Ueorborn on the job! 


KEEP YOUR CUSTOMERS COOL — AND COLLECT 
WITH THESE OUTSTANDING DEARBORN COOLERS 
.. THE FINEST COOLERS ON THE MARKET -; 


The name Dearborn on an evaporative cooler 
makes your selling job easier, because Dearborn 
is a mame your customers know and rely on. And 
this year, more than ever, product name is impor- 
tant. People are buying by brand .. people are 
getting “choosy” .. people are demanding their 
money’s worth. That’s why you'll se// Dearborn 
coolers — because the name Dearborn is an 
automatic guarantee of quality, value 
and performance. 





Dearborn coolers will be advertised 
throughout the nation with the strong- 
est advertising campaign of any cooler on 
the market. Your customers will read about 
them in the Saturday Evening Post, Better Homes 
& Gardens, Capper’s Farmer and leading farm 
and regional magazines throughout America. 
Backing up the smashing national campaign will 
be free dealer helps, advertising mats, point of 
sale displays, radio announcements — everything 
to help you sell more Dearborn coolers. Tie in 
with Dearborn’s strong national advertising 
campaign — get your share of the cooler sales. 


feed 


MAIL THIS COUPON TODAY! 






DEALERS: Write for complete 
details on the Dearborn coolers .. 





, DEARBORN STOVE COMPANY 
1700 W. Commerce St., Dept. A-! 
Dallas, Texas 


Gentlemen: Please send me more information about the complete 
line of Dearborn coolers. 


Name 
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2. ‘‘For small lawns and trimming I recom- 
mend the 17” Toro Sportsman hand mower. 
Built to championship golf course standards. 
Smooth and silent, precision engineered 
with molybdenum steel blades and bed- 
knife. S-h-e-a-r-s grass, never pulls or tears. 
Rigid construction. Tubular steel handle.” 


wot 


5. ‘“‘Here’s Toro’s champion performer for 
weeds, tall grass—-the Toro Zipper sickle 
bar mower. Self propelled traction drive 
with 36-inch cutting bar. Quick starting 14% 
h.p. engine. Pressed steel construction. Cuts 
close on banks, highway ditches, next to 
buildings, under fences and bushes.” 


34 





3. “For average lawns, I sell the Toro 
Homelawn. Lightweight, dependable, easy 
to operate. Cuts 21-inch swath. Voted out- 
standing for value and performance in 
independent consumer tests. Pressed steel 
construction, with cast iron side plates. 
Continental 114 h.p. engine.” 





6. ‘See this map? Every dot represents a 
Toro service and distribution depot where 
we dealers can get immediate help and 
needed parts. No matter where your store 
is, you know that Toro service is readily 
available to assist you and your customers. 
That’s why Toro is my line!” 


“Best mower buy 
I’ve ever seen!” 


says Dana Lundquist 


Lyndale Hardware Company 
Richfield, Minnesota 


“TORO HAS SCOOPED THE MARKET, 
in my opinion, with this new Toro Sport- 
Lawn nationally advertised to sell for only 
$99.50. It’s a typical Toro thoroughbred 
clear through, like all the Toro power 
mowers I’ve sold for years. And I know I'll 
make a satisfied customer with every Sport- 
Lawn I sell, because Toro backs me up with 
a quick, convenient nearby parts and serv- 
ice set-up. Take a look at the SportLawn, 
yourself. It’s self propelled by a husky % 
h.p. Briggs & Stratton engine and V belt 
and chain drive. 5-blade 17” reel and bed- 
knife of Disston steel, ball-bearing mounted. 
Plenty of power for steep terraces, balanced 
and light weight for easy handling. And 
think of it! The SportLawn 


SELLS FOR ONLY 


50 


F.O. 8B. 
FACTORY 






4. “For estates I advise the ‘’oro Starlawn. 
Heavy duty power mower with floating 
axle for smooth cut on uneven ground, and 
high-low cut angle adjustment. 24”, 27” and 
30” widths. Finest pressed steel construc- 
tion, simply and ruggedly built. Indepen- 
dent reel and traction controls.” 


nore nccnenersnanenennse” 
zs PT, 





7. America’s most complete line of power 
mowing machinery ... the new 1949 ‘Toro 
line. Everything from lightweight hand and 
power models to the finest of heavy-duty 


equipment for golf course, park and insti- 
tutional use. Write for particulars! Toro Mfg. 
Corp., Dept. HA-4, Minneapolis 6, Minn. 
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ORE than 16 million big ads in 

full color in leading national 
magazines will appear this spring, 
selling your customers on this fa- 
mous garden hose line. Life, Satur- 
day Evening Post, and Better Homes 
and Gardens will work for you. 


To make sure they buy from yox, 
stock the B. F. Goodrich line now. 
No matter what your commitments 
on ordinary garden hose, you can’t 
afford to miss the extra profits this 
line can give you. 


Garden Club— First quality in 
4 popular-priced garden hose. New 


16 MILLION 


more advertisements make 


1 BEGoodrich 


the garden hose your customer 


knows—and buys! 


cord reinforcement gives high 
strength with low weight, makes 
Garden Club more flexible and easy 
to carry. Women like its light, easy 
handling quality. Improved full-flow 
coupling gives the user advantage of 
every ounce of water. Green or black. 
Attractively packaged, easy to display. 


Maxecon—The double-braided 
hose for heavy-duty service on 
estates, parks, homes that must have 





the best, even at a premium price. 
Maxecon will stand 10 times normal 
city water pressure. 


Signal— Good value in a low price 
hose. With this hose you can meet 
competition and still sell at a profit. 


Koroseal—The biggest sales- 
making success of postwar merchan- 
dising. See the other side of this 
sheet for— 


the way [0 Xoroseal protits... 

















— biggest advertising campaign 
ever put behind any garden hose 
will reach your customers this spring. 
Full-color advertisements will run in 
Life, Saturday Evening Post, and 


Better Homes & Gardens, featuring 
these advantages — 
Lighter weight—Koroseal garden 


hose weighs Y% to % less than ordi- 
nary hose. Its light weight and easy- 
handling qualities appeal to women 
especially. Have them “heft’’ it—light 
weight alone will sell many of them. 


d— Your 
customer can let this hose out all 
summer—no need to drag it under 


No special care 1 


Put these 2 great names 
to work for you 


BY 


B.F Goodrich 


Here's why Koroseal helps you sell! 


cover. Won’t crack or check in the hot 
sun. Brilliant fire-polish finish is vir- 
tually scuffproof, and won’t pick up 
dirt easily—this hose is cleaner to use. 
n— This 
Leite has eye-appeal—emerald green or 
Chinese red. 


pf | color to the 


* garde 


Full-flow 1 
— New patented reattachable coupling 
adds another feature. Can be tightened 
or easily reattached. 

h sells — Fifty foot 
nate of red or green Koroseal hose 
taped to stout cardboard get attention 
like a bull’s eye. No wrapping or tying 
needed. Attractive displays are easy to 


eattachable coupling 


package 





GARDEN HOSE 


make. Window streamers and news- 
paper mats available. Fair trade price— 
$9.85 for 50 ft.—appears on the label. 
Order now to make sure of your share 
of profits on this fast-moving hose. The 
B. F. Goodrich Company, Industrial ana 
General Products Division, Akron, Ohio. 


j Ho % 
dwt 


BY 


B.E Goodrich 


Koroseal—Trade Mark, Reg. U.S. ! 
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MACHINERY CF 


LOUDE oN 


FOR LITTER-CARRIERS or any other barn equip- 
ment, the man to see is your Louden dealer. Let him help 
you LOUDENIZE, to save you hours of work every day. 

Since introducing the original Hay Carrier in 1867, Louden 
has led the Barn Equipment industry in developing time- 
savers for the farm. All-Steel Stalls, Litter Carriers, Hi-Dri 
Hay Driers — are among the many Louden “firsts.” 

Louden equipment is more rugged, built to last! Gives 
MORE years of service, hence pays best in the long run. 

For the future of your farm, this is the time to 
LOUDENIZE., In terms of farm products, Louden equip- 
ment costs so little—yet pays such big returns. So see your 
Louden dealer. If you don’t know his name, write us. 


THE LOUDEN MACHINERY CO. Fairfield, la.—Albany, N.Y. 





“@® THESE 2! LEADING FARM PAPERS REGULARLY CARRY LOUDEN ADS LIKE THIS 


ao) ans 


*to modernize with 
LOUDEN equipment: 
@ stal's & stanchions 
@ milking parlors 
®@ litter & feed carriers 
© water & salt bowls 
® cow, calf, bull pens 
©@ hay unloading tools 
@ hay drying systems 
© ventilating systems 
@ barn windows 
@ barn door track 
© horse-barn equipment 
@ hog-house equipment 





‘I've seen my sales climb since I ‘Loudenized’ my Barn 
Equipment Department with the Certified Louden 
Dealer Plan. Any aggressive dealer can appreciate 
these sales-making advantages: 

® Prospects in my territory received through Louden 
advertising in 21 farm publications are referred to me. 
* I get the EXCLUSIVE SERVICES of the Louden 
Field Engineer and Louden Agricultural Engineering 
Department. 

* My store and trucks are prominently identified to 
lie in with Louden advertising to my prospects. 

* I’ve got the only copy in my territory of the Cer- 
tified Louden Dealer catalog — the most complete Barn 
Equipment catalog ever assembled—that helps a 


“It pays a dealer to LOUDENIZE too” 





farmer select the equipment he needs for his particular 
problems—helps him sell himself—and helps us give 
complete installation information.” 


Advantages like these are helping every Certified 
Louden Dealer make EXTRA PROFITS in Barn 
Equipment. So — it is worth your while to consider 
the plan for your own business. Only one Certified 
Louden Dealer is appointed in a community; if one 
has not been selected for your community, write us 
for complete details on this sales-building program. 


THE LOUDEN macuinery company 


(Established 1867) 
Fairfield, lowa Albany, New York 


THE exe NAME IN BARN EQUIPMENT 4ae Always beee LOUDEN 
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STOR-A-WAY 


The NEW MODERN WAY 
to store and protect 
STORM WINDOWS and SCREENS 


Only one year on the market, and what a demand there 
is for STOR-A-WAY! Home owners who care, need 
STOR-A-WAY. They'll buy it on sight! 


STOR-A-WAY does away with window stacking and 
red the t of storage area needed. It permits 
quad housekeeping, prevents rotting and warping, and 
reduces glass breakage. STOR-A-WAY is in use 12 
months a year for storms and screens and will pay for 
itself many times over. 





STOR-A-WAY engages sashes directly; no need for 
extra screw eyes or other holding gadgets. It holds 
firmly while glass is being washed, or frames and 
screens are being painted and dried. Sashes may be 
hung the long way or the wide way, whichever allows : a, 
greater convenience. is ehadive 

PATENT NO : dealer 
2,455,546 5 “ : display 


Handsome 





Hangs all standard windows. Not designed for FAIR TRADED RETAIL PRICES 
patented steel or aluminum sashes. hy 6 window set (2 brackets) 
Write for literature and plete merchandising 5 es 13 window set (4 brackets) 

: s a9 20 window set (6 brackets)... 





plan. 


7 0 F = A -WA Offices: 910 MOUNT CURVE AVENUE © MINNEAPOLIS 5, MINN. 
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EASIEST TO Carty Sf 
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The Easiest-to-Rent Sterling Sander earns Easiest Profits for you. This 
— sander quickly pays for itself due to its low cost,"low upkeep and 
ast rental turnover! 


The Sterling Portable Electric Sander is easy to rent because it is lightweight, 
vibrationless and so easy to operate even a woman or child can use it with 
complete safety ... it can’t “‘run wild” and gouge fine furniture or wood- 
work . . . it sands smoothly and uniformly. : 

It’s easy to make fast profits with the Sterling! Display and demonstrate it 
right on your sales counter. It is easily carried by your rental customers 
(weighs only 8 pounds) . . . and is quickly and easily loaded with standard 
size abrasive sheets. 

Send coupon now for Sterling’s fact-filled booklet, ‘‘7 Keys to More 
Rental Profits.” 








STERLING TOOL PRODUCTS CO. 

1338-A Milwaukee Ave., Chicago 22, Illinois 

Canadian office: Terminal Warehouse, Dept, 39, Toronto 1, Ontario 
Send me “7 Keys to More Rental Profits” 














Sterling Sander rentals halp build store traffic 
and assure extra income, with no additional 
overhead, and you obtain greater volume on 
related items as paint, varnish, and brushes, 
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WALK-IN CUSTOMERS 


0 for rhs 


tat one NERAL ; 
ai GEALTERS 


4 auTsTA NDING FUEL OIL 
FILTERS FOR _ 


mn 


i 


2 


GET 
THIS ATTRACTIVE 
COUNTER DISPLAY 


Shoppers and walk-in customers will go for this General Filters 
display. Every home owner who uses fuel oil has need for at 
least one filter. Takes up only 14” x 534’ space yet it contains all 
three models. Attractively finished in three colors. Sent you free 


except the three sample filters. 


CAN 
WG: 


: | NSTALLAT 1ONS 
LIKE THIS 


aed 
’ 


SPACE HEATERS e WATER HEATERS 
LARGE AND SMALL FURNACES OR BOILERS 


Every fuel oil burner needs a General Filter because the savings 
in service calls in one season will more than pay for this filter. 
Installations are so simple that any home owner with one wrench 
can make the installation. Three sizes to choose from—takes care 
of every requirement. 


GET IN THE PROFITABLE 
REPLACEMENT CARTRIDGE BUSINESS 


New cartridges every season assure you of a repeat profit after 
the initial sale. Ask your wholesaler about this deal or write direct 
to the factory for details. 





GENERAL ‘i FILTERS 


12890 WESTWOOD ° DETROIT 23, MICH. 








WANT TO Woo 





WOODWORKERS? 


Here’s how: Court customers 
with Weldwood Glue...the best 
little gold digger in your store. 
Count on hobbyists, home- 
owners, handymen and carpenters 
to “go steady” with Weldwood 
...to come back for more again 
and again till they're wedded to 


Glue can be light worked a few 
hours after clamping. They with- 
stand moisture, heat, bacteria 
and rot. 


Yes, prominently display the 
striking Weldwood Glue carton 
near your cash register. It’s the 
bond that binds woodworkers to 








your store for all their hardware 


sie your store. Sell Weldwood Glue 


for 15¢, 35¢, 65¢ and 95¢. Larger 
sizes, too. Ask your jobber for 
complete details and samples, or 
write to: 

UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, Dept. 439 
55 West 44th Street, New York 18, N.Y. 


And the honeymoon lasts for- 
ever! For Weldwood Glue mixes 
quickly and easily with cold tap 
water. It spreads smoothly, sets 
quickly, and forms a permanent 
bond that’s stronger than the 
wood itself. 





Joints made with Weldwood 


WELDWOOD PLASTIC RESIN CLUE 


= > %, 
5 BA: [nl 
LOE IT A ¢ STRAIGHT 
4o~ Pig 5 GH] 
. 2 DOOR STOPS 
& ? 

ee 

(HAIN 


DOOR 





ANNOUNCING 


THE DIECO 48: 
PUSH BUTTON TUBULAR 


LOCK fi a 
with screwless knobs enn 
For a first time a lock with these sensa- 

tlonal advantages at such a low price! 

Panic proof... practical . . . easy in- 

stallation . . . the DIECO 48 has all the 

features that will make It a best seller! 

also available the DIECO 49 and DIECO 

50 sets for passage and closet. 


WRITE FOR OUR 
COMPLETE 
HARDWARE 
CATALOGUE 


NUMERA 
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Stop Losing 
.and Profits | 


forms 


Control your business, prevent errors and waste, with Standard Forms 


Padded forms or sales books, lying 
loose on counters or desks, are easily 
lost, altered or destroyed. That means 
lost merchandise, cash, or charges— 
and lost profits! 

Standard Form-Flow Registers and 
Forms provide safe records. Your 
forms will be large enough to record 
all needed information, preventing 
mistakes and delays. At one fast writ- 
ing you’ll make enough copies—2 to 
8—to handle cash or charge sales, 
money paid in or out, invoices, shop 
work, deliveries, stock taking and 





THE STANDARD REGISTER COMPANY, 3304 CAMPBELL STREET, DAYTON 1, OHIO 


PACIFIC COAST: Sunset McKee-Standard Register Sales Company, Oakland 6, California. 
CANADA: R. L. Crain Limited, Ottawa. GREAT BRITAIN: W. H. Smith & Son, Ltd., London. 
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Standard Register 


Electric and Manual Form-Flow Registers 
Originator of the Pin-Wheel Feed 
and Marginally Punched Continuous Forms 


bookkeeping. All copies of each form 
will be exactly alike. And one copy 





The Standard Electric Form-Flow Register. 
Fully automatic! Write, touch a button, that's 
all! Hundreds of other models — desk, counter 
and portable, for all kinds of businesses. 


will be automatically locked into the 
Register—safe from loss or destruc- 
tion—a permanent record of every 
transaction, a key to complete control 
of your business. 


Free Business Helps—Write today 
for “Helpful Hints” and proof that 
Standard Form-Flow Registers and 
Forms provide simple, easily kept 
records, give you complete informa- 
tion, prevent mistakes and delays, 
stop losses, protect and increase prof- 


its. Mail the coupon now. 





The Standard Register Company 


Dept. 3304, Dayton 1, Ohio 
Please send, without obligation, ‘‘Helpful Hints’’ and 
complete information as to bow Standard Registers 
and Forms can help my business. 


Mail This Today! 
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°o0 00000 
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BIGGEST SALES NEWS 
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Trade Mark 


POSITIVE MOTH-KILLER!- 
SUPER-POWERED WITH GENETRON '! 





A 
RPET geETLES 


ARVAE 


i - vs. 





1. EXCLUSIVE! Special 
Airex formula is the most effi- 
cient combination of moth- 
killing chemicals in aerosol 
form, ever sold for regular 
household use. 


2. QUICKER! Airex’s 
positive action stops moths in 
seconds—ends larvae attack 
instantly. 


3. EASIER! Airex’s sim- 
ple, exclusive push-button con- 
trol is an obvious advantage 
to all customers! 


4. BETTER! Airex is Non- 
flammable! Non- Staining to 


white or pastel woolens— 
when used as directed. 


5. HANDIER! Feather- 
weight aluminum Airex con- 
tainer fits the average woman's 
hand perfectly! 


6. SURER! Positive action 
spray valve never backfires, 
leaks, or sputters. 


7. THRIFTIER! One 
Airex dispenser treats 10-12 
average garments. Gives 20% 
more mist—thanks to amazing 
Genetron dispersant. 

8.PLEASANTER! 


Airex’s scent is fresh, clean; 
never irritates.or annoys. 





( PRE-SOLD by the hardest-hitting 





of all mothicide advertising! 





Huge, dominating newspaper ads will run on 
heavy schedule in all areas in which AIREX is 
sold! Hard-selling radio spots will repeatedly 
tell more and more people about AIREX! Most 
concentrated mothicide promotion in history! 


\_ Order from your Jobber Today! STOCK UP! DISPLAY! FEATURE 


TIREX INSECT KILLER 


COMING! AIREX AIR-FRESHENER 


Two more 


will be announced shortl 
hitting promotions pla 
uct will keep selling ; 
WATCH FOR THEM! 


sensational AIREX products 





y. Heavy, hard- 
aned for each prod- 
the AIREX name! 


AiREX! / 











PRODUCED BY GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 


,40 RECTOR STREET, NEW YORK 6, NEW YORK 
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FOR HALF A CENTURY A GREAT 
NAME IN AMERICAN INDUSTRY 
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Back ° 


o> WOME-UTILITY’S | ” 


‘te, 


HOME-UTILITY 


5 SANDER- 
POLISHER 


As a Polisher 


INCLUDING 


@ 5” Electric Sander-Polisher F °o 4 


Plus these Accessories: @ Sanding @ Polishing 

@ 5” Moulded Rubber Pad @ Waxing @ Rubbing 

@ 3 Abrasive Discs ® Buffing @ Drilling 

®@ Lambswool Polishing Bonnet @ Grinding @ Burnishing @ Cleaning 
® Home-Utility Electric Wax @ Sharpening @ Wire Brushing 
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PROFITS - PACKED 
Father's Day Promotion! 


Yo” ELECTRIC 
Yq" ELECTRIC " 
DRILL ORILL Ye” VERTICAL 1," ELECTRIC ABRASIVE KIT 


$18.95 $35.95 BENCH STAND $39.95 $4.50 


$17.45 

COLORFUL 
MERCHANDISING 
AIDS! 


%" HORIZON- "INCH NEW DISC BUFFING AND @ FREE Streamer for Your 
TAL STAND STAND SANDING TABLE POLISHING KIT eset 
$3.35 $11.45 $8.25 $4.50 pe 
@ FREE Reprint of National 


Hard-Selling NATIONAL ADVERTISING Advertising! 
ith a DOUBLE WALLOP! @ FREE Newspaper Mats for 





Your Local Advertising! 


Split pages like these will feature new . : 

Sander-Polisher and rest of line for a dou- @ FREE Radio Scripts ? - . 
ble impact on millions of readers in these Your Local Broadcasting: 
widely-read NATIONAL MAGAZINES: 


ba 1035 
<eDs 
+> 
: 


Sold Through Leading Distributors Everywhere 


HOME-UTILITY 


Products of The BLACK & DECKER Mfg. Co. 
Dept. H653, Towson 4, Maryland 
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SELL MORE 





STEEL TAPES 


| 
= Wem searing j r 
STEEL Tapes | / 
& TAPE RULES | / 


- 
Z 
Es* 
: 


cite 
» 4 3 


a 





Front and rear views of the new all-metal counter merchandiser that can increase your sales of WYTEFACE Steel Tapes and Tape Rules. 


NCREASE your sales of WYTEFACE* Steel tapes and jobber for either one of the two assortments which come 
Tape Rules by putting this new merchandiser to work in to you packed in this handsome display. 
your store. It takes less than 1 square foot of space, yet: You, as a hardware dealer, already know the sales ad- 
e It displays a popular assortment of WYTEFACE Steel vantages of WYTEFACE Tapes. The black markings on 
Tapes and Tape Rules where more customers the white background are easy to read in any 














will see and buy them. light. The patented white surface prevents rust- 
¢ Its glass front and sturdy metal construction ing and will not crack, chip or peel off—and 
discourage pilfering. rt it is easy to keep clean. 
+. It has a roomy back compartment which Now, with this new merchandiser, you can 
holds a complete stock. ici sell WYTEFACE Steel Tapes and Tape Rules 
© It has sales helps printed on the back to aid Reproduction, faster than ever before. For complete details, 
; Surveying Equipment ask your jobber or write Keuffel & Esser C., 
your clerks in making sales. and Materials. ool 
Next time you order WYTEFACE Steel M aah pee ee 
easuring Tapes. *Trade Mark, W Steel T. ab 
Tapes and Tape Rules and Refills ask your U. ¢. Patent : 3003208. a en are 
KEUFFEL & ESSER CO. 
EST. 1867 


NEW YORK * HOBOKEN,N.J. © CHICAGO © ST.LOUIS * DETROIT * SANFRANCISCO * LOS ANGELES * MONTREAL 
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ia Sell the saw you yourself would buy! You know 
} value. You’re a judge of performance. Man, here’s a 
saw that meets every requirement you can ask of it. 
And your customers will recognize its superiority too. 
A-6 Guild Saw is different and better because it’s... 


MORE POWERFUL—Actual tests show that the 
Guild A-6 has more cutting power under load than any 
other 6" saw. This means faster cutting. 

CUTS ANYTHING—Saws wood, wallboard, plas- 
tics, transite with amazing ease. Scores tile and brick— 
even cuts through metal sheets and light bars—with 
abrasive wheel. Has wider use than any other similar- 
size saw. 

PERFECTLY BALANCED—This balance feature 
is most important. Assures true, straight cutting .. . 
: easy handling that’s a revelation. 


NO TIP! Hold it this way and it's perfectly 
balanced. Does not nose down. Ready to cut ina 
horizontal position. e 


r NO TILT! Place the Guild > 
\ Saw on @ narrow straightedge. ty 4 
\\ It’s perfectly balanced. Does se 


not tilt sidewise. 













_ 
faa 
| 








NO TWIST! Suspend Guild Saw by a 
string. It holds steady when starting . . . no 
dangerous ‘‘power jerk’’ or twist. Always cor- 
rectly center-poised. 
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eeeMost Powerful 6” Saw Ever Built 








. = $655 
No Other 6” Saw 


Has All These Features! // 


It’s cleverly ventilated: Airdraft and baffle keep 
motor clean and cool. © Sawdust blown out at rear open- ef 
ing. @ Air blown through front opening clears dust off Ei 
cutting line. @ Cutting guide always visible. @ Calibrated i | 
knob adiusts depth of cut. @ Extra broad shoe. ® Two- ; 
way ripping guide extra. @ Super-efficient helical gear | 
drive. @ Die-cast aluminum frame. ® Highest quality. | 

Ideal for carpenters, farmers, hobbyists, floor men, } 
builders, home-owners, etc. who want a medium- | 
weight, (12 lb.) saw for all-around general sawing. 





MORE PROFITS with the New Guild Line 


Remember—the new Guild A-6 is the latest addition 
to the complete line of quality-built, fast-selling Guild 
Tools. 

WRITE today for full information. Porter-Cable backs 
you up with 100% sales protection, hard-hitting na- 
tional advertising, promotion pieces, displays, etc. 











PORTER-CABLE Machine Co. 


1764 N. Salina St. Syracuse, N. Y. 


Manufacturers of SPEEDMATIC and GUILD Electric Tools 

















RECOMMEND 
POL- 


Supertreated Pol-mer-ik Boiled 
Linseed Oil contains the correct 
proportions of quality driers to 
assure controlled uniform drying. 


SEND FOR THIS 


FREE 





have 


SUBSTITUTES 


When you ask for a 
trade-marked product 


you get it! , 








Frey? 


POLMER'IK 


pY ITEM IN EVERY HOME 







— = 


A HAN 





MER-IK BOILED 


“ 


@ Take your linseed oil sales out of the small profit class! 
For example, retailers everywhere are making over 30 % on sales 
by featuring the fast-selling quart size at 99¢ to $1.15...a 
better gross profit than on the usual paint or hardware item. 

Pol-mer-ik is supertreated to produce a better looking, longer 
lasting paint job. It deserves and gets a better price. Available 


SALES BUILDER 
* 








p------------------ 


ARCHER-DANIELS-MIDLAND CO. 
684 Roanoke Building * Minneapolis, Minnesota 


Please send me your new profit-producing 
sales builder for use by my cash register. 


Name - a 


Address __ — ~ 


City — pgiihenb State 


We purchase our oil from sc — 





in both raw and boiled, packed in handy, attractive, easy-to-sell, 
pint, quart, gallon and 5 -gallon containers. 

Do as thousands of successful retailers are dsing. Send for 
this attractive, profit-producing sales builder. Put it next to 
your cash register. Enjoy real profits on your linseed sales, 


Pol merik 
ol mer: 


100% PURE LINSEED OIL 


EXTRA QUALITY 
DESERVES A BETTER PRICE 
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Cash in now with 


WIPE-ON 


fhe new national hit! 





* Permanent beauty for floors, 
furniture, woodwork! 








* “Just wipe it on with a cloth!” 






= * No waste, no mixing, no brushes 
to clean! 






& * Protects against boiling. water, 
alcohol, alkaii, dirt. 
Non-slippery! 






It all started with a few factory sponsored 






* Saves scrubbing, saves work! promotions in leading stores. Then bingo!—it happened! 












Mrs. Housewife saw, bought, and was delighted! 
The word spread like wildfire—until now Wipe-On, 
the original plastic-base protective finish, 

is a national big-seller. Take advantage of 
Wipe-On popularity ... get your share 

of big Wipe-On profits. Order now! 


Half pint 59¢ retail ¢: e 
Quart $1.98 retail 
Gallon $5.98 retail (=) —-y_ 


—— 












Demonstrations 

in key cities! 

National Advertising 

in Good Housekeeping ! 


floors - linoleum D isplays in evely 
furniture- woodwork shipping carton! 


an ae Ad mats available Ang 
CLEAR other local promotion / 
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Just watch folks 
sell themselves! 





These new NuTone displays stop shoppers and 
sell them on unusual items that mean new business 
and quick, profitable turnover. They are practical 
displays, designed to do the maximum of selling 
in the minimum of space. There’s room for all 
three in the most crowded hardware store. ... 
Ask your NuTone distributor for full details. Or 
write NuTone, Inc., Dept. H-49, 1451 Merchan- 
dise Mart, Chicago 54, III. 




















THIS SELLS DOOR CHIMES! NuTone Repeat-a-Tone Chime 
is mounted on stand wired to demonstrate 3-way chim- 
ing. Complete stand is only 10” wide, 1412” high, 7” 
deep. Dealer pays only $18.51 for $33.80 value. 














THIS SELLS PUSH BUTTONS! 
3-color display (10” by 12”) 
shows 6 NuTone luminous 
push buttons. Costs dealer 
only $12.81 for assortment 
retailing for $21.35. 





THIS SELLS DOOR KNOCKERS! 
3-color display (10” by 12”) 
shows 2 solid brass NuTone 
knockers. Costs dealer only 
$14.22 for assortment retail- 
ing for $23.70. 


SALES OFFICES: 
NEW YORK ¢ CHICAGO 
LOS ANGELES 
SEATTLE ¢ DALLAS 





The SELLING POWER 


OF THIS SEAL 


<a 0 Sar Ory 


=” Guaranteed by 
Good Housekeeping 


a we 
OF As apyenmisey WE 


CONSUMER ADS 
like this... ; 








FUSES 
WIRE 
CORD SETS 
TROUBLE LIGHTS 
CHRISTMAS LIGHTS 
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A PRODUCT OF bqperwood Mills 


” WM. E. HOOPER & SONS CO. 


New Yok PHILADELPHIA Chicago 
Mills WOODBERRY, BALTIMORE, MD. 
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OOuage a Sets 47 LIBBEY GLASS 


@ And your customers will be looking for ’em Don’t miss your chance for added glassware 
when they first see this exciting new glassware profits! Tie in with the May announcement ad 
shape—an original classic design by Libbey— in LIFE. Feature “Corsage” for Mother’s Day, 
in the May 2nd issue of LIFE. bridal gifts, weekend hostesses. And write, wire, 

“Corsage” is graceful and distinctive... for phone your nearest Libbey dealer—or con- 


tact Libbev Glass direct now for your stock of 
“Corsage!” 


a formal or informal table. Its satin-etched and 
22K gold pattern (fired on) blends with any 
dinnerware service—both traditional and mod- 
ern motifs. Each piece has the solid heavy base 











: é " 
women like. And the rims are guaranteed: “You 4 
get a new glass if the ‘Safedge’ ever chips!” 
Don’t fail to get vour free merchan- Eight of a kind to retail for 
dising packet on corsaceE! Contains $3.00* . . . each set of 8 pre- 
mat ads, selling hint folders, radio packed in its own elegant gift box 
scripts and display ideas to bring you to give you easier sales—more sales! 
greater sales .. . more profits! *Slightly higher in the South and West 





LIBBEY GLASS (7p One 
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| cant miss ¥ 


Your 


Customers 


In May issues of Good Housekeeping, 
Ladies’ Home Journal and American Home, 
Cosco will be giving a lift to the most prac- 
tical gift of them all—Cosco Household 
Stools and Utility Tables. 

Together, these three magazines reach 
more than 10,000,000 homes. Your cus- 


Tie in with Cosco’s big national advertising—and 
profit! Put on your own Cosco promotion to bring 
these pre-sold customers into your store. Get free 
mats of the above advertisements—adapted for your 
use in local newspapers, in 2 col. x 6” size. See your 
Cosco distributor or send coupon. 


HOUSEHOLD STOOLS 
AND UTILITY TABLES 


CUM 


pilylabsula iB. 


P ovark - by * 
= Heusshooping 
' te 
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Fer Mother's Day —Give © 


LU5CO 


a or. 
gy edders: o 


V7. 
Folding Util 
Helps with her Ronsewert in a 


Holds a heap of things she needs in 
kitches, teundey, nurser TY oF sew 
ox 


>ungsters’ home 


a comfortabl C) 
Seat fxs 


aie See then at 

ihlon ‘debeheatetan CORPORATION aa 

HAMILTON eunsacronne 
COLUMERS repin 


pe _nearenanie 


ae 


— 
— —_ 


— Rae 


_— 
-_ 
—_ 


tomers can’t miss Cosco’s Mother’s Day 
message. So watch for an upsurge in Cosco 
sales. Make sure your stocks are set to meet 
the demand. Order from your Cosco distri- 
butor now. 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


Tie in—cash in—with 44527 


sei ci ps iene ce lane igen heen Saar akcip  ha  din ironies - 
! 

HAMILTON MANUFACTURING CORPORATION } 
Columbus, Indiana : 
! 

Gentlemen: 
Please send me the following FREE mots of special 
COSCO Mother's Day advertisements: ; 
1 

CJ SM-1 CJ SM-2 C) SM-3 

! 

! 

ee és : ———e ; 
Store — a aes 
| 

Address : 
| 

City State : 
i 

eee eeeeeeeeee eee see eee ooo oe eo oeeeeeooeeae J 
33 

















J 
é 
oN ; 
~ _ “Of course it fits... 


yy. _ 
Qi. was made fo fit 


P es 


The KEIL DUPLICATING MACHINE does a swell job 


When you make duplicate keys with 
KEIL duplicating machines and KEIL 
key blanks they are bound to fit, be- 
cause when you buy KEIL products 
you are getting the best with com- 
plete assurance of accuracy and 
performance. 


When volume does not justify a more 
expensive motorized unit, the KEIL 
No. 0. is the ideal duplicating ma- 
chine, cuts almost every type of cy]- 
inder key. KEIL now offers as op- 
tional equipment; spare cutters and 
guide for cutting flat keys. 











Ask your jobber for your copy of the latest KEIL 


——— Eo LE a 








KE YauPLiCATING MACHINES 


KEIL LOCK CO.-CHARLESTOWN,NEW HAMPSHIRE 
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Colorful display stops customers — makes ‘em buy! 
Measures only 10” x 10". Turns a little counter space 
into lots of cash. Display package holds 24 cards — 
four of the most popular wrench sizes on each card. 
ASK YOUR JOBBER FOR YOUR STOCK OF TOUCH 
‘N’' GRIP TOOLS TODAY. 


Suggested retail price 49¢ per card of four tools 

















= 


Place tool over end of Use it as you would a ASSEMBLY WORK ofall REPAIR JOBS can be HOUSEHOLD REPAIRS 
finger — pick up nut in wrench for all types of kinds goes faster with done fast without un- make a natural market 
hexagonal opening. assembly and repair Touch ‘N’ Grip tools. necessary disassembly for Touch ‘N’ Grip tools. 


ONLY [OUCH GRIP tools can grip hard-to-reach nuts and bolts this easy 











Here’s a counter item that really sells on sight. with a wrench. Repairmen, householders, assem- 
Customers just can’t resist buying the new Touch bly workers, hobbyists—in fact all your customers 
‘N’ Grip tool set, because anyone who does repair -— have had this trouble, too. They need the new 
or assembly work needs it. When you put your Touch ‘N’ Grip tool set, and they won't pass 

first carton on display, notice how your customers up a chance to buy it. It’s made right —it's 
say, “Why didn’t somebody think of that before?” priced right —it’s displayed right. for 
You know from your own experience how often _ really fast turnover. 
you strike a situation where you can’t reach a nut PAT. PENDING 


CONTACT YOUR JOBBER 


for a carton of Touch ‘N’ Grip tool sets right away. 
If he can’t supply you, write for information on this 
amazing, new fast seller to: F. E. Redfield, 31 Colonial 
Parkway, Dumont, New Jersey. 


35 
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Used and 
Endorsed 


Everywhere! 








LEADING 


OUTDOORSMEN / 





Everywhere! 





[ 





*Backed by strong national advertising and sales program with a 
complete assortment of dealer retail sales helps. Write for samples. 





The tremendous demand for famous Coleman 
Floodlight Lanterns blankets America! Everywhere 
there are several markets for these big, powerful, 
work-saving light makers. 

Outdoorsmen everywhere use and endorse them. 

Farmers say they can’t be beat for making all 
outdoor night jobs easier, faster, safer—whether their 
farms are electrified or not. 

Dairymen, poultrymen, businessmen, industrial 
workers, show people — everybody who works or 
plays outdoors at night—all need and buy Coleman 
Floodlight Lanterns! 


Three popular models: 


] 


Model 220D (shown 


above) quality-built, powerful, 2-mantle lantern for 
every outdoor night need. 

Model 228 D—Same as 220D, but with wide top 
to reflect light down. 

Model 242 C— Popular sportlight; only 12% in. 
high; weighs 3% lbs. 

Big selling features: Instant lighting—Make and 
burn their own gas from gasoline—Floodlight 100- 
ft. area.— Give 40 hours lighting service per gallon of 
fuel — Storm-proof — Safe. Coleman Reflector con- 
verts Models 220D and 242Cinto powerful spotlights. 





The Coleman Line is Your PROFIT LINE Because More 
People Buy Coleman Than Any Similar Line of Appliances 


Timely Products to Push for Profit Now—Order from Your Jobber 





HT } Hil Daylite Self-Heating Folding Camp Radiant 
” 7 "= Lamp Iron Stove Heater 
. Saves steps, Cooks like a Clean, odor- 


\} A favorite in 

- homes be- 

A yond the time one- I 

fos high lines. third. ries like a 
: } suitcase. 


sega THE COLEMAN COMPANY, inc., Wichita, Kansas 
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weighing eo greater 





HARDWARE AGE, APRIL 7, 1949 





" per- 


EASIER ad srordura” reinforce’ 















Besides 


flexibility, 
















Sprinkle your sales talk with hard-hitting facts about the 
extraordinary merits of hose that’s reinforced with Du Pont 
‘“‘Cordura’”’* rayonyarn. Mention thatit’s the same super-strong 
yarn that gives stamina to heavy-duty truck tires. Your cus- 
tomers appreciate such “inside information,” and it helps 
register sales. 

“Cordura” gives you a forceful, sales-inspiring message. So 
when you order hose of all types—garden, washing-machine, 
and industrial—make sure you specify Du Pont “Cordura” 
High Tenacity Rayon. Or send us a letter, and we'll promptly 
put you in touch with your nearest suppliers. Rayon Division, 
E. I. du Pont de Nemours & Co. (Inc.), Wilmington, Delaware. 


REG. U. S&S. PAT. OFF. 


DU PONT "CORDURA" 
HIGH TENACITY RAYON 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 


for RAYON... for NYLON... for FIBERS to come...look to DU PONT 
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L AWNSHAVER 


4. BIG REASONS 
WHY Yoie CAN SELL IT 


SH RSS © 





S ITSELF! 
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alking empty 
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do a complet 
effort than 


_— with 
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so goo 
a thing © 













ADVERTISED 
Our Dealer-Help ws ne 


icity — ar 
hood publict 
bor store—adds to 





4 i1’s PROFITABLE 


$125 and $139.50 





+43 riced at : 
Competitively & its high quality 
— the cos. workmanship, 18 bd 


ial and 2° 
sausil S complete simplicity 
se' s 


The SECRET is in the 
3rd Wheel Drive 





Dealer and, 
Jobber . 
Territories “Ss J 
Open 





Southern Metal Stamping Co. Inc 
New Orleans, La. 
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RING UP SOME NICE 
EXTRA fo 


PROFITS 


By Meeting the 
Demand for 

















| 


THE YEAR 
"ROUND 


Black Leaf 40 beats a tune on the f 
cash register every season of thef 
year. MILLIONS use it asa... 


SPRAY -DUST-DIP- 
DRENCH-REPELLENT 


Over 3000 publications carry the 
Black Leaf 40 story, and steady 
turnover is assisted by attractive 
dealer helps. : 


TOBACCO BY-PRODUCTS & 
CHEMICAL CORP. RicHMoND, vA 


“ 4953 


Sagi ; 
Black Aad 
LOOK FOR THE /Leaf” ON THE PACKAGE 


Right Now! Display 
WHITNEY SEEDS 











Window 





Tie-in with WHITNEY Advertising 


Practically everybody with lawns in your trade area has been 
pre-sold by WHITNEY advertising, reaching over 30,000,000 
readers, They've been told WHY WHITNEY Super-Refined and 
Germination-tested Seeds are better. 


Tie in with this big profit line. Write for price list; also 
the quality story and merchandising helps back of WHITNEY 
Seeds, 


WHITNEY SEED CO., INC. Buffalo 5, N.Y. 
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** 
SUPER-EQUIPPED 
FIVE STAR SUPERB MOTOBIKE (M5) 







AS AN ACTUAL statement of 
fact, this new “Superb” bicycle 
by Columbia literally has every- 
thing it takes to make it a great 
bicycle on the show-room floor, 
as well as on the road. 

Newly featured are the (1) 
Internal Expanding, Precision-Made Front Wheel Brake, (2)* New 
Columbia “Floating Action” Spring Fork, combining floating suspension 
spring with trailing action fork, and (3) New Larger Braced Handle- 
bars for extra strength and sleek motorcycle looks. In addition of 
course, the new Super Equipped 5-star Motobike has all the other 
best features built into Bicycles by Columbia: Therm-O-Matic Frame, 
Solid Front Hub, Protecto-Lock, Full Protection Chain Guard, Im- 
proved Crank Assembly, Streamlined Design with bright Duo-Tone 
Finish, and others. This new “Superb” bicycle is one more step in | 










Az 


AS 


keeping Columbia “America’s First Bicycle . . . Since 1877!” a] 
SZ 
6 ete. Sy 
THE WESTFIELD MANUFACTURING COMPANY 6 al 
“4 y A258. 
WESTFIELD, MASSACHUSETTS ot Ws 


\ Seog at # 


SINCE 1877... AMERICA’S FIRST BICYCLE 


Hand Brake Control 





uw 
© 
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pa P NY A 
Kail ay *, 


Dolly Madison 


WO Hanh TURNERS PLS 6 OF CAPacerY 


Simple 


month-t 
tinuing, 
taining 
This 
, 
f freeze! ata 
i . emphas 
makes 
of you 
“Therm 


and re 
sales. 

THE J. E. PORTER CORPORATION 

OTTAWA, ILLINOIS _— aie 

No.) a 

DOLLY MADISON displays. (Limit of 


EE 
Gentlemen: Please send me FR 
displays end 
2 of both types 


STORE NAME 


STORE ADDRESS 
ZONE ST ATE 
CITY 


— 


CORPORATION 


America’s Largest Manufacturers 
of Home Ice Cre : 
ieee oe samme te me Ice Cream Freezers YEARS OLD 


HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 
60 
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°° OF COURSE IT's ; 


ead BRAND : 





yt W 


“Thermos” advertising is not just 






You know this lovely chalice-type ice 

month-to-month advertising — but a con- ; 

tinving, long-range program for main- preserver could be nothing less than 
’ 

taining prestige and goodwill. “Thermos” brand . . . because it’s stately 


This advertisement is typical. It ap- silverplate in a nineteenth century wine- 


Base removable for informality 


. . , 
pears in a current issue of TIME. In cooler design ... because it’s vacuum- 


emphasizing the famous trade-mark, it : ; : , : 
at ‘ < insulated just like your vacuum bottle... because it keeps ice 
makes a lasting impression on the minds 


of your customers. In demonstrating unmelted, or keeps punch cold, for hours and hours. Look for 


“Thermos” leadership, it builds interest “Thermos” brand vacuum ware next time you shop. 


and respect, important for your future 
ee? @@®@e@¢s e+ 


‘ ci) THERMOS 


THE BEST-KNOWN BRAND OF VACUUM WARE 


THE AMERICAN THERMOS BOTTLE COMPANY e NORWICH, CONNECTICUT 


Thermos Bottle ( Ltd.. Toront Thermos Limited, London 
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‘‘Why do it the hard way? Get an Actionrod!”’ _— 


@ For better, easier casting, you need a rod with the 
right balance . . . the right feel . . . the right tip-action. 
You'll have it when you try Actionrod—the solid 








steel rod with live action. Years of experience in taper- 
ing and tempering give Actionrod perfect balance plus 
tip-action that’s responsive to your touch. It puts the 
plug out where you want it . . . easily, effortlessly. 

Ask for Actionrod at your favorite sports store— 
you'll have quality you can feel as well as see. 


ORCHARD INDUSTRIES, INC. © DETROIT 5, MICHIGAN 





Complete 
price 
range 


















Owner's Name 
On Handle 


Notched 
Blade Lock 





ACTIONGLAS— Orchard’s great new development in glass rods. 
Available in bait casting and fly rods. $25 to $35. 







“SOLID STEEL WITH LIVE ACTION” 













Actionrod's unusual 
advertising campaign 
featuring these top-notch 






cartoonists... 


@ Virgil Partch 






@ Richard Taylor 






@ Tom Henderson 


in these ten top-name national 
magazines... 
Holiday 
True 
Outdoor Life 
Hunting & Fishing 
Field & Stream 
Outdoors 
Sports Afield 


Outdoorsman 





Popular Mechanics 
Popular Science 


(circulation almost 8,000,000) 


will help you sell 
“The Easy Way!” 


For more sales ac- 
tion—sell the rod 
with live action... 


Actionrod 
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We aren't taking any chances of missing any of our friends in the 
Retail Hardware Trade on these two folders. They contain information 
on which many thousands of Hardware Retailers are making bigger 


100.00 watch and clock profits. If you didn't get this informative and special 
,000) . — 
offer material, send the coupon below to your Sentinel Distributor. The better the store 
If you don't know who he is, send the coupon to us and we will send 
8 at ence to the graper party. the surer you'll find Sentinels 
Sentinel Clocks and Watches are Fair Traded in states where 
applicable; give you a mighty liberal profit margin; are nationally You will see the above statement prominently dis- 
’ advertised in LIFE, SATURDAY EVENING POST and LOOK. played in our Spring national advertising. It calls 
We are on the job building business for you. Help us do it by attention to the smart retailers who handle top-notch 
sending the coupon. merchandise. More and more of them every day are 


selling Sentinels. How about YOU? 


Prices plus taxes, subject to change, 







slightly higher in Canada 


poco ooo nnn a 


THE E. INGRAHAM COMPANY 
Bristol, Connecticut 
In Canada—Toronto 14, Ontario 


To my Sentinel Distributor 





[_] Send me Sentinel Broadside 


[_] Send me information on $18.00 Profit Package 





Name 


Address 
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VALUE POLICY 
PILES UP 
SALES GAINS 
FOR 
DEALERS 


THOUSANDS SOLD 
AT $43.75 


Motor performance and features equal drills 
selling for as much as $58. 


Light, strong aluminum die cast frame. 
Jacobs 33-B Chuck. 
2-pole heavy duty switch. 


Toughest alloy steel helical cut gears for 
quiet, smooth operation. 


Perpetually Guaranteed. 


Cummins’ new plant and new high production 
equipment make it possible to build BETTER 
tools at BETTER prices! Order from your 
Jobber—get goin’ on Cummins’ quick turnover 
and customer satisfaction! . . . CUMMINS 
PORTABLE TOOLS, 4740 No. Ravenswood 
Ave., Chicago 40, Ill. 


Hoke Gout vobbet. 





Ey 





a @ a OF PRESENTLY 


OWNED SAFES 
ARE OBSOLETE! 


(They belong to the Horse-Car-Era) 





There is a Good Profit in the 
Safe Replacement Market! 


Safes built before 1917 or not 
carrying the Underwriters’ Label are 
totally obsolete. 4 of 10 businesses 
touched by fire never re-open! 


PROTECTALL SAFES 
For Modern Fire Protection 


There is a worthwhile profit in the Pro- 
tectall line. Your customers need the 
protection of a modern, fire-resistive 
safe. Protectall Safes carry the Under- 
writers’ Label (Tested and approved 
for fire up to 1700° for one hour.) 





Seven Suitable Sizes. 
Several Interior Arrange- 
ments. Three Color Finishes 

Economically Priced. 


Get the Protectall Story Today. Write 
~ || ~PROTECTALL MFG. CORP. 
938 S. Salina St., — New York 


























The CABINET of 1000 uses 


@ 10 Drawers 
All-Steel 













@ Homes 

e@ Garages 

@ Radio and 
Electrical 
Shops 

e@ Stores 

@ Factories 

Offices 


A sensational seller with a 
tremendous market! They're 
heavy gauge steel — electri- 
cally welded construction 
@ Brown with drawer pulls that have 
Hammerloid Finish <a omtegatae — oe 
Vv," wf « Cabinets embossed for stack- 

. oe prone Ss ing multiple units. Priced 
high x 10” deep sicht to sell — get your stock 


@ Adjustable 
drawer dividers 


@ Drawer depth 1%” at once. 
SEE YOUR JOBBER — WRITE FOR LITERATURE 


whiten ne BOX and CABINET CO. 


205 West Wacker Drive Chicago 6, Illinois 
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Foreign Shipping | 
is NO Problem 


IMMEDIATE DELIVERY 


BAMBOO RAKES|| Y‘ 





ee t Z aan) 





Except for Metal Fasteners, 
This Rake is Made Exclusively of Bamboo 





SPECIFICATIONS 











Overall Length ............. ..55” te $7” 
Length of Handle .............. 45°’ to 48" 
Diameter of Handle ....... EERE | ai 
Length of Tines ................... Bi 
a 
Length of Prongs .............. ee i 
—_ ee ee eee ERI 
When Handled By COSMOS Average Weight ............... 19 ounces 
Experience has taught us the importance of A two-nut adjustable “U” bolt fastens the ends of the 
departmentalized organization in the prepa- tines to the handle and a square-nut bolt fastens the end 
ration of all documentation. Each depart- : F ‘ae 
ment ls eapendiile ter thee eqecilty thes of the handle to a reinforcing bar that is wired to the tines. 
eliminating costly delays. This is just one of 100 are packed into a well-fastened bale protected by a 
the many operations attended by Cosmos for heavy, woven jute fiber. A bale weighs approximately 


their clients. 120 pounds 


Nearly half a century of service as world-wide 


Foreign Freight Forwarders and Customs If your own dealer does not have a stock of these “best- 






Brokers. buy bamboos,” write to us for the name of nearest jobber. 
“foreign Shipping Is NO Problem || A FEW JOBBER AREAS ARE STILL AVAILABLE 
b 
COSMOS SHIPPING COMPANY, INC. GENERAL EXPORT COMPANY 
8-10 Bridge Street, New York 4, N. Y. IMPORT DEPARTMENT 
Tel.: Whitehall 3-6182 Cable: SHIPCOSMOS 14 Sacramento Street bis Seiailias t eetted 








BRANCH OFFICES: Chicago @ New Orleans @ Baltimore @ Los Angeles 
Buenos Aires @ Rio de Janeiro @ Sao Paulo @ Montevideo @ Caracas | 








on the NEW GENERAL AUTOMATIC SELL | JAC KMANCE 





Lawn Mower Sharpener 


The “General” sharpens perfectly and any type or size lawr 
mower up to 24 inch blades. 





No experience is required to operate—just slip one wheel off of << 
the mower, clamp it in the ‘General’ automatic Sharpener and 4 a) tt 










start it going—sharpens perfectly—automatically. 

The principle employed in the General is the same as used to 
sharpen new mowers at the factory by practically 
all lawn mower manufacturers. The lawn mower 
blade is revolved against the cutting bar, and 
with the aid of special Keen Grit 
grinding compound, “laps in” the blade 
and bar so a perfect cutting surface 
is obtained. 


eo Ne” 


J 


| AND 
YOU SELL 
THE BEST 







Mechanical 
Construction 
ne i 4 

@ The ‘“‘general” is an unusually sturdy machine, built for i 
all-purpose sharpening, and will give years of satisfactory \ 





service. i ¢ Superior 
© The double reinforced fr-me eliminates vibration. 

© Large adjustable tool-steel chuck fits all size mowers— Products 
no auxili' ry purts to become lost or misplaced, Since 
© All bearings oversized—babbitted with large oil cups for 1876 


long lasting performance. 

@ Safety clutch allows you to engage or disengage the 
machine without stopping motor. 

@ Full quarter horse power finest quality electric motor. 
V-Belt positive drive. 























Write for prices and description of the Model LM-125 Lawn 


Mower Sharpener to | JACKSON MANUFACTURING CO. 


GENERAL HARDWARE COMPANY 
HARRISBURG » PENNSYLVANIA 


3618 W. Pierce St. Milwaukee 4, Wisconsin 
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YOUR CUSTOMERS CAN 














LAWN MOWERS 


High quality workmanship is apparent from every angle in 
smooth-running, easy-handling Johnston all-steel mowers — 
giving you a solid basis for a straight-from-the-shoulder 
selling story. Just let a prospect handle and examine a 
Johnston mower. He can’t help notice the excellent 
construction of this product. 


And the facts will back you up! There are Johnston 
mowers in use today that are over 25 years old 
— and are still giving owners the fine service 

for which Johnston mowers are noted. 


Ask your jobber for the full story on 
these fast moving mowers. 


LAWN PATROL POWER MOWER 
oe gran 2-cycle engine the 
Pa ee hed cots Se caleait toe It is 
a etalon Same soe one 

nes lightness of | si. ommend 





JOHNSTON LAWN MOWER CORPORATION - Ottumwa, lowa 
Subsidiary of JACOBSEN MANUFACTURING COMPANY, Racine, Wisconsin 
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iC Baked Fnamel! 





AELLING JOB FOR VOU! 
Nara ‘hitting aus ! 


PRE-SELLING ACAV/CAZ THIS SPRING! 


“LOCAL-NATIONAL” ADVERTISING . . . RUNNING IN YOUR OWN DAILY 
WSPAPERS AND SUNDAY SUPPLEMENTS... 
CHING PEOPLE IN YOUR OWN NEIGHBORHOOD 
INGING THEM TO YOUR STORE FOR KEM-TONE ¢ 
) VOGUE DEEP COLORS! 








DISPLAY! DISPLAY KEM-GLO AND KEM-TONE! MAKE MORE 


MONEY ON THE BIGGEST PROFIT BUILDERS IN THE PAINT FIELD! 


Acme White Lead & Color Works, Detroit - W. W. Lawrence & Co., Pittsburgh - The Lowe Brothers Co., Dayton 
Lucas & ia « The Martin-Senour Co., Chicago - Rogers Paint Products, inc., Detroit - The Sherwin-Williams Co., Cleveland 

















Hhmericas Ss fe gwde CHING 


YOUR 1949 GARDEN 





SPONSORED BY VIGORO* . End oPest- End oWeed 














@ Two contests are being run again this 
year the same as last with duplicate prizes. 
One will be for Garden Supply Dealers liv- 
ing in towns of over 50,000 population (ac- 
cording to the 1940 U. S. census) and the 
second contest for Dealers living in towns 
of less than 50,000 population. 


Everyone has an equal chance to win! 
Here’s the procedure! Build selling displays 
in your garden supply department featuring 


70 


IN ALL! | 


2 BIG contest 






YOU CAN WiN/ 





Vigoro, EndoPest and EndoWeed. Then 
send in a snapshot or a sketch with your 
entry blank. Get your entry blank from 
your Vigoro representative, your distribu- 
tor or write to us direct. Hints on how to 
build a prize winning display are available, 
too. In case of ties, duplicate prizes will be 
awarded. Contest closes June 1, 1949. Yours 
for greater sales and profits from America’s 
3 great gardening aids... Vigoro, EndoPest 
and EndoWeed. 
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The re ’s a host of comfort when 
you’re under an electric blanket. 
They’ re Bag. given to the two 


: ) A! il 
700 


The 1st prize winners in each con- 
test will receive immediate delivery 
of these stunning 4-door Deluxe 
model Chevrolets. You can be the 
proud owner of one! 

































A Parker 
is “America’s 
Most Wanted 
Pen.” Fifty deal- 
ers,in each population 
group will have them in 

their pockets after the con- 
st closes. 


LORD ELGIN 
WATCHES 


A Lord Elgin 
Watch is a prize 
you'll enjoy for 
a lifetime. Two 
garden supply 
dealers will win 
them as 2nd 
prizes. Why not 
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antest € {9st SWIFT & COMPANY 


Plant Food Division 





A PRODUCT OF SHIET 















QWOUA 10 SUIMOM FNL AG OFLNIS Td 


U. S. Yards Chicago 9, Ill. 


*VIGORO is the trade-mark for Swift & 
mene Company's complete, balanced plant food. 
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© A complete line 

© An attractive line 
© A recognized line 
© A profitable line 
© A quality line 

© A condensed line 


backed by 100 years’ ex- 
perience, 1849-1949: with 
700 Builders’ Hardware 
items. 





HOLOCK 


LANCAST a . ae 
















This die-cast resilient 


mount, with precision- 


sdtmatl el ol-Janlati-1a me melal 
aclokielaM alec) 4-1 mmateliel ss 
run so smooth, so quiet. 


HUSH! 


Yes—even under the toughest condi- 






tions of continuous operation, Hoover 






Motors run smooth, quiet and cool. 






Into each one goes the same engi- 






neered efficiency that has made the 













Hoover Cleaner world famous for 






forty years. 





‘National advertising and word-of- 






mouth praise is spreading the news: 
Hoover quality is now available in 





electric motors for home workshops, 





garages and farms. And your custom- 





ers will be asking for them. 








When they do, you’ll want to be 
able to serve them. So if you don’t 





already carry Hoover Motors, write 






us today for full details. 





HOOVER 
Wrenveyits 


Made in capacities of %4 to 1% H. P 
Product of Kingston-Conley Division, 





The Hoover Company, North Canton, Ohio 
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PUT THE POSTMAN 
TO WORK SELLING 


a ae | 


FOR fy ou : 


Tell your customers and prospective customers 
about Swan Garden Hose with colorful Swan 
postal cards and envelope stuffers. They def- 
initely build store traffic! 





Your Swan Merchandising Brochure explains 
and illustrates these hard-hitting direct mail 
pieces which carry your individual imprint. 
They deliver a powerful selling punch during 
the garden hose selling season. 

Get your mailing list ready, order your Swan 
direct mail today, then tell ’ em and sell ‘em 
Swan Garden Hose! 


THEYRE ARE VADER YOUR SWAN 
DIRECT MAIL THROUGH YOUR 
SWAN JOBBER 7724./ 





end Direct mail is an iceeiidin Q 
way to sell Swan Garden Hose. 


SWAN RUBBER COMPANY 


BUCYRUS, OHIO 
WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 
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Every smart hardware man knows 
that effective display is the very 
essence of successful retailing 
Now, Williams has applied this 
profit proven principle to the mer- 


chandising of wrenches. 

With these nine eye-appealing 
display boards you can set up a 
COMPLETE wrench department in 
a very small space. You not only 
“impulse” 


reap plus profits on 


$< H. WILLIAMS & €O. * 


with These Nine New WILLIAMS Wrency Display Boo 








sales, but double up purchases 
from the customer who comes in 
for one wrench and buys several. 

You may order the complete set 
or as many as you require for your 
trade. Boards remain in your store 
and you replace your depleted 
stock from your wholesaler. 

Call your Williams wholesaler 
for attractive discounts and de- 
scriptive literature. 





BUFFALO 7, N.Y. 
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ean build bigger 


a profits — 
cash in on a ready market for 
replacement V-belts for home, farm 
and most small industrial applica- 


tions — with Goodyear’s new, eye- 


and sales-catching SerVomatic 
V-Belt Merchandiser. 

IT SERVES — over 90% of all 
home appliances, farm machines 
and small industrial equipment. 


The SerVomatic keeps fractional 
horsepower V-belts right out where 
your customers can’t miss them — 
aconstant reminder to them to buy. 


GOODFYEAR 


Profits | 
With This New: 


SERVOMATIC 
V-Belt 
Merchandiser 








x, 
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and easily. 
can do it. 


IT SELLS — speeds your sales of 
V-belts! 
the famous Goodyear Automobile 
Fan Belts, 
equipment on many of America’s 
They the 
same low-stretch, long-life con- 
struction. And best of all, 
backed by the reputation and con- 
of “the 


And they're the twins of 


installed as original 


new cars. incorporate 


they're 


sumer acceptance greatest 


name in rubber.” 


IT SAVES — valuable floor space, 


because the SerVomatic is compact 


Selectorule —Simply 
slip old belt on the 
ruleand read off 
proper size-replace- 
ment belt — quickly 
Anyone 
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Complete Man- 
val lists specifi 
cations for 
replacement 
V-belts for all 
makes and 
models of 
home, farm and 
light industrial 
appliances 





— fits in anywhere, in aisles, next to 
counter or up front facing the door. 
because 


It cuts down sales time, 


many customers serve themselves. 
This handy rack makes inventory 
easier, too. And with it comes an 
array of selling aids that will help 
the SerVomatic to best 


advantage. 


you use 


For full details on this salesmaker, 
see your nearest Goodyear Indus- 
trial Rubber Products Distributor. 


Or write Goodyear, Akron 16, Ohio. 


Ser Vomatic, rule — T.M.'s 
The Goodyeur Tire & Kubber Company 





THE GREATEST NAME IN RUBBER 
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The new Lux 








12 Best Selling Clocks 


with an 





The Lux 12 clock Prorit PACKAGE has an assort- 
ment of spring wound alarms for everybody .. . 
at prices they can afford to pay ($1.95 to $3.89). 
This selection of best sellers keeps your inventory 
down and your profits up. 

PROFIT PACKAGE (packed in convenient reshipping 
carton with display) includes two each No. 210 
Page, No. 169 Claridge, No. 235 Harvester, No. 224 
Chilton; one each No. 225 Chilton (luminuous), 
No. 240 Symphony, No. 250 Slumber Minder 
(Ivory) and No. 250 Slumber Minder (Gunmetal). 
Retail Value of $33.66* gives you a good profit. 
Order today from your jobber or write direct. 


“East of the Rockies 





The LUX Clock Manufacturing Co. 


WATERBURY © CONNECTICUT 
1107 BROADWAY e NEW YORK, WY. 








FIRST IN QUALITY AND 
FOREMOST IN SALES! 


STOVE 
PADS 





BRIGHT METAL 





NU-TOP Bright Metal stove 


This high-quality, low-priced, 
pads are plated with the fin- 


lithographed pad is a sure 





vy bet to please value-conscious est pre-war quality tin-plate 
Z h i T parkling —never any substitutes. Their 
ZY red on white pattern is bright, modern, embossed design on- 

hances the appearance of 


7 cheerful and universal in ap- 


peal. Available in a variety 
of sizes. 

The NU-TOP complete line includes stainless steel and 
stove pads. 


stove and table tops. Avail- 
able in six popular sizes. 


chromium plated 


THE METALOID COMPANY 
Creators of The Dual Dispenser 
Y, 5815 KINSMAN RD. CLEVELAND 4, OHIO, U.S. A. 
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MEAS-U-RITE D is rit a3 r 
(TRADE MARK) 


Featured by 
@ Lewis & Conger 
@ Jordan Marsh Co. 
@ Stern’s, New York 
@ John Wanamaker, N. Y. 


For More Profit! 


The MEAS-U-RITE has a durable 
meter that never gets out of order. 
Accurately measures ground or 
powdered coffee, prevents waste; 
assures same correct strength every 
time. Air-tight, keeps coffee fresh 
to last tablespoon. In chrome and 
white enamel 
finish. 





Can Be Used 
As A Canister 


National Sales 
SMITH-BENNY SALES CO. 


11 West 42nd Street 
New York 18, N. Y. 


MEL-G AUG EY, pany 


FOXON ROAD @ EAST HAVEN 





CONNECTICUT e U.S.A. 





HARDWARE AGE, APRIL 7, 1949 








HARDY 


HT METAL 


0’ 


fee 


: 3 
Pa 


, 7, 1949 


Top deal of the year! 
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Opening for mounting 
on rack in kitchen. 


Powerful Red . a New 3013X Display Assortment 


ond Ivory color 
——e Includes attractively designed display fixture 
ais Septal te and one dozen each of 16 most popular 


metal—handles will . kitchen tools and strainers. 
not come loose. 


Brilliant new red and ivory plastic handles 
are acid and alkali resistant, odorless and 
Polished to an extremely ‘ " 
high shiny luster—stays tasteless, will not chip, warp or fade. Molded 
aowtoching Ser yours. to fit the hand, attract the eye. 
Sturdy steel metal parts of modern func- 
tional design — heavy nickel finish, sanitary, 
easy to clean, long lasting. 


OR WRITE, WIRE OR PHONE 
¢ HIM FOR COMPLETE DETAILS 





WASHBURN COMPANY AN DROCK 
WORCESTER, MASS. ROCKFORD, HL. 
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OF Lamps sell on sight! 


~ 





When people see ’em— 





because G-E Lamps sell on sight! 
78 








$6 A WEEK PROFIT 
FROM A 
FOOT OF SPACE 


The Miller Marquardt Hardware, 
Toledo, Ohio, used to sell an average 
of $3.00 worth of 60-watt G-E lamps 
a week, plus about $12.00 in other 
size G-E lamps. 

When 60-watt G-E 4-Lamp Packages 
were displayed in front of the cash 
register as shown in the photo, the 
sales rate for 60-watt G-E lamps in- 
creased more than 500%. The one- 
foot space paid a six-dollar a week 
gross profit. Sales of other size G-E 
lamps in their regular shelf positions 
showed an increase, too. 

“The new G-E 4-Lamp Package is 
one of the fastest selling, most profit- 
able items we can display on our 
counters,” says Virgil Miller, Manag- 
er of the store. 











It pays to handle... 


eee MORE THAN EVER IN THE 
NEW G-E 4-LAMP PACKAGE! 


GENERAL ELECTRIC lamps are preferred by more people than any 
other make of light bulb. And the new 4-Lamp Package makes 
the most of that overwhelming preference! It stacks up ine 
tifully in mass displays. It’s bright, colorful, says ““G-E lamps” 
so big and bold that customers can’t miss it! Keep the él 
Package on mass display in your store. It sells four lamps and 
sells on sight—it pays you to display it right! 


G-E LAMPS 


GENERAL @@ ELECTRIC 
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tnformal Editorial Comments 


“Poor Quality Despite the Higher Prices 
On Too Many Hardware Lines,’ 


NDER the above heading we 
have been publishing a 
spirited and, we believe, in- 

teresting discussion containing 
quotations from some of the many 
letters we have received from read- 
ers. None of these readers to date 
have contradicted the charges 
made by Marc G. Phillips, whose 
first comments appeared in the 
Feb. 10, 1949, issue of Harp- 
WARE AGE on page 109 and were 
followed by additional comments 
from Mr. Phillips in the Feb. 24, 
1949, issue on page 89, and again 
in the March 10 issue on page 149. 

Since then more letters have ar- 
rived. All are in the same vein and 
are based on actual experiences. 
For example, Joseph Yates, Joseph 
Yates Hardware Co., Charlotte, 
Mich., has this to say: 

“I am very much of the same 
mind as Mr. Phillips whose let- 
ter you quoted in Feb. 10 Harp- 
wakRE AcE. The quality of manu- 
facturing has fallen to the lowest 
ebb in my business experience. 

“Example—of three very well 
known food mixers we have sold 
in the past six months. one was 
returned because the beaters 
clattered together. It had to be 
sent back to the factory. We 
had three equally well-known 
fan-type electric heaters. Two 
were OK but when we demon- 
strated the third heater, the fan 
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Says Dealer 


would not turn due to some 
faulty connection. We lost the 
sale and had to return it to the 
factory at our expense. A cus- 
tomer wanted a top line electric 
iron—we had one in stock. It 
was returned to us as the buyer 
stated it failed to operate as she 
was doing her second ironing. 
“We bought a sump pump for 
stock. When it was received we 
plugged it in and it blew out a 
fuse. After blowing a second 
fuse we tore the thing down and 
found that the motor armature 
(a top line motor) would not 
turn. It took over four hours of 
skillful work in our shop to get 
the armature to revolve freely. 
We tested it on the floor and 
everything seemed OK. A cou- 
ple of weeks later a prospect was 
ready to buy. He asked to see 
the pump operate in water. We 
ran the sink full of water and set 
the pump in the sink—switched 
on the electricity and fire shot 
out of the switch—away went 
the fuse. Two more fuses fol- 
lowed. Fortunately this cus- 
tomer was good-natured——he 
said, “You go ahead and find out 
what is wrong. I will come back 
tomorrow’—one customer in a 
thousand! We set the pump on 
the dry floor and it started. We 
could not feel any current leak- 
ing. However, attaching a wire 


to a water pipe and the other 
end to a telltale, showed current 
leakage. We took out the switch 
—found it defective—put in a 
new one—set the pump in the 
water—all was ‘jake.’ Our cus- 
tomer came next day. We dem- 
onstrated—he was satisfied, paid 
for the pump and took it away. 
The repair man and I spent over 
five hours’ time on this pump, 
cost four fuses, and a switch— 
but we did make a sale. 

“At the start of small game 
season we had a 12-gage, well- 
known single barreled shotgun. 
Sold it to a lad. First afternoon 
of game season he brought it 
back—said it missed fire. We 
tested it and it did miss. Firing 
pin was way off center. | loaned 
the lad a 16-gage, same make 
gun of my own. Packed up the 
defective gun and sent it to the 
factory. Nearly four weeks 
later it came back. I was about 
to send the boy a card that his 
gun was here—then thought best 
to try it out. Put in a shell. 
pulled trigger——got a snap, that’s 
all. Sent gun back again. Just 
before Christmas it came back, 
everything new but barrel, stock 
and fore end. OK now. Boy has 
it, happy. These are just a few 
of the things a hardware man 
puts up with. We have a first 
class mechanic and repair shop. 


Sl 




















We have to rebuild numerous 
items before offering them for 
sale. These instances show the 
depths of careless sloppy super- 
vision into which our so-called 
top manufacturers have fallen.” 
In each instance, Mr. Yates 
named brands, all of them usually 
considered top-notch and leaders. 


1 have omitted these identifying 
names and referred to them as 
“very well known,” “top notch,” 
etc., as a matter of fairness as 
there may be many other equally 
well accepted brands of goods in 
the same condition—not men- 
tioned because some dealers are 
inarticulate. 


oO @ 


Frankly, when Mr. Phillips wrote 
his first letter, I thought that per- 
haps he had just bumped into 
some hard luck in his store. Now, 
I am beginning to think that this 
entire problem is far more serious 
than most producers realize and is 
definitely something that should be 
investigated and corrected. 


What Are Hardware Dealers Going to Do 
About the Power Lawn Mower Business? 


EVERAL weeks ago, on these 

pages, I discussed the power 
lawn mower situation and the 
somewhat parallel power tool op- 
portunities available for alert re- 
tail hardware merchants. A con- 
siderable number of readers have 
responded to these comments and, 
while none dispute the intended 
spur to greater attention to these 
lines, I can’t say that many show 
sufficient appreciation of the profit 
and volume possibilities inherent 
in such merchandise. Maybe they 
are keeping still as is often the 
case. 

A long time good friend of 
mine, Ken C. Ring, in the adver- 
tising business with a _ leading 
power lawn mower manufacturer 
as a client, writes a very interest- 
ing letter based on his own first 
hand experiences. He says, in part: 

“Your remarks about the 
power lawn mower business in 
connection with the hardware 
trade are very pertinent. (See 
HarpwarE AGE, Jan. 27, page 
67). It is quite evident that 
manufacturers who depend on 
volume, in order to turn out 
quality products at a popular 
price, must have merchandising 
co-operation from the trade if 
they are going to maintain this 
volume. 

“You were quite right in 
pointing out that the major ap- 
pliance field was primarily a 
hardware operation until the 
large manufacturers, who de- 
pend on volume, gave up due to 
the lack of co-operation from the 
hardware trade. I have pointed 
this out many times at meetings 
with jobbers in connection with 
power lawn mowers. As you 
know, one of our clients has set 
up the most complete merchan- 
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dising program ever attempted 
by a power lawn mower manu- 
facturer. They have ample evi- 
dence to prove that those few 
hardware merchants who have 
put the program to work are 
doing a tremendous job. I am 
speaking now primarily of the 
jobbers. 

“In the case of power lawn 
mowers, we have a high unit of 
sale in the item, a substantial 
profit margin and a vast unde- 
veloped market that is very dif- 
ficult to define. 

“You rightly pointed out that 
the market must be terrific to 
warrant the intense effort being 
directed towards it by the mail 
order companies. When one of 
the two largest devotes the back 
cover of its spring catalog to 
power lawn mowers, you have 
a pretty good clue. It is the type 
of work that several producers 
have been promoting—that is 
developing consumer interest in 
this product. It has market po- 
tentials so great that if the hard- 
ware industry is alert, it can 


profit immensely. Please excuse 
the generality. To be specific, | 
have reason to believe the mar- 
ket is less than 10 per cent 
saturated at the present moment, 
on the basis of our recent field 
research. I might add that the 
additional profits to come from 
related selling, in connection 
with power lawn mowers on 
such items as lawn seed. fertil- 
izer, hose, sweepers, spraying 
equipment, etc., can multiply 
the profits from this type of 
promotion many times over. Cur- 
rently, much of this business is 
going to specialized garden 
shops or seed stores. 

“Please excuse the length of 
this letter but you have touched 
on something that is very close 
to my heart. As you know, I 
am for the hardware trade but 
first of all I am for volume sales 
for my client. With these two 
thoughts in mind, I express a 
very sincere wish that you keep 
up the good work in emphasiz- 
ing the opportunity to your 
readers.” 


08 @ 8 


How President Truman Splits a Dollar— 


Where It Comes 


ERE’S where President Tru- 

man expects each dollar of 
budget revenue to come from and 
go during the 12 months begin- 
ning July 1: 
Income Cents 
Direct taxes on individuals 43 
Direct taxes on corporations 28 


Excise (sales) taxes 19 
Customs duties and other taxes 8 
New taxes 2 

T otal $1.00 


From and Goes 





Outgo Cents 
National defense 34, 
International affairs and aid 16 
Veterans’ benefits 13 
Interest on debt 13 
Social security and health 6 
Natural resources 5 
All other 13 

Total $1.00 


—The Chicago Tribune 
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No. 373 
EXTRUDED BRASS 
114 Inch Size — Five 
Pin Tumbler Cylinder 
Natural satin finish with two nickel silver 
keys. Can be master keyed or keyed alike. 


A perfect general purpose padlock . . . at 
the right price! 





You, too, can be the life of thle ! 


i 


é 


i 


ILCO offers you no mail order courses on how to be a social lion . . . or 
how to play the piano by ear. But ILCO does make padlocks that sell like 
h 


than ever before. Quick turnover is the answer . . . quick turnover because 





* so you can join the gang on Saturday nights, your pockets fuller 


ILCO has been making better padlocks for so long, folks see ’em . . . recog- 
nize em... buy ’em. They know ILCO stands for security . . . and quality! 
You'll find out ILCO means SALES! 


*Hotcakes! 


I1LOCO PADLOCKS 


gt ANChes ‘ny 





a 
@ we 
‘Neipat ci 


INDEPENDENT LOCK COMPANY >: FITCHBURG, MASSACHUSETTS 
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“T 
HE Beefsteak and Butter Country” 


those eight states of Illinois, Indiana, lowa, Wis- 
consin, Minnesota, Nebraska and the Dakotas, 
illustrate in the buying survey appearing on these 
pages that farm buying needs and intentions have’ 
not dried up. This should be heartening to hardware 
dealers who, because of the very nature of the mer- 
chandise desired by farmers, are strategically situated 
for attracting the bulk of that trade to their stores. 


Additional Favorable Factors 


Additional favorable factors are the maintenance 
of high level farm income and the possibility that the 
recent amendment of credit control may pry loose 
the consumers’ dammed-up dollars. The eight states 
covered by this survey and published in HARDWARE 
\ce with the special permission of the Mid-West 
Farm Papers, Inc., account for 20 per cent of the 
farms in the country; 40 per cent of all harvested 
acres; over 7] per cent of all Grade “A” farmland; 
one-third of the total national farm income. The 
survey was made by farm papers associated in The 
Mid-West Farm Paper Unit: the Prairie Farmer, 
Chicago: Nebraska Farmer. Lincoln. Neb.: The 


84 


at Mid-West Farmers 





Farmer, St. Paul, Minn.; Wallace’s Farmer & lowa 
Homestead, Des Moines, lowa; Wisconsin Agricul- 
turist & Farmer, Racine, Wis. 


Mr. Farmer's Needs 


Topping the list of buying needs and intentions is 
Mr. Farmer’s interest in repainting farm buildings: 
installing electric lighting in farm buildings; using 
running water in farm buildings; having pressure 
water systems; crop sprayers; electric motors; powel 
and hand lawn mowers; power tools; fencing and 
gates. 

Mrs. Farmer is equally ambitious to get on the way 
with “Operation Modernization.” Topping her list is 
the remodeling and repair of the home; adding mod 
ern kitchens and bathrooms; painting the exterior 
and interior of her home; insulating it thoroughly; 
installing screens, storm windows, electric wiring and 
running water; having such conveniences as washing 
machines, electric refrigerators, home freezers, elec- 
tric ranges, kitchen cabinets and sink, small appli 
ances, electric radios, and the most modern and 
useful housewares. 

There are few items in the entire list that the aver 
age hardware store can’t supply but how much of 
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Plan to Buy This Year 


Targets for hardware dealers to train their selling sights on 
are the buying intentions of farmers in the eight Mid-West 
states covered by this buying survey. Their intentions to 
buy for house and field practically blanket a hardware 
store's entire stock—whether in town or country—and should 
inspire a concentrated promotional effort to capture that 

potential 1949 volume. 


this traffic goes through hardware stores is obviously 
dependent on how well sales programs are planned. 
Merchandise pipe lines are in most lines filling up 
rapidly and that is broadening and intensifying the 


Oo 


Illinois - Indiana 
(All figures are percentages of replies) 


3,000 farm families queried; 306 replies. Based on a proportionate 
sample, to estimate state-wide potential for any item, multiply 
the percentage figure by the total farms in the state. The 1945 
census gave IIlinois 204,239 farms and Indiana 175,970 farms. 


Poultry 
House 
Materials and Dairy Hog Milk (By the 
Equipment for Barn House House Ladies) 
Planning new bldg..... 4.9% ps 9.1% ee 
Ready built ........ pins 6% ... 3.2% 
Build yourself ...... me 23.5 Ede 20.1 
Repair: 
Sa een ee 23 13 8.9 
a. re 10.4 3 4.5 
eee 13. re 2.2 5.8 
MEBs sciscewa veins ea si — 5.8 
Repaint soon ......... 23.2 11.1 7.1 13.1 
Ventilating system .... 4.0 4.2 22 4.5 
ee 2.0 2.0 29 2.2 
Electric lighting ...... 13.0 6.5 6.8 18.8 
ee ee 75 
ne 11.7 
IONE DOME: 06 ossss000 1.6 
Feed carrier ......... 1.6 
Milking machine ..... 7.5 ee nie 
Milk can hoist........ —_— eae 1.6 
Litter carrier ......... 3.9 ee 
IE krctuaadeanse 4.5 ee 4.5 4.2 
Running water ....... 9.8 10.1 8.1 11.8 
Drinking cups ........ 8.1 oa ‘ ee 
NE. hacucawsvaie fic 6.2 ‘ iss 
Feeding equipment ... ... 9.1 ea 9.9 
CE ss55045seesr pie 1.0 — cae 
MOE cs ccpuencwanes ee cou asd 12.5 
Electric pig brooder... ... 12.7 wiser 
Water heater: 
RA ene Os 13 
ae Se ae 1.3 
_ a eee 1.3 
ae rere sobs ies pes 
Mech. milk cooler..... _ sans 5.5 eo 
Window material—glass_... _ ns 16.9 
Other than glass.... ... vies beste 422 
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competition for sales. Considering one’s own trading 
area in terms of the survey that follows should pro- 
vide a realistic basis for channeling farm trade and 
dollars through the hardware dealer’s door. 


0 


Wisconsin 


(All figures are percentages of replies) 


1,500 farm families queried; 228 replies. Based on a proportionate 
sample, to estimate the state-wide potential for any item, multiply 
the percentage figure by the total farms in the state. The 1945 


census gave Wisconsin 177,745 farms. 


Materials and 

Equipment for 
Planning new bldg..... 

Ready built ........ 

Build yourself ...... 
Repair: 


re 


IS ssid oreieeniiia 
Repaint soon ......... 
Ventilating system .... 
ae 
Electric lighting ...... 
SS Ore 
re 
Se ae 
Feed carrier ...:....+ 
Milking machine ..... 
Milk can hoist........ 
Litter carrier ........ 
NE gp icicwseweissioe 
Running water ....... 
Drinking cups ........ 
oe. Rene 
Feeding equipment ... 
a eee 
ME is ce Gee de daienee 
Electric pig brooder... 
Water heater: 

OS ee 


Mech. milk cooler..... 
Window material—glass 
Other than glass.... 


Dairy 
Barn 


8.0% 


Hog 
House 


9.3% 


Poultry 

House 

Milk (By the 
House Ladies) 
33.3% 


12.3 
9 5.3 
4.0 7.5 
5.3 53 
5.3 
10.7 12.3 
8.0 8.8 
15.6 8.3 
17 12.3 
4.9 
15.6 6.1 
19.6 13.2 
92 
11.0 
19.6 
1.3 
9 
13.3 ai 
12.7 
=9 
2 

















Minnesota 


(All figures are percentages of replies) 


1,500 farm families queried; 210 replies. Based on a proportionate 
sample, to estimate the state-wide potential for any item, multiply 
the percentage figure by the total farms in the state. The 1945 


census gave Minnesota 189,000 farms. 


Materials and 

Equipment for 
Planning new bldg..... 

Ready built ........ 

Build yourself ...... 
Repair: 

MU. ccwhanlsakoseeer 


BOE cucieecasweiesats 

UID Gas: aveieo-a cereus 
Repaint soon ......... 
Ventilating system .... 
ee 
Electric lighting ...... 
Ee ee ere 


re 
Feed carrier ......... 
Milking machine ..... 
Milk can hoist........ 
Litter carrier ......... 
MIN ais 6's os '0la6icidces 
Running water ....... 
Drinking cups ........ 
oo 
Feeding equipment ... 
ee 
BENS 5 oo peed 
Electric pig brooder... 
Water heater: 

Elec. 


Window material—glass 
Other than glass.... 


Dairy 
Barn 


8.7% 


Poultry 
House 
Hog Milk (By the 
House House Ladies) 
19.4% 
1.5% ae saa 
nz ae 11.8% 
1.0 3.4 
ae 7.4 
4.4 5.4 
7 cis 7.4 
8.3 9.7 14.3 
2.4 3.9 14.3 
3.4 6.3 7.9 


7.3 12.6 15.8 


4.4 
coe 5.8 2.0 
8.3 15.0 13.3 
5.8 
5.8 9.4 
15 see 
‘. 13.8 
6.8 
12.6 
2 
1.0 
9.2 ae 
12.8 
8.9 
i 


lowa 


(All figures are percentages of replies) 


1,500 farm families queried; 246 replies. Based ona proportionate 
sample, to estimate the state-wide potential for any item, multiply 
the percentage figure by the total farms in the state. The 1945 


census gave lowa 208,934 farms. 


Materials and 

Equipment for 
Planning new bldg.... 

Ready built ........ 

Build yourself ...... 
Repair: 

ME kctcnkisedeces 


ee oe 
Repaint soon ......... 
Ventilating system .... 
Insulation ........... 
Electric lighting ...... 
My oad ph cea corana css 
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Dairy 
Barn 


6.1% 


Poultry 

House 

Hog Milk (By the 

House House Ladies) 
a 8.5% ee 

2.4% iis 8.6% 
10.2 4 
j 4 5.3 
1.2 2.0 
8 4.1 
ee bes 4.1 
22.8 6.1 17.6 
4 2.4 6.5 
4 4.9 3.7 

4.1 


6.1 10.6 


Materials and 

Equipment for 
WUE OE ise esacscen 
Feed carrier ......... 
Milking machine ..... 
Milk can hoist........ 
Litter carrier .....+2 
ee 
Running water ....... 
Drinking cups ........ 
a, ne ree 
Feeding equipment ... 
CE. consis wiiwsieoaus 
ME ncacarameracs 
Electric pig brooder... 
Water heater: 

Bs: Giaictou warad sees 


SD Saditsacvan pares 
Mech. milk cooler..... 
Window material—glass 

Other than glass.... 


Dairy 
Barn 
8 
12 
6.9 
4.1 
1.6 
11.0 
tt 


Oo 0 


Hog 
House 


2.4 


4.1 


ee 


of | 


Oo 


The Dakotas 


(All figures are percentages of replies) 


Milk 


House 


41 
73 


8.9 
8 


Poultry 
House 
(By the 
Ladies) 


2.0 
11.8 


10.6 
9.0 


1,500 farm families queried; 210 replies. Based on a proportionate 
sample, to estimate the state-wide potential for any item, multiply 
the percentage figure by the total farms in the state. The 1945 
census gave the Dakotas 138,000 farms. 


Materials and 

Equipment for 
Planning new bldg..... 

Reaay bait ........ 

Build yourself ...... 
Repair: 


OO EE PE eee eee 


Repaint soon ........- 
Ventilating System 
a 
Electric lighting ...... 
NN ec cigicinéa asi: e6eie 
Stanchions .........-- 
UNE NE sass 0000568 
Feed carrier ......... 
Milking machine ..... 
Milk can hoist........ 
Litter carrier ........ 
Ne re 
Running water ....... 
Drinking cups ....... 
WOE, vieevcncsewee 
Feeding equipment ... 
CE: Sedecnpescsses 
I sg foicieriatoseratesincte oc 
Electric pig brooder... 
Water heater: 


INES) cists ek echovlc cranes 
NE Ge caceeras caida pees 
REE ee 
ESSE eee 
Mech. milk cooler..... 
Window material—glass 
Other than glass.... 


Dairy 
Barn 


6.7% 


w 


Hog 


House 


24% 
12.9 


18.2 
2.9 
1.0 

15.8 


8.1 
8.1 
8.6 


Milk 
House 
12.4% 


1.9 
3.3 
2.9 
8.6 
99 


96 


wots 


w 
wu 


Poultry 

House 
(By the 
Ladies) 


1.9% 
14.4 


— 


eo) 


SAIN SEH 
NIwne-) 06 w 


awn 
Oo co 


15.9 
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Poultry 
Poult 
Howe Nebraska — 
e ‘ ’ . 
Odi : (All figures are percentages of replies Materials and Dairy Hog Milk (By the 
seated “ Equipment for Barn House House Ladies) 
1,500 farm families queried; 260 replies. Based on a proportionate Steel pens ......... 1.6 
somple, to estimate the state-wide potential for any item, multiply Feed “Sqasaaenaene 16 
the percentage figure by the total farms in the state. The 1945 Ase a-say) naga a0 
census gave Nebraska 111,756 farms. a — Male os seal te 
Milk can hoist........ sk shies 6 
20 yr oa Litter CALTICL .... 200.00 2.0 ee pat — 
¥ r ouse EE Oe eT Te 2.0 is 3.5 4.6 
11.8 Materials and Dairy Hog Milk (By the ~<a re ae 12.1 8.2 1 13.5 
Equipment for Barn House House Ladies) es WHEE + ++04e on — = i 
m0) Planning new bldg..... 63% ... 1.0%  ... Drinking cups ........ = bas 
7.3 Ready built ........ ‘ag +. ee 3.5% ¥ are aeswene eee aa 06 
aM Build yourself ...... oe 12.5 snide 12.3 Feeding equipment ... saa a 
713 Repair: e [AE sexecuvaweeas er 4 — ae 
ae 13.7 ky. 31 13.5 DEG Ge cnusseees anaes aie casa ae 14.6 
co eT nee 8.2 — 23 5.4 Electric pig brooder...  ... 11.3 ; 
ore 9.4 bins 2.0 9.6 Water heater: 
ON eee noe = sas 77 ee ein eka $3 
Repaint soon ......... 27.3 18.0 7.8 18.8 Gas wee eeee ee ee ees 4 
Ventilating system .... 3.1 3.5 20 92 A esdcsed assume 8 
i, & PMINIO, oo sos caeoce 1.6 3.9 1.6 6.9 Eee ere 4 
10.6 Electric lighting ...... 16.0 14.1 6.6 18.5 Mech. milk cooler..... 3.5 _ 
9.0 ee ar ae 3.9 — — wae Window material—glass_... ee net 16.2 
Stanchions ........... 11.7 pies ra jute Other than glass....  ... eee eee 10.4 
Go ob 
Other Buildings 
IHlinois- 
, Indiana Wisconsin Minnesota lowa Dakotas Nebr. 
Planning to Build a New: 
— Machinery shed .................. 25.8% 25.3% 23.3% 22.8% 28.2% 26.2% 

ortionate C F ‘ - ; a 9 

ee a crib ........ 26.8 12.0 20.4 16.3 15.8 18.4 

the 1945 aa er grain storage bldg. 6.2 7.6 8.3 6.5 11.5 9.8 

evened . eee 49 13.8 10.2 4.9 5.7 1.6 

sai Brooder house ......... ofa ata . 14.7 6.2 $3 p Be 4.8 9.4 

+ P 

sa Equipment for brooder house: 

[By the Poultry water warmer: 

Ladies) Electric .. , eee ' 12.1 8.0 ¥ 15.4 11.5 14.5 
ime Gas ...... sekgacoiaien 1.6 5 8 
1.9% I ditaed.dnidcsndaistonten devs 2.6 A 1.9 3.7 3.3 2.0 

Brooder: 
6.3 Electric ................ = 14.7 7.1 3.9 10.2 8.6 7.8 
48 ere rrr 8 1.4 1.6 
8.7 ee a Sh 3.6 1.3 2.9 3.3 3.8 4.3 
ee Coal ee 1.0 _ ve es ess 1.6 
17.8 
8.7 oo 
5.8 
15.9 ° 
General Equipment 
Which Are You Considering? Illinois- 
Indiana Wisconsin Minnesota lowa Dakotas . Nebr. 
Pressure water system.............. 20.3% 21.8% 28.6% 23.2% 32.1% 27.3% 
ee i 1.3 5.7 7.0 
Pump jack “ 4.2 5.3 5.3 5.3 10.0 5.1 
a Stock tank ....... ; 75 10.2 7.3 6.1 12.0 7.0 
1.9 Stock tank heater: 
712 Electric ......... ery cipethidtennies 8.2 3.1 5.8 6.5 9.6 6.6 
Gas .... seat ccars scapes Aiataleh ae Potact ; Pf A 8 14 a 
sa ee LettustalictRaemibalésptiolice 4.2 L8 5 4.1 4.3 6.6 
12.0 io” ‘ ea , : a 4 1.2 1.0 1.6 
an Livestock sprayer: 
13.5 Power take-off .......... tad deggie 1.0 4 5 2.8 8.1 4.3 
Separate power unit............... ' Re 9 15 8 3.3 3.1 
Crop sprayer: 
NN ciic sa vidas omoaueninsdee eins 7.8 8.9 10.2 18.7 17.7 13.3 
Separate power unit ; 1.6 9 3.4 2.8 6.2 1.2 
Paint Sprayer: 
Power take-off ................. bie 2.0 1.3 1.0 4.5 4.8 3.1 
Separate power unit............. saci 2.3 2.0 1.0 8 2.9 4.3 
mee Electric Motors: 
15.9 1 hp. or above.......... — 4.2 8.0 6.3 10.6 7.7 5.5 
9.6 PE IS woiciiccnvnaesnwanades , 5.9 3.4 13.1 8.1 14.8 9.8 
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Which Are You Considering? Illinois- 
Indiana Wisconsin Minnesota lowa Dakotas Nebr. 
Farm welder: 
Electric 7.8 5.8 4.4 as 16.7 14.5 
ep eee poe ee A Pate ie B 9 15 1.6 6.2 2.3 
Electric drills os 9.5 10.2 19.4 13.0 19.1 16.8 
} Electric saw 4.9 4.9 5.8 hy 6.2 4.3 
Portable power saw 2.9 6.2 3.9 2.4 4.3 24 
Power grinder ... 4.6 5.3 3.9 33 10.5 7.0 
Metalworking lathe !' a 1.8 15 3.3 1.4 y a f 
Flashlights 9.8 19.6 10.7 12.2 14.8 8.6 
Flashlight batteries 16.3 29.3 HS 25.6 20.6 19.1 
| Air compressor 5.6 1.4 10.7 8.9 15.3 7.8 
Cream separator 1.6 22 4.9 6.1 10.5 7.8 
Lawn Mower: 
Hand 6.2 8.0 6.8 5.7 ® 3.8 3.5 
Power 15.7 11.6 11.2 15.4 11.0 10.9 
Fencing and gates 34.0 26.7 19.4 35.8 28.2 23.0 
Electric fence aes 7.8 10.2 8.7 4.1 6.7 4.7 
Garden tractor ie ye: ae | 3.4 2.0 We 31 
Auto tires Paine eat 17.0 24.4 16.5 20.7 17.2 17.2 
Truck tires Pee erro 4.6 8.4 3.9 3.3 12.0 a 
Batteries, auto a iienb ees nret aeta ne 11.4 17.8 12.1 17.9 15.3 13.7 j 
Battery Charger Betet eric so lnenattivietacereaus 13 4.0 6.3 2.0 5.3 1.6 
Weed killing chemicals.................... 20.9 33.3 33.5 43.9 39.7 22.3 
Insecticides Pea hha I a eee 11.4 20.4 14.6 20.7 18.2 10.2 on 
fb oe hav 
For Mrs. Farmer two 
Har 
Illinois- 
THE HOUSE Indiana Wisconsin Minnesota lowa Dakotas Nebr. — 
Planning new house a 4.2% 7.0% 6.4% 4.1% 7.7% 6.5% pipe 
Repair or remodel present house... . re 31.9 49.1 36.5 28.6 38.9 35.4 least 
Rooms added or modernized: roo! 
Kitchen i 20.8 21.9 21.7 17.6 33.7 26.5 Ligl 
Bathroom cee 22.4 22.4 22.7 21.2 34.1 22.7 
Utility Room 3.8 6.1 9.4 4.5 14.9 7.7 adits 
REE AES Se ee eS ena ee rererre 2.9 3.9 2.0 3.9 pale | repo 
Basement 16.9 15.8 14.8 13.9 24.0 13.8 
If repairs, what: 
Interior 23.3 19.3 23.6 14.3 27.9 24.2 
Exterior ae en re teen re 14.7 12.3 14.3 6.9 12.0 15.0 P; 
Roof 13.7 18.0 16.7 9.4 16.8 19.6 in ¥ 
Basement 11.5 13.6 14.8 10.2 17.8 9.6 
What will be painted soon: ~~ 
Interior 35.5 37.3 42.9 29.0 40.9 39.2 by 3 
Exterior ; 31.0 35.5 36.9 29.8 42.3 33.1 area 
Planning: the - 
Insulation 13.4 18.0 13.8 14.7 19.7 17.7 “itl 
Lightning protective system 5.8 6.6 3.9 4. 9.6 par | with 
Screens ee 16.0 16.2 14.3 15.5 16.4 20.8 to th 
Storm windows 28.4 18.9 11.3 15.1 21.2 23.8 hold 
moog = 
wall, 
HOME CONVENIENCES and FURNISHINGS pa 
Which of the Following Do You Have in Mind? by | 
Wiring for electricity 8.3% 8.8% 11.3% 7.8% 26.0% 20.0% that 
| Bottled gas installation - 13 5.3 4.4 5.3 13.0 6.2 insid 
Air conditioning . 1.0 9 1.0 1.2 4.3 3.8 , 
Running water in: ba 
| Kitchen 24.0 29.4 31.5 20.8 40.9 28.5 Thus 
DEN iinitcined.ninaws camdeaeceecks 21.7 28.5 24.6 21.2 42.3 23.8 creas 
tn Are re 11.8 16.7 12.3 122 24.5 10.4 tenti: 
| ater heater: 
Gas ee ee eee tans 2.9 5.3 3.0 3.3 8.2 6.9 Heat 
| Electric : Fey te Creare a 14.7 19.3 23.0 19.6 21.2 14.2 
Oil Se A ee es ee 4.5 3.9 3.0 3.3 3.9 4.6 
Coal oe Ra gereeaa eae 2.6 22 1.2 1.4 12 
Mechanical water softener................. 5.4 11.4 10.8 8.2 11.5 4.6 Th 
Bathroom equipment ....................-. 23.6 25.9 24.6 18.4 38.0 25.0 has f 
Shower bath cabinet....................... 9.3 11.8 7.9 10.6 13.9 10.8 volur 
Washing machine: avain 
Regular ERT oe 9.3 11.0 9.9 7.8 8.2 8.8 Bn 
Automatic ... Cera en bas 5.8 3.1 3.4 4.9 6.7 3.8 7 
Clothes Dryer eee eee 1.6 1.8 2.5 1.2 1.9 1.9 cupie 
Dishwasher oe een o 2.2 4.4 2.0 2.0 6.3 3.1 been 
(Continued on page 132) Th 
88 HARDWARE AGE, APRIL 7, 1949 HARI 











Nebr. 


14.5 
2.3 
16.8 
4.3 
2.7 
7.0 
2.7 
8.6 
19.1 





Special Plumbing, Lighting 
Displays Cause Sales to Soar 


Tumwater Hardware increased bathroom fixture 
sales 100 per cent, pipe fittings 50 per cent 
and built up lighting fixture sales as well 


— sales with 
no increase in operating costs 
have followed the installation of 
two special displays at Tumwater 
Hardware, Tumwater, Wash., for 
owner Horace F. Heath. Sales of 
pipe fittings have increased at 
least 50 per cent, and sales of bath- 
room fixtures by 100 per cent. 
Lighting fixtures have also shown 
a substantial increase, Mr. Heath 
reports. 


Pipe Fittings Display 


Pipe fittings are now displayed 
in what was formerly warehouse 
space, in an area approximately 12 
by 5 ft. at the rear of the display 
area. Bins were built on each of 
the two side walls of this space, 
with each bin marked according 
to the size of the fitting it would 
hold. Smaller bins, similarly 
marked, were built for the back 
wall, to hold wood screws of vari- 
ous sizes. The room is identified 
by lettering over the doorway so 
that customers may simply walk 
inside and select the size fitting or 
wood screws which they need. 
Thus, sales of these items are in- 
creased without requiring the at- 
tention of either Mr. or Mrs. 


Heath. 


Good Traffic Builder 


The bathroom fixtures display 
has proven to be a good traffic and 
volume builder. This is located 
against the back wall of the display 
area in the space formerly oc- 
cupied by other lines which have 
heen discontinued. 

The overhead display of light 
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fixtures ties in naturally with the 
bathroom fixtures and stimulates 
sales of both, through the fact that 
they are related items. Low dis- 
plays in the rest of the store permit 
these items to be easily seen from 
the front and aid in stimulating 
additional traffic throughout the 
store. 


The fact that the entire store is 
planned on the self-service princi- 
ple enabled the firm to enjoy its 


biggest sales month since opening 
is 
over two years ago. This record 


was achieved without the addi- 
tional personnel. That month was 
December of last year, according 


to Mr. Heath. 





Bathroom fixtures are shown along the wall, lighting fixtures overhead. 
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—_ a good 
trading area to the limit, by full 
lines of quality merchandise and 
outstanding visual merchandising, 
has made of the china, gift, and 
housewares department of Free- 
man-Babb Hardware Co., Green- 
ville, S. C., a steady money-mak- 
er that accounts for a major por- 
tion of the store’s large annual 
volume. 

C. R. Babb, vice-president and 
secretary of the firm, and mana- 
ger of the giftwares department. 
is credited with a remark that 
“You can’t sell a woman a five- 
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With Large Giftwares Line 


Freeman-Babb Hardware Co. finds that attractive displays 
help sell chinaware and other gifts which account for a 
large portion of its annual volume. Gift sale records aid 
in telephone promotion. Full time maid "keeps house” there 


dollar dinner plate with a man 
weighing up a keg of nails be- 
side her,” and the store follows 
that principle in its gift and 
housewares merchandising, com- 
pletely separating the depart- 
ments. A thriving hardware busi- 
ness, managed by B. L. Freeman, 
vice-president and assistant trea- 
surer, with about a third of the 
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first-floor total display space, 
keeps the gift and china depart- 
ment on its toes. 


Quality Lines 


First and foremost in the visual 
selling of the Freeman-Babb firm, 
in this city of 35,000, has been the 
stocking of quality lines of mer- 


chandise. “We do not offer com- 
petition to syndicate stores at all, 
other than to make people want 
to buy better quality items after 
seeing them in our store,” Mr, 
Babb states. The entire and over- 
all impression created by the gift- 
wares department, with its open 
back display windows, high in- 
tensity lighting, mirror - backed 
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shelves. and big displays of china, 
glassware, and novelty items, is 


enticing enough to draw in even 
the most cynical shopper, and to 
whet her buying appetite for the 
quality merchandise she will see 
displayed therein. 


Everything on Display 


“We keep nothing behind the 
counter,’ Mr. Babb states. Every 
piece of our gift stock is on dis- 
play, marked as to price, and 
there before the potential custo- 
mer.” The matter of cleanliness, 
highly important to gift and 
chinaware trade, is handled effi- 
ciently here by a maid who has 
no other duties other than to clean 
chinaware and gifts, and starts 
over again as soon as she finishes. 

Sales of utility housewares are 
followed up by the sale of plated 
silver, dinnerware and_ kitchen 
utensils and also are thoroughly 
promoted and displayed at the 
store. “I believe that we have 
one of the very few mirror-backed 
display cabinets for housewares in 
this area,” Mr. Babb points out. 
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Lighting fixtures 
are featured in 
this display. It 
adjeins the gift 
department and 
attracts traffic 
from all parts of 
the store. 


And he adds that this high-light- 
ing has shown definite results in 
sales, too, from the attractive 
housewares alcove at the rear of 
the department. 

Numerous telephone orders also 
build the department’s volume. 
Sometimes a salesman asks Mr. 
Babb, “Why have you so much 
crystal?” and his only answer is 
that the store does the volume to 
justify the space used in that 
fashion. And it is a volume built 
on “quality merchandise and ac- 
ceptable service.” 


Cards Kept on File 


The telephone business is stimu- 
lated by the fact that gift cards 
of many families are kept on file 
by the firm, and phone orders, 
resulting either from newspaper 
advertising, or “blind” calls, can 
be filled capably and dispatched 
to the receiver with a gift card 
inclosed, without the buyer en- 
tering the store at all. 

Then too, the bride selection 
sales are carefully cultivated here, 
since Mr. Babb states that gift- 


ware sales to families can extend 
through generations, if quality 
and service are kept to a high 
standard. Once a bride patron- 
izes the store for her wedding pat- 
terns, and refills on open stock, 
sentiment and value will keep her 
and her new family buying for 
years to come. 

An active file is kept on about 
50 brides, whose weddings are 
pending and patterns named, and 
buying is on a current basis. Af- 
ter the wedding, the card is re- 
moved from this active list and 
placed in a permanent file, which 
contains around a thousand cards. 
This list, of course, is purged of 
inactive names after a_ certain 
length of time. 


Gift Advertising 


Approximately 75 per cent of 
the store’s advertising budget, 
which is 2 per cent of total vol- 
ume, goes for advertising the 
china and gift department. Local 
papers give good coverage of the 
trading area within 50 miles or 
more and are well used by the 
company. 

Small appliances have their 
place in the housewares depart- 
ment, and sell well there. In addi- 
tion, a special room is set aside 
for display of chandeliers and 
electrical fixtures, with many dif- 
ferent types of fixtures. These are 
featured in proper manner by 
hanging them from the ceiling, 
with switches to light them. A 
new department, this electrical fix- 
ture line has done well. Though 
it is set up as an auxiliary to the 
china department from a display 
standpoint, it is actually part of 
the hardware department as far 
as sales are concerned. 

Part of the visual merchandis- 
ing used by the company is to 
keep windows and part of the store 
lighted until 11 p.m. Controlled 
by a time clock, the lights high- 
light interior displays, and show 
the merchandise displayed on 
platforms in the windows. The 
store’s corner location aids it in 
attracting attention from passing 
traffic. 

Another angle of visual selling 
at the store is to keep a card, with 
bride’s names and patterns there- 
on, displayed on racks near gifts 
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being given to the bride, so that 
browsers in the store will be re- 
minded of gifts they intended to 
give. 


Open Stock 


Open stock is of the highest im- 
portance to Mr. Babb. Now that 
the buyer’s market has arrived 
again, he is really looking for re- 
peat business, and he knows that 
open stock builds it. Stock your 
shelves with quality open stock, 
and plenty of repeat business will 
come in, Mr. Babb has found. 
Then too, exchanges are simpli- 
fied. Quality cuts exchange re- 
quests to a minimum but open 
stock enables exchanges to be 
made. 

Pulling in customers from a 
wide trading area, the gift de- 
partment of this progressive store 





This neat single entrance with gift items next to the doorway 
helps attract the gift seekers. 


not only has built a large volume 
within itself, but contributes to 


hardware sales by attracting a 
continuous flow of traffic. 


Multiple Sales Are the Rule 
In This Paint Department 


S ALES of paint and allied items 
at the up-front paint depart- 
ment of Schiedermayer’s, Appel- 
ton, Wis., are high because the 
sales clerks always try to sell extra 
items through a planned merchan- 
dising program. 

It’s a program that has brought 
added business to the department 
and has resulted in making several 
sales grow where only one would 





have been enjoyed had effort 
stopped when the original sale 
was made. 

The store officials, says Don 
Schiedermayer, have instructed 
salespersons that the average paint 
customer usually needs more than 
the can of paint. He needs a new 
paint brush, sandpaper, scrapers 
and a variety of items. Through 
display of this tvpe of merchan- 
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Brushes and other paint accessories are shown on the ledge in front 
of the sidewall paint display where the customers can't miss them. 
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dise where the customer can see 
it, and by suggestions, they are 
able to get additional sales in 
many instances. 


Help the Customer 


“We find that the average paint 
customer likes to consult with us 
about the shades of paint to choose, 
especially for indoor painting,” 
says Mr. Schiedermayer. “We are 
glad to help him, for it gives us a 
much better idea of the paint job 
he wants to tackle. Often, through 
suggestions on color, methods, 
etc., we can help him get a much 
better job than average. This 
pleases him, and often he comes 
back to make other paint pur- 


chases.” 


Paint Mixer an Aid 


The store also has a paint mixer, 
and this device is appreciated by 
customers who like to save as much 
time as possible when tackling 
their paint jobs. To have paint well 
mixed, ready to use when the can 
is opened, is part of a good sales 
campaign to get the customer to 
take on more painting jobs, says 
Mr. Schiedermayer. 
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Schwickert's Incentive Plan= 


A pleasant co-operative spirit prevails 
ill will and embarrassment under a good incentive plan. 


A FTER considerable 


study of the three types of com- 
pensation plans most commonly 
used in hardware stores, we found 
that they all had so many short- 
comings that we decided to devise 
our own plan, combining the best 
features of the other plans and 
avoiding many of their flaws. The 
incentive plan we finally adopted 
unites our inside, outside and ser- 
vice personnel in a concerted effort 
to boost the sales volume, because 
the employees individually know 





* This article was based on a talk 
delivered by Mr. Schwickert at the 
1949 convention of the Minnesota Re- 
tail Hardware Association. 


By LEAS G. SCHWICKERT* 


Schwickert Hardware 
Mankato, Minn. 








that they will benefit directly and 
indirectly from their increased 
efforts. 


‘ 


Cost of Plan 


Our plan has cost us approxi- 
mately 34 of 1 per cent more than 
our old plan but it has stimulated 
our sales by a wide margin. 

Until this plan was adopted 
there was considerable competi- 
tion between sales personnel to 
nab customers. Often sales people 
argued over who should serve a 
customer, within hearing of the 
customer, causing embarrassment 
to everyone involved. Incidents 
such as these often engendered ill 
will among the sales people. 


in place of 


I have known some buyers to 
purposely avoid our store until the 
plan was put into operation be- 
cause they felt that if they bought 
an article from Salesman A that 
Salesman B would be offended. 
Now there is much less bickering 
because each person in the organi- 
zation is in some way remunerated 
for the total sales volume. 

The three types of compensation 
most widely used by hardware 
stores are: 

1. Straight salary. 

2. Straight commission, based 
on sales. 

3. Profit-sharing. 

The straight salary plan has two 
shortcomings. The employee can- 
not see the direct correlation be- 
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Greater Sales and Co-operation 


At an increased cost of less than one per cent this Minnesota 
hardware store boosted its sales by a wide margin and also 
gets better teamwork from its entire staff. Inside and outside 
salesmen and service men work on different arrangements. 


tween the sales he makes and the 
salary he receives. Also, there is 
little incentive for the employee to 
go out nights to follow up on 
prospects. He is rather inclined to 
wait for the customer to come to 
him, and often with the feeling 
that the customer is a necessary 
evil. 


Six Shortcomings 


The straight commission, based 
on sales, plan has six shortcom- 
ings in my opinion: 

The first objection to this plan 
is that the employee cannot see 
any direct relation between his 
commission and such important 
duties as keeping stock orderly, 
dusting counters and trimming 
windows. 

The employee has a tendency to 
fail in his duty of keeping up the 
want book. 

He frequently overlooks the 
small buyer since there is only a 
small commission in the sale of a 
pound of nails. Customers stand- 
ing near the nail bin are often 
ignored. 

The employee hesitates to 
“waste” his time trimming win- 
dows. He reasons, “Why spend 
time improving the appearance of 
the store and its windows when 
some other less industrious em- 
ployee reaps equal benefits and 
contributes nothing.” 

Under this plan you generally 
find one indispensable man doing 
all the buying and marking of 
stock. 

No one assumes the responsibil- 
ity for keeping the bins filled, 


bringing up paint from the base- 
ment or using his head to think of 
and develop successful merchan- 
dising methods. 


Profit-Sharing Flaws 


We found that a profit-sharing 
plan had even more flaws; about 
nine of them: 

1. It reveals the books. 

2. No one believes your figures 
anyway since two accountants can 
come into a business and fail to 
arrive at the same conclusion with 
regard to net profits. 

3. The reserve for depreciation 
is frequently considered excessive 
by the employees. 

4. The item of entertainment 
expenses is generally a question- 
able one in the eyes of employees. 

5. The advertising budget may 
be construed to be a means of 
evading a payment of profits. 


6. If the employer owns his own 
building and charges the prevail- 
ing high rents, these may be con- 
strued to be excessive. 

7. If the employer puts in more 
capital from his personal bank ac- 
count in order to build inventory, 
there may be a question as to 
the amount of interest he should 
charge the operation. 

8. Traveling expenses in order 
to get critical merchandise are 
often questioned. 

9. There is always a criticism if 
the employer takes any merchan- 
dise home for fear it has not been 
charged to the employer’s per- 
sonal account. 


Divisions of Plan 


We divide our incentive plan 
into three parts. The first part per- 
tains to our store personnel; the 
second to our outside sales; and 
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the third to our service personnel. 

I'll first discuss the part of the 
plan pertaining to the store per- 
sonnel. 


We have chosen to divide our 
store into eight departments, which 
are: Major appliances; builders’ 
hardware; tools; paint; plumbing 
and electrical; sporting goods; 
housewares, and general hard- 
ware, 


There’s a key for each of these 
departments on the cash register 
and a ninth one for the service 
department. However, these de- 
partments may be grouped or set 
up differently in other stores. For 
example, if one of the employees 
is particularly interested in tools, 
plumbing and electrical supplies 
and builders’ hardware, it would 
be quite natural to place him in 
charge of those departments. In 
that case, if you have only a small 
cash register, one key could be 
used for any merchandise sold in 
those three departments. Each de- 
partment or group of departments 
is assigned a department head. 


Department Head's Duties 


The department head is charged 
with the following duties: 

1. To do all the buying for his 
department; 

2. To mark goods for his de- 
partment after the cost code is put 
on one of the articles marked in 
the receiving section; 

3. To arrange merchandise in 
his department and make attrac- 
tive displays; 

4. To help whenever a window 
is put in featuring his depart- 
ment’s merchandise; 

5. To suggest “leaders” of a 
traffic building nature; 

6. To maintain and be respon- 
sible for his own want book. It’s 
his sole responsibility to see that 
merchandise is on the shelves; 
that entries are made in the want 
book whenever necessary; and 
that display shelves are always 
properly filled; 

7. To see that other sales per- 
sonnel know the features of any 
new items he buys; 

8. To list any specials or fea- 
tures that should be promoted and 
advertised in his department; and 


finally, 
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9. To keep merchandise in his 
department cleaned and properly 
priced. 

Each department head is cred- 
ited for all the sales that he makes 
in his department or in any other 
part of the store. In turn, all the 
others may sell in his department, 
for the department head is credited 
with all the sales which are made 
in his department. 


How It Works 


For example, we can assume 
that a department manager named 
John sells in the course of a week 
$400 worth of merchandise in his 
own department, and he sells an- 
other $200 worth of goods in other 
departments, for a total of $600. 
Let us also assume that Bob, Joe, 
Henry, Gladys and Betty come 
into his department during the 
week and sell $400 worth of mer- 
chandise from his departments. 
This $400 is then credited or 
added to the $600 that he sold, 
making a total of $1,000. 

In our store the housewares de- 
partment is managed by a woman. 
A woman’s base pay is usually 
lower than a man’s. Much of the 
merchandise in this section is of 
the self-servicing type and people 
come in and ask specifically for 
such items. A glass mixing bowl, 
a spatula or an egg beater nat- 
urally require much less salesman- 
ship than the average item in 
other parts of the store. Further- 
more, our housewares manager 
has an assistant who relieves her 
of detail work’and helps bring her 
sales up. For these reasons the 
housewares woman is paid 10 per 
cent of the first $200 sales plus 
three per cent on the balance. 
Therefore, if she sells $600 of mer- 
chandise and an additional $400 
of housewares is sold by other 
people in the store, for a total of 
$1,000 for the week, she would be 
paid 10 per cent on the first $200 
and 3 per cent on the remainder, 
which would make her pay $44 
for the week. 


Men's Departments 


Men generally manage the tools, 
sporting goods, plumbing and 
electrical supplies, builders’ hard- 
ware and general hardware de- 


partments. Men generally have 
families and require greater in- 
come. Articles in these depart- 
ments require more selling and 
product knowledge than house- 
wares. It takes more time to sell 
an outboard motor, a power tool 
or a builders’ hardware item than 
it does to sell a mixing bowl or 
egg beater and therefore the man- 
agers of these departments are 
paid at a higher rate. They get 10 
per cent of the first $350 of sales 
plus three per cent on the balance. 
In this case, if the manager of the 
tools and builders’ hardware de- 
partments sells $600 worth of mer- 
chandise in his or other depart- 
ments and other people sell $400 
of the goods in his department, 
for a total of $1,000, his pay for 
the week would amount to $54.50. 
For the same volume of sales this 
man receives $10.50 more than 
does the housewares department 


head. 


Major Appliances 


The third major division in 
our business is major appliances. 
The head of this department has 
most of the problems of the 
other department heads plus many 
others. He must train outside 
salesmen. He must leave the store 
during the day and often call on 
prospects in the evening, on his 
own time. He is responsible for 
trade-ins and there is practically 
no self-service in his department. 
For these reasons the major ap- 
pliance man receives a_ higher 
base pay. He is reimbursed 10 per 
cent for the first $450 worth of 
sales plus 3 per cent of the bal- 
ance. If his total sales amount to 
$600 and others sell $400 in his 
department, for a total of $1,000, 
the appliance man would receive 
$61.50 for the week. 

Our general manager is paid a 
flat salary, on a weekly basis, plus 
one-half of one per cent of all 
sales. His duties are: 

To oversee general operations; 

To review and approve all pur- 
chase orders: 

To call attention of department 
heads to poor displays, improper 
buying and lack of follow-up of 
customers}; 

To check dead stock, empty 
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Only Three Simple Forms Needed 
To Compute Salesman's Pay 


These three forms are posted 
daily by the bookkeeper in the 
Schwickert store. For the sake of 
convenience in explaining their use 
they have been labeled "A", "B" 
and "C". 


Each department head is paid on 
the basis of his sales credit. This 
is arrived at by deducting the 
amount of sales he makes in his own 
department [Form “B"} from the 
total of all sales he makes through- 
out the store, (Form "A") and add- 
ing to the total sales of all mer- 
chandise sold in his department, by 
= and by all others (Form 


Form “A" represents the total 
sales made by a department head 
named Joe, who rings in the "A" 
drawer of the cash register. This 
form shows all of Joe's sales made 
throughout the store, including 
these he made in his own depart- 
ment. Every other department head 
has his own card and generally each 
one has his own drawer in a cash 
register. (If two salesmen have to 
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use the same drawer one of them 
initials the register tape. 

Form "B" represents the sales 
made by Joe in only his own de- 
partment or departments. This fig- 
ure is subtracted from the figure on 
Form "A" so that Joe does not re- 
ceive double compensation for the 
same sales. 

Form “C" represents the total 
sales made in Joe's departments, 
both by himself and other store per- 
sonnel. 

To use these three exhibits as an 
example, we see that Joe sold 
$1,493 worth of merchandise during 
the first eight days of March, (see 
Form "A"), of which amount $210 
was in his own department (see 
Form "B"). Since $210 will be re- 
fiected in his total sales, it is de- 
ducted from $1,493 leaving a differ- 
ence of $1,283. This amount is 
added to $1,325, the total of Joe's 
department sales {see Form "C") 
which adds up to a total sales 
credit of $2,608. Joe's pay for the 
first eight days of March is figured 
at a fixed percentage of this total. 


bins and the general appearance 
of the store and personnel; 

To rule on disputes; 

To encourage harmony between 
the sales department and the ser- 
vice personnel, and 

To take charge in the absence 
of the owner. 


Inside Selling 


What does this incentive plan 
accomplish? In the first place 
it eliminates the “indispensable 
man.” Any department head can 
be replaced with less disruption. 
Furthermore, if the general man- 
ager is ill for any extended period 
of time, the store can continue to 
function rather smoothly. 

Since the employee is paid not 
only on what he sells but also on 
what is sold in his department he 
is inclined to: 

1. Take an interest in displays 
and better his department’s ap- 
pearance to attract more cCus- 
tomers ; 

2. Buy carefully since he has 
more time than a man who would 
buy for all departments: 

3. Request window display space 
and advertising space: and 

4. Watch inventories for slow- 
moving items since he is allocated 
only a certain amount of display 
space. It is to his best interest that 
every item on the shelf maintains 
a reasonably high turn-over. 

This plan shows up a “lame 
duck” in an organization. Those 
who are lax in keeping the want 
book up-to-date will learn to do it 
properly or soon find that they 
will be running out of critical 
merchandise. 

This plan looks to*the future of 
unionism. Employees on an incen- 
tive plan are less apt to join a 
union than if they are on a 
straight salary plan. 

Importantly, we find that it 
takes our bookkeeper no more 
than one hour each month to com- 
pute the data, and it is a plan that 
can fit any size operation, even 
one employing as many as 20 or 


30 people. 


Outside Selling 


The second part of the plan per- 
tains to outside salesmen. We pay 


(Continued on page 140) 




















Facing a parking lot, the backless windows allow a view of the interior from the sidewalk. 


Operates Two Stores 


Turney's new suburban shopping center store works 
closely with older establishment. Managers keep 
inventories by swapping items. Greater volume 
aids buying and stores split city advertising costs 
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1 HIRSHMAN is 
just a young man with some youth- 
ful ideas about merchandising and 
he’s putting them to good use in 
his new store, opened just a year 
ago, under the name of Turney 
Hardware, in the Brook-Pearl 
Shopping Center, which is on the 
southwestern border of Cleveland 
and the suburban town of Parma, 
Ohio. 

Despite his youthful appearance, 
Ted has been a hardware dealer 
since 1939, when he opened his 
first hardware store at 4796 Tur- 
ney Road, in the Garfield-Turney 
section of Cleveland. 


Pet goods need but little space 
and serve as a good traffic line. 
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Housewares is a big line since the store serves an ever-growing community of new homes. 





More Efficiently Than One 


While the two stores are seven 
miles apart, and serve two differ- 
ent types of trade, Mr. Hirshman 
has found that the two stores com- 
plement each other and make joint 
operation advantageous in a num- 
ber of ways. 

In the first place, the new store 
which is expected to do about 
$150,000 in business this year, 
gives Mr. Hirshman a greater buy- 
ing advantage than he had with 
just one store. 

Likewise, some merchandise 
which is slow-moving in one store 
may have a fast sale in the other, 
since the older store is located in 
an older part of Cleveland while 
the new one is located in an en- 
tirely new community peopled 
mostly by young couples who are 
making their first homes. 
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If one of the stores has a hurry 
call for an item that is temporarily 
out of stock, a telephone call may 
start it on the way from the other 
store which happens to have it. 


Managers Get Together 


Mr. Hirshman, who manages the 
Turney Road store, and Dan 
Brown, the manager of the Pearl- 
Brook store, get together periodi- 
cally to compare want books, to 
see if the one store has a surplus 
stock of the items that are in short 
supply in the other. Each manager 
also maintains in the back of his 
want book a list of merchandise 
with which his store is overstocked. 
This arrangement is very effective 
in keeping inventories from becom- 
ing over-balanced. 


Having two stores makes it pos- 
sible for Mr. Hirshman to make use 
of the advertising columns of a 
metropolitan paper. The cost of 
such advertising would be prohibi- 
tive and impracticable for a single 
store. Display ads, of modest size, 
are used every other week in the 
Cleveland Press. 

The effectiveness of this rather 
expensive advertising medium was 
proven to Mr. Hirshman’s satisfac- 
tion by a 2-col., 8-in. ad, which 
was run early last Fall. The catch 
line of the ad read: “It’s much too 
late to buy power mowers now! 
But not at these ridiculous prices!” 

Twelve of these power mowers 
were sold at the special price of 
$59.98. The buyers came from all 
sections of Cleveland and sur- 
rounding communities. Store em- 


99 














ployees took the mowers around to 
the homes of prospects and mowed 
lawns to demonstrate them, as 
offered in the ad. 

Turney Hardware also runs ads 
in the Parma Post which comes 
out every Thursday. 

One of its most effective forms 
of advertising was a 40-page cata- 
log of toys, which it aistributed 
in both trade areas at the start of 
the Christmas season. These were 
distributed, house-to-house, by a 
distribution company which cov- 
ered the streets designated by the 
store managers. 

Both the Turney stores make a 
big bid for the toy business, and 
last year each store sold approxi- 
mately $10,000 worth. Toys are 
especialy good throughout the 
year in the new store because there 
are so many new families with 
young children throughout its en- 
tire area. 

Mr. Hirshman says that he ex- 
pects to spend nearly 3 per cent of 
his sales volume on advertising 
during the current year. 

“Many people may think we’re 
foolish and don’t know what we’re 
doing when we advertise in the 
Cleveland newspaper.” says Mr. 
Hirshman. “We realize that a lot 
of its tremendous circulation is 
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wasted, insofar as we re concerned, 
but our experience has shown that 
we can use this advertising to good 
advantage. 

“We give a lot of thought to the 
items we feature in our ads and if 
we don’t have something real ‘hot’ 
in stock we go out and buy some- 
thing to advertise and sell in quan- 
tity. Very often it is possible to 
feature ‘close outs’ and tail ends 
of stock and make a good profit 
on them. 

“As an example of this, we sold 
six dozen combination faucet sets 
at $6.98 each by featuring them in 
an ad we ran in a Cleveland paper. 
We bought these at a good price 
so we were able to put a better 
than regular mark-up on them and 
still sell them at an attractive 
price.” 


Welcome Wagon Service 


The best form of advertising 
used by the two Turney Hardware 
stores, according to the owner, is 
the Welcome Wagon service. The 
Welcome Wagon hostess calls at 
every new home, and there are 
hundreds of new ones within the 
trading area of the new store. The 
hostess explains that she is calling 
on the new housewife to welcome 





her to the community and to ac- 
quaint her with the services offered 
by the Turney Hardware and the 
other merchants which sponsor the 
Welcome Wagon. The hostess gets 
all the pertinent information about 
the new family and makes reports 
to the various stores, for which 
service she receives 75 cents per 
call. 

The hardware store follows up 
with an individually typed and 
hand-signed letter inviting the new- 
comer to visit the store and get 
acquainted. When she calls she is 
presented with some small gift 
which will serve as a reminder of 
her first visit to the store. The 
Turney stores plan to have these 
presents wrapped in gift paper and 
each one marked with the name of 
a new housewife so that the gift 
will be ready to hand to the pros- 
pective. customer as soon as she 
introduces herself at the establish- 
ment. 

“We learned just how effective 
the Welcome Wagon is after the 
hostess had canvassed all the new 
families who had moved into a 
newly-opened street,” says Mr. 
Hirshman. “Many of these people 
came into the store shortly after 
the hostess’ visit. It is not unusual 

(Continued on page 130) 
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Bathroom fixtures 
sell more easily 
from this built-in 
wall display with 
its bright tile 
background. 
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Magazines are on 
sidewall shelves 
adjacent to dis- 
plays of numer- 
ous demand and 
impulse items. It 
is an_ excellent 
location because 
many purchasers 
of magazines see 
other items that 
they may need. 
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Magazines and Pocket-Size 
Books Stimulate Traffic 


W,, EN Larry Good 


and Dick McNally, partners in Del 
Mar Paint & Hardware, 1424 
Highway 101, Del Mar, Cal., pop- 
ulation 400, entered business 
late in 1948 in that small resort 
community, they were offered a 
chance to sell magazines and 
paper-covered, pocket-size books. 
They seized the opportunity and 
the idea is working well. 

Mr. Good says, “This idea 
works splendidly. We sell $250 to 
$300 worth of magazines each 
month and are getting close to the 
$100-a-week mark. Even more im- 
portant is the fact that from 700 
to 1000 people regularly visit our 
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store for these magazines and 
pocket size books, and they con- 
stitute a large part of our store 
traffic. It is even more important 
to us, now when we are new and 
are anxious to have as many peo- 
ple become acquainted with our 
store as possible. 

“Many customers visit to pur- 
chase certain magazines and will 
pick up many items of merchan- 


dise. We've had people come in for 
magazines and not leave the store 
until they have also purchased as 
high as $10 worth of housewares, 
hardware and other lines.” 

The store’s owners spread the 
magazines and novels on both 
sides of the store—near both hard- 
ware and housewares. Magazine 
seekers have to pass displays of 


(Continued on page 137) 


These sidelines attract more than 70 people a 
week to the Del Mar Paint & Hardware store 
and help build business in many other lines 
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They Build Good 


Free parking, demonstrations, use of premises 
for local organizations, and display combine 
to swell business for the Elkton Supply Co. 
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Will and 


Wars the present 


hardware store of the Elkton Sup- 
ply Co., operated in conjunction 
with its lumber yard was opened 
in Elkton, Md., a little more than 
two years ago, motorists jammed 
on their brakes to look into its 
visual front. Now, instead of just 
jamming on their brakes to look, 
many of these motorists regularly 


Passers-by see this view of the 
store interior from the front. A 
model kitchen on the right may 
be seen easily from the street. 
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It Builds 


visit the store, after turning off 
the road to use the firm’s 
private triangular-shaped parking 
lot across from the display room. 

The hardware store of Elkton 
Supply Co. is two blocks from 
the heart of Elkton, a growing 
community, which had a popula- 
tion of less than 3,500 before 
World War II but now numbers 
more than 5,000 residents. Shop- 
pers parking further into the city — ae 
must use parking meters but Elk- - ee Hats oes ee) 
ton Supply’s parking facilities are = na tn be Fe | 
ial a no cost. This of itself “Saf Sree 5 
helps stop people for the store and a 


pulls traffic from other sections of Tools are featured next to sporting goods and are illuminated by 
the city. Newspaper advertising, concealed fluorescents and by overhead genera! store equipment. 


~ 


i 
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usually two columns by 6 or 7 
in., but larger in some instances. 
keeps the firm’s name before the 
public. 

Because of its efficient layout, 
three full time sales clerks handle 
most of the sales in the 50 by 90- 
ft. display room. A loading plat- 
form, opening onto receiving and 
shipping room on the street level, 
permits quick and easy handling. 


small and bulky merchandise, 
without cluttering up the show 
room. A ramp, from the yard in- 
to the basement, enables the move- 
ment of heavier stocks of surplus 
merchandise with speed and eff- 
ciency. Storage areas, in back of 
the shelving for the paint, build- 
ers’ hardware and sporting goods 
section are a further aid to speedy 
service. 






A straight line 
model kitchen af- 
fords plenty of 
room in which a 
prospect may see 
and inspect the 
equipment at her 
leisure. 


room is given over to shopping 
island display units, the other 
third to major units of sale—re- 
frigerators, ranges, cabinet sinks, 
light farming equipment and 
kitchen cabinets. An area, the full 
width of the store and almost 19 
ft. deep, permits free traffic move- 
ment from the corner entrance to 
the office. People heading that 


way pass displays of large units of 





packing and unpacking of both (Continued on page 130) 


About two thirds of the display 
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COUNTER P= 


There's plenty of room for cross and front-to-rear traffic movement in this big 
store. Note the wide area for major equipment running the length of the showroom. 
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NOW! THIS EXCITING CONTEST FOR YOUR CUSTOMERS 
MEANS SHOOTING SALES FOR YOUR STORE 





The Goldfish bow! contest is 
sure to draw plenty of attention 
to your window. Below is FREE 
contest material to help you put 
across your Spring sales of 
Remington 22 rifles and am- 
munition. 












zwe most FUN AND THE BEST RESULTS 
pT RENAINGTON 22 | 
POWERFUL * ACCURATE * seins _— 


* x sanpors’ T° SAVE 





Clearly printed CONTEST CARD 
quickly informs the passer-by 
that he can win a valuable prize 
by guessing the number of 22 
cartridges in the bowl. 





primed with 


TWO COLORFUL WINDOW STREAMERS (614”’ x 
20’’) are sure to draw the eye of the passer-by to 
your window. Your guessing contest and your dis- 
play of Remington 22 rifies and ammunition do 
the rest. 









FOR TWE MOST FUN AND THE BEST RESULTS 









Spot these REMINGTON DISPLAY CARTONS 
at sales-making points around the store 
—at fishing tackle display, on sporting 
goods counter, on wrapping counter, in 
the window, at the cash register. 





ENTRY BLANK 
| wv eves 1$__. REMINGTON 22% | 








mame 





AOORESS 





Puonwe 














Handy ENTRY BLANKS— you'll get 
an ample supply. Set up so you 
can tabulate contest results easily, 
quickly. 


AND —to round out your spring sales promotion, you’ll get a complete 
supply of the latest colorful, information-packed Remington consumer 
folders. Weil-illustrated, they’ll be picked up quickly by customers in 
yourstore, kept asa constant reminder to buy Remington—at your store. 
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Here’s an attention-claiming 
promotion for your big 22 sales drive 
The passer-by stops, his eye caught 
by what he sees in your window. It’s 
Spring, and your attention-getting 
display of fast-selling 22 rifles and 
ammunition is live bait. His imagi- 
nation is wakened, then, by your gold- 
fish bow] filled with 22 cartridges, and 
the words ‘‘Win A Prize—How Many 
Remington 22’s?”’ This interest arous- 
ing contest is a sure-fire sales hit. The 
possibility of winning a prize, plus 
your well-timed window display, 
brings him—and many others like 
him—into your store. 

With increasing numbers of hunters, 
campers, “‘plinkers,’’ and kids out of 
school headed afield shortly, this is an 
ideal time to cut yourself a lion’s share 
of the big Spring sales pie. 

For full profit, act now! 
A card to us will get you started. 
You'll receive promptly the free ma- 
terial shown on this page. By getting 
up an attractive window display fea- 
turing Remington 22 rifles and ammu- 
nition, and this proved sales-worthy 
guessing contest, you’re all set for a big 
Spring season in your shooting depart- 
ment. Follow up in your store by spot- 
ting the display carton of Remington 
22’s at the cash register, wrapping 
tables and other high-traffic locations. 


Write now for free 
material and instructions 


Get this easy-to-read-and 
understand four-page 
folder and the FREE ma- 
terial now. Time is short to 
get full sales benefit from 
this promotion. Write now 
to Remington Arms Com- 
pany, Inc., Bridgeport 2, 
Connecticut. 
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“I'll call the other stores—maybe you can get what you want right away’." 


One New Customer— 





and How He Was Won 


W hen a new home owner comes to your community he must 
decide promptly which hardware store he will patronize. 
Here's an actual consumer experience that tells how 
five dealers in a well known town lost an opportunity 


iow YEAR, quite like- 
ly, a million or more Americans 
will buy new homes and move in- 
to them. Some of the homes will 
be custom built. Many more will 
be of the “development” type. 
And yet more will be older houses, 
but still “new homes” for their 
new owners. 

In many instances, the new 
owner will hardly have stepped 
over the threshold when he dis- 
covers the need for countless hard- 
ware items, ranging from a new 
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push button on the front door to 
a shiny garbage pail outside the 
back door. Window screens and 
mops, picture hangers and floor 
wax, closet accessories and lawn- 
mowers -— daily incidental needs 
that add up into substantial con- 
tinuing volume over and above a 
good-sized initial sale. 

These facts, I should think, 
would be pretty obvious to any 
hardware dealer—and if a typical 
average customer can spend on 
absolute necessities something over 
a hundred dollars within the first 


two months, as I did — then it 
would certainly seem to be busi- 
ness worth going after! 

New home owners, in most 
cases, do not buy houses in the 
same community in which they 
have been living. But even if 
they move only a few miles, they 
will be served by an entirely new 
group of more convenient mer- 
chants: hardware stores, grocers, 
druggists, dry cleaners—and hard- 
ware stores. 

But in my new town of about 
20,000 population—with a total of 
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Factory headquarters and general offices of The Cleveland Chain & Mfg. Co., and its associate, David 
Round & Son, Cleveland, Ohio. Similar plants are operated by associate companies in Bridgeport, 
Conn.; Seattle, Wash.; So. San Francisco, Cal., and Trenton, N. J. 
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IX plants of The Cleveland Chain 

& Mfg. Co. and its associate con- 
cerns produce chain of every type... 
to meet every home, farm, automotive 
and industrial chain need. 

History of the Cleveland organiza- 
tion, now in its 80th year, is typical 
of American industry under our free 
enterprise system. 

David Round, company founder, 
learned his trade as an apprentice in 
his father’s hand-forge chain shop in 


Staffordshire, England. His first chain 
works, established in 1869 at New- 
burgh (near Cleveland), was little more 
than an enlarged blacksmith shop. 

But, Mr. Round’s insistence upon 
master craftsmanship .. . his refusal 
to compromise with quality resulted 
in constant business growth. 

Today, Cleveland Chain is sold 
throughout the world ... preferred by 
users who demand utmost security 
in every link. 


he VELAND [HAIN 





The Cleveland Chain & Mfg. Co. 





Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 
5, Ohio. e The Bridgeport Chain & Mfg. Co., Bridge- 
port 1, Conn. e Seattle Chain & Mfg. Co., Seattle 8, 


Wash. e Round California Chain Co., So. San Francisco CHAIN INSTITUTE 
es 


al and Los Angeles 54, California e Woodhouse Chain 
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Works, Trenton 7, N.J. 
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six hardware stores not one 
made any kind of a solicitation 
to induce my business! We have 
no “Welcome Wagon” service 
here, as some communities do— 
but records of new residents are 
easily obtained well in advance 
from real estate agents, utility 
companies, banks and mortage 
institutions, tax records. and like 
sources. 

Are you making such a mistake, 
too? I felt that no hardware store 
in town really wanted my busi- 
ness, and if my old home had not 
been 30 miles away, I might have 
continued to patronize my old 
favorite neighborhood store! 


The Pilgrimage Begins 


A few days before I moved in, 
while workmen were still finish- 
ing the house, I brought some 
packages to the new home. | 
wanted to lock them up in one of 
the rooms for protection, and so 
I asked the contractor where 
there was a hardware store. He 
told me there were six, but that 
“White’s”* probably had the most 
complete stocks. 

I told the salesman at “White’s” 
that I wanted a doorknob lock 





The names of all the merchants 
quoted in this article are, obvi- 
ously, fictitious. 


oo & 


with the key cylinder in the knob 
itself. Now, it seems to me that 
when a strange face in a small 
town asks for such an item, it 
ought to be a pretty good indica- 
tion that the man is a new resi- 
dent who wants this for his new 
home. But “White’s” salesman 
didn’t get that impression. 

He had only one in stock, on a 
display piece. So he dismounted © 
it, wrapped it, took my money, 
and let me walk out without sug- 
gesting anything else. As I got 
to my car, I recalled that he had 
not given me any keys. 

Going back to the store, it de- 
veloped that there were no keys 
for the display unit, so he refund- 
ed my money and said, “I could 
probably get you one of these 
with keys in a day or two, if 
you're not in a hurry.” I ex- 
plained that I had to have the 
doorknob this very afternoon, and 
that ended our conversation. 

Besides all of this lack of inter- 
est in a new customer, the 
salesman failed to mention that 
“White’s” had another store in 





“And this dealer resented keeping his store open a few extra minutes." 


Jag 
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the next town, only a few miles 
away. 

Down the street was “Gray’s 
They didn’t have what I wanted, 
and also suggested they could 
order it for me. There was no 
comment or query as to whether 
I was a new resident, but Mr. 
“Gray” observed that maybe 
“Brown’s” on the next block would 
have what I wanted. 


2% 


He Was Annoyed 


At “Brown’s” it was the same 
story, and I got the feeling that 
“Brown” was a little annoyed 
that I should ask for one item he 
didn’t have, and not for any of 
the four or five thousand things 
that were in stock. 

Then I walked into “Green’s.’ 
The obvious proprietor greeted me 
cordially—the first smiling, plea- 
sant welcome I had received! As 
he went to the shelves to look for 
what I wanted, Mr. “Green” ob- 
served that I must be a newcomer 
as he didn’t recall having seen me 
in the store before. 

I admitted it, and answered his 
question as to which house I had 
bought. 

“A fine house,” he remarked. 
“I watched it being built. You're 
going to need a lot of things to 
fix it up to suit you perfectly— 
and we have most of ’em here. If 
you can’t come in, just phone and 
we'll deliver. And you don’t have 
to bother paying me every time— 
we'll open an account for you. 
and you can pay at the end of the 
month.” 

I was properly astounded and 
completely impressed. If this man 
was so alert to new customers and 
he surely 


.* 


wanted my _ business, 
would get it! 

But what about the doorknob 
lock. Well, unfortunately, Mr. 
“Green” explained, he had sold 
the last one that he had. Could J 
wait for him to get one tomorrow 
morning — before noon, sure? | 
told him the circumstances, and 
said no. 

“Well. then,” replied Green. 
“we'll see if we can get you one 
right now at one of the other 
stores!” And he went over to the 
telephone. I told him what stores 
I had been in, and he called the 


(Continued on page 114) 
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AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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The glove display in front of the wrapping counter is an important source of revenue. 


They Wanted a Hardware Store 
And They Got It 


The Eleventh Street Hardware store came into 
being three years ago and its owners are now 


™ ee grossing from $175,000 to $200,000 annually 


and Sam Coppoletti of Rockford, 
Ill., are a couple of young men 


who worked for a number of years : er 
in local factories to get a “stake” . ae 


with which to open a business of 
their own. 

They had their eyes on a hard- 
ware business, and so, by pooling 
their savings and borrowing some 
money, they erected a 36 by 110-ft. 
building at 2934 Eleventh St. on 
the south side of Rockford, and 
opened for business in March. 
1946. 

The neat appearing building of 


The store is set back from the 
sidewalk and the space between 
is used for outdoor displays. 
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You Attract 
All Three Classes 
of Customers 





power mowers 


People who buy power mowers are 
people with three different lawn 
mowing problems. 

That's why Pincor builds power 
mowers of three different capacities: 
For SMALLER lawns. 

For AVERAGE-SIZE lawns. 

For LARGER lawns. 

And when it comes to features that 
clinch sales faster—no other 

power mower can touch Pincor! 
Every Pincor has that husky 1)% H.P. 
Pincor-built easy starting 4-cycle 
engine. Rugged welded steel chassis. 
Welded steel reel: Heavy-duty 

bed knife. Removable cutting unit. 
Adjustable cutting height— 

from 14” to 214". Write for 

complete specifications. 


ARE YOU THE PINCOR DEALER LISTED 
WITH WESTERN UNION IN YOUR CITY? 








Feature the 
PINCOR 
Electric Trimmer for $3450 


Retail price 


Shrubbery, Hedges, Bushes! 56's. fectory 
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PINCOR P-20 


20-inch cutting width—for 
the AVERAGE-SIZE lawn. 
Advanced features include 
positive automotive-type 
clutch... . built-in sharpener 
... Chain-driven wheels and 
reel . . . New Departure 
sealed lubricated bearings 

. Oversize puncture- 


proof tires. 
$1 6500 


Retail price F, O. B. Factory 


PINCOR P-i8 


18-inch cutting width—for 
the SMALLER lawn. Fea- 
tures include New Depar- 
ture double-sealed reel 
bearings . . . Oilite self- 
lubricating wheel bearings 
... reverse feature for sharp- 
ening . . . sectional wood 
rollers for easy handling 

self-propelled, like every 


Pincor! $4 1500 


Retail price F. O. B. Factory 


PINCOR P-24 


24-inch cutting width—for 
the LARGER lawn. With 
optional extra attachments 
—it’s MORE than a great 
heavy-duty power mower 
Mower unit quick-detach- 
able for switch-over to snow- 
plow, sickle bar mower, 
centrifugal pump and lawn 


roller. 
899500 


Retail price F, O. B. Factory 





PINCOR PRODUCTS ARE SOLD 
DIRECT TO DEALERS. PINCOR 
PRODUCTS ARE RETAILEC 
AT FAIR TRADED PRICES. 


PINCOR PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation, 5841-49 W. Dickens Ave., 
Chicago 39, Ill. ¢ Export Address: 25 Warren St., New York 7, N. Y., U.S. A. 


POWER LAWN MOWERS e HAND LAWN MOWERS 
ELECTRIC TRIMMERS 
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People in Rockford need signs 
and this display catches the 
eye and satisfies their needs. 


brick, block and glass would have 
cost quite a bit if it had been con- 
structed with all paid labor, Messrs. 
Westlund and Coppoletti, however, 
lent a hand, and when the building 
was completed, they also made 
some of the fixtures. Doing things 
this way, working hard, and put- 
ting in long hours, they managed 
to hold down costs. 

They figure that the building 
cost them not too much more than 
$10,000, exclusive of their own 
labor, which has proved not too 
much of a load for a couple of en- 
terprising partners to carry. 

What are the results three years 
later? 


The Results 


Well, these young fellows have 
between from seven to nine em- 
ployees seasonally and their annual 
gross hovers between $175.000 and 
$200,000. This certainly is more 
than they hoped for, but they are 
now confident that they can boost 
their annual volume still more and 
are working hard in that direction. 

The Eleventh Street Hardware 
can really be called a neighbor- 
hood store, says Robert Westlund, 
who spends most of his time in the 
store, supervising operations. Sam 
Coppoletti spends a great deal of 
his time outside the store doing 
service work, wiring and _ sales 
work. Both partners and _ their 
employees make every effort to get 
acquainted with their trade and 
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develop them into regular cus- 
tomers. 

Because the store is located on a 
heavily traveled highway leading 
south from Rockford, it is in an 
excellent position to catch trade 
going into the city and is almost 
a last-stop store for those custom- 
ers on their way home. 

When these young men built 
their store, too, they built it well 
back from the sidewalk so that they 
would be able to have their own 
outdoor displays without violating 
city ordinances. 

They have found that neat, out- 
door displays attract a great deal 
of attention and business, especial- 





Smaller electrical fixtures are 
featured en this panel which also 


helps conceal a pillar. Larger 
light fixtures are shown nearby. 


ly on seasonal merchandise. For 
example, on a cold winter day, a 
ladder, wheelbarrows, sleds, paper 
burners, garbage can and portable 
wash tubs were shown out in front 
in neat array, and were enjoying 
worthwhile sales. 

“Rockford is quite a large fac- 
tory town,” says Mr. Westlund, 
“and as the workers drive home at 
night, or go to work in the morn- 
ings, they can see our sidewalk 
displays of merchandise as they 
go by. It gives them buying sug- 
gestions and they often stop in the 
same or next day and ask for one 
or two of the items on display. We 
look upon that display space—on 
our own land—as very valuable to 
us from a sales point of view.” 


in the store, the owners show 
their business resourcefulness in a 
number of excellent display ideas 
which are aiding them in securing 
more sales. 

For example, in a city the size 
of Rockford, about 95,000, there is 
a great need by householders for 
signs such as “For Sale,” “For 
Rent,” “Sleeping Rooms,” “Fur- 
nished Apartment,” “Keep Out,” 
“No Parking,” and many others. 

If householders see such signs 
displayed, they will buy them. Mr. 
Westlund and Mr. Coppoletti have 
mounted about 30 of these stand- 
ard signs on a quarter-inch panel 
board and featured it in a prom- 
inent location in the store. 


Brings in the Sales 


The display really brings in the 
sales, because it reminds people of 
things they can buy to make city 
living more harmonious and order- 
ly and businesslike. Formerly, 
when these signs were kept in bas- 
kets on a table, sales were very 
sluggish. 

Dog harnesses have also been 
mounted on a panel display and 
placed at the front of a counter. 
This display has boosted sales of 
these items considerably, because 
in the outskirts of such a city, 
many residents have dogs and like 
to keep them well outfitted and 
also confined to the premises. 

Mr. Westlund and Mr. Coppo- 


Dog owners find a variety of dog 
accessories on this panel. Items 
shown on it keep moving steadily. 
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Kimble Glass Bars ... 


quality... class...value... 
piieed for pron af under */%2 


‘Tue quatiry Line of big-demand, big-value items . . . made 
and guaranteed by one of the world’s foremost producers of 
precision glassware. 

Full 34" thick bars . . . smooth, crystal-clear, with rounded 
ends and spun-on chrome fittings. Each bar is individually 
packaged, complete with chrome screws. 

Two sizes, 18" and 24", No. 70-C and 71-C, for resale at 
s9¢ and 98¢ respectively. Your cost is way low, allowing 


handsome profit margin. 


AND HERE’S QUALITY FOR THE “PRICE” TRADE TOO! 


DOUBLE-PURPOSE GLASS BAR, 
Q, No. 62-C. Adjustable fittings allow using 
full length or with room for washcloths 
at ends. Full 24" length of '4:6" crystal 
= ——) _ lass. Substantial nickelled fittings. Your 
cost permits a retail of 45¢. 








—— =" 





BENT-END GLASS BARS, 

No. 18-C and 24-C, No. 18-0 and 
24-0. Sturdy, high-grade and attrac- 
tive, crystal or opal. Modern, strong 
fittings. Yous cost permits a retail of 
25¢ to 39¢. 








BUTTON-END BARS, 

No. 10-C and No. 10-0. 18" towel bars, 
in either crystal or opal glass, sturdy 
metal fittings. Priced to retail at 15¢ 
and 19¢. 











A GLASS BAR FOR EVERY PURPOSE 


The towel above haggs on Kimble 
Glass Bar No. 71-C, 24" long, 


made especially for your “98¢ 

trade.” 70-C, its companion to K | M B L E G L A S S TOLEDO 1. OHIO 

sell at 89¢, is 18" long. f 
Division of Owens-Illinois Glass Company 
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The tool section is compact and features a maximum number of items 
in a minimum amount of space. This is an ever-popular department. 


letti recognize the fact that most 
of the store traffic stands at the 
wrapping counter from one to five 
minutes waiting for packages and 
change and so they have con- 
structed a special work glove dis- 
play bin setup which brings these 
gloves to the attention of custom- 
ers. There are two racks filled 
with gloves of various types and 
sizes, and many a workman or 
gardener picks out one or two 


One New 


two remaining dealers. The first 
didn’t have the lock, but the sec- 
ond man, “Maroon,”* had just 
what I wanted. 

Mr. “Green” told me how to 
get to the store, about half a mile 
distant. “You’d better hurry,” he 
said, “because this ‘Maroon’ is 
a funny guy and likes to close up 
at six o'clock sharp!” 

I got to “Maroon’s” store at 
exactly 6:01 p.m. All store lights 
were out, with the exception of 
one light. “Maroon” was stand- 
ing in the doorway twiddling with 
a bunch of keys. He showed me 
a lock-set—not the locking door- 
knob I sought. 

No, he didn’t have it, he must 
have misunderstood Mr. “Green” 
on the telephone. I remarked that 
I was sorry he didn’t have the 
doorknob. 

“Well, I’m sorry, too,” said 
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pairs as an afterthought, just be- 
cause he sees them displayed. 
Housewives often buy pairs for 
themselves or their husbands, too. 

“This is one of the best display 
ideas we have for small extra 
sales,” says Mr. Westlund. 

A panel board display is also 
used in the electrical goods depart- 
ment to show the smaller types of 
electrical fixtures, especially the 
bathroom and outdoor types. This 





display board is at eye level and 
helps the store sell considerable 
merchandise of this type. 

The larger and more expensive 
lighting fixtures are shown from a 
ceiling display board directly over- 
head. The location of these two 
boards instantly brings interested 
homeowners over to this section 
when they enter the store. 

The tool department at Eleventh 
Street Hardware contains an excel- 
lent selection of both hand and 
power tool items. The store does a 
considerable business on the line 
to both carpenters and homeown- 
ers and also to factory workers 
who like to have home work shops 
in their basements for spare time 
work. 

“There are many of our cus- 
tomers who are very handy and 
like to install their own lighting 
fixtures, paint their own homes and 
make many mechanical repairs,” 
says Mr. Westlund. “Our stocks 
enable us to take care of such cus- 
tomers and at the same time, we 
can also serve the carpenter and 
contractor very well. We also carry 
enough steel goods, seeds, ferti- 
lizer and similar items to appeal to 
the farm trade and to gardeners. 
Such a stock arrangement helps us 
to do a good all-year around busi- 


ness.” 


Customer—and How He Was Won 


(Continued from page 100) 


“Maroon,” looking at his watch. 
“I always close the store here at 
six o’clock, and it’s five minutes 
past, now. I have to drive quite 
a ways to get home, and a fel- 
low’s tired after being in a store 
since 8 o’clock in the morning!” 

“Well, then, I’m sorry that I 
kept you,” I answered. “I’ve just 
moved into town, and I'll be very 
careful not to bother you any 
more.” And I walked off. 

But one alert to opportunity; 
pleasant and cordial; anxious for 
my business; eager to go out of 
his way to help me get what [ 
wanted. 

So Mr. “Green” got my hard- 
ware business—all of it, and my 
first two month’s bills were more 
than a hundred dollars. He shows 
my wife new items and makes 
practical suggestions. When he 
found he couldn’t sell us a dish- 





washer, he immediately offered a 
case of the special compound 
needed for the one we had. 

We like to go into this pleasant 
store—not too modernly fixtured, 
but staffed by courteous, capable 
employes. When we want some- 
thing “Green” hasn’t got, he is 
profusely apologetic—and gets it 
overnight. If he doesn’t hold up 
the average of our purchases 
throughout the year, it won’t be 
due to lack of effort on his part! 

I walk past the other hardware 
dealers quite frequently. But I 
don’t go in and buy. 

Today, tomorrow, or one day 
next week, a stranger will walk 
into your store. One new cus- 
tomer, possibly a new Home owner 
in your city. You can make him 
your customer—or you can lose 
him forever. 


What will you do? 
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Unveiled at the winter markets in Chicago and 
San Francisco—the a// new Westinghouse Electric 
Ranges combine performance, salability and de- 
sign to tag them a standout success in ’49... 

With features to plug, like the new Super-Size 
Miracle Oven . . . Simplified Cooking Controls 
“out of the Steam Zone” ... mew Surface Cooking 








Capacity—it’s no wonder Westinghouse retailers 
are profit happy! Westinghouse maintains this 
sales momentum with hard-hitting advertising 
across the board—in national magazines, key city 
newspapers and over the air... And at the point 
of sale—there’s a finer, new DiaMAGIC Display 


” 


that “Stops ’em, Tells ’em, Sells ’em”. 


WESTINGHOUSE ELECTRIC CORPORATION ° Appliance Division * Mansfield, Ohio 
TUNE IN...Ted Malone, every day, Monday through Friday, ABC Network. 


YOU CAN BE 
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In the foreground 
are shown fireplace 
fixtures while the 
housewares and gift 
departments are in 
the background. The 
wall of the house- 
wares section is a 
light green shade. 


O 


Arrangement and Color 


Every department in the new Dallman Hardware 
store has a different colored background that 
catches the eye and emphasizes the merchandise 
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Wren Glenn Dall- 


man opened his new store at 
Beloit, Wis., last spring, after hav- 
ing been in a smaller store loca- 
tion for nine years, customers in 
that city of 26,000 took a look at 
the new establishment, noted many 
new features and liked what they 
saw. 

Annual volume has climbed 
steadily since the reopening, with 
January 1949 showing a satisfac- 
tory increase over business a year 
ago. 

For many years while planning 
his new store, Mr. Dallman 
studied every angle of new hard- 
ware store planning. He also made 
investigations into other fields, 


The store windows, 1112 ft. high, 
introduce an abundance of light 
into the interior of the store. 
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The section devoted 
to gifts is large and 
shows an extensive 
range of merchan- 
dise. The housewares 
section is at the 
right and features a 
variety of articles 
for women. 


Help New Store to ‘Click’ 


especially department store retail- 
ing and its use of color to aid 
sales. And when he purchased a 
larger store building, a few doors 
south from his original store, and 
hegan to remodel it, he put his 
new ideas into effect. 

It can safely be said that the 
store has the highest display win- 
dows in the retail district of Beloit. 
The visual front has glass windows 
which are 11% ft. high and only 
6 in. above floor level. This is 
from 1 to 114 ft. higher than glass 
windows in nearby store fronts. 
The additional amount of window 
height not only gives the front a 
modern, attractive appearance, but 
it also admits much more light 
into the store during daylight 


View of the center display section 
of the store. Note how the fixtures 
conceal the pillars. 
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hours, and thus makes it more 
alluring to shoppers. 

The store front is 44 ft. wide 
and the depth of the establishment 
is 110 ft. Because it is comprised 


of a floor area formerly occupied 
by two stores, there is necessarily 
a supporting row of pillars down 
the center. These pillars presented 
a store arrangement problem, but 
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Light yellow is the shade of the wall behind hand and power tools. 


Mr. Dallman solved the situation 
effectively after much study and 
experimentation. 

In the first place. he drew a floor 
plan which called for the construc- 
tion of special floor fixtures which 
would utilize the floor space to 
best advantage. lure traffic through 
the entire length of the store, and 
at the same time. incorporate the 
pillars into a display area in a 
harmonious fashion. 

By building display tables which 


measure 5 by 8 ft. in some in- 


stances. and 5 by 5 ft. in others. 
Mr. Dallman is able to have three 
rows of display tables across a 44- 
ft. front. instead of two rows. He 
says that he has been able’to give 
his store a more harmonious ap- 
pearance and show more merchan- 
dise with these special fixtures. 
For example, on the center row 
of display tables, he has built 5 by 
5-ft. fixtures around each of three 
supporting pillars. Between each 


5 by 5-ft. fixture in the center 


aisle. there is a 5 by 8-ft. fixture. 


end on end which gives a display 
area in the center of no more than 
5 ft. wide all along the store 
length. The effect it creates is de- 
cidedly pleasing. 

On the other aisles of the store 
5 by 8 and 5 by 5-ft. display cases 
are used to give an attractive over- 
all store appearance. 

Under Mr. Dallman’s 
plan, there are no aisles which go 
all the way across the store. The 
center display area has its own 
crossover aisles. and he thinks this 
arrangement helps, rather than 
hinders, the customers in making 


layout 


additional purchases. No customer 
has ever complained about inabil- 
ity to walk directly across the 
store width. although she can do 
so by going around a 5 by 5-ft. 
display area. 

“For 
those three center pillars, this is 
the best arrangement we have dis- 
covered so far.” says Mr. Dallman. 
“We are very happy about the 
area it has 


our type of store, with 


additional display 
viven us.” 

Four strips of continuous flu- 
orescent lighting helps to give a 
daylight appearance at all times. 

Another and perhaps one of the 
most striking features about this 
new store is the owner's use of 


(Continued on pige 136) 


At the right is the sporting goods department with walls of dusky pink. 
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With 36 gallons of MultiTint Paints, 
you can give the same service that would 
require 1,296 gallons of ordinary paint! 
You stock MultiTint Paints in whites 
only...in nine basic finishes...a product 
for every purpose...House Paint & Primer, 
Flat Wall Finish, Interior Gloss Finish, 
Semi-Gloss Finish, Quick-Drying Enamel, 
Brick & Stucco Paint, Porch & Floor 
Enamel, Wall Primer-Sealer and 
Enamel Undercoat. 


From 1 gallon of MultiTint White you 

can produce any of 36 colors 

in just 60 seconds. Color 

accuracy and uniformity are “TINTO" 
guaranteed, and there’s no oye / 08 bE 
charge to you or your cus- 

tomer for the precision- hs 
made MultiTint colors. 
MultiTint’s fine quality in- 


~* 


— 
‘ 


gredients, longer wear and Qs — Uh 


greater color permanence mean 
more customer satisfaction. Ne 
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With just four gallons of white in each 
of nine products, you can sell four gal- 
lons of each finish in a choice of 36 colors! 
For equal service with ordinary paints, 
you'd need four gallons in each of 36 
colors in ail nine finishes ...a total of 
1,296 gallons. 


Think of the savings in merchandise 
investment and space costs. What's 
more,turnover possibilities are 36 times 
greater than ever before. 


Carry LESS paint... make 

MORE money... with Multi- 

Tint! For greater sales and 

greater profits, act now to 

learn more about MultiTint 

"¢ and what the MultiTint 
franchise offers you. 
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Jobbers! Dealers! 
Write Today for 
Full Details 
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Aerial view of the Lucas plant at Gibbsboro, N. J. 





100 Years of Paint Pioneering 


N MARCH of this year, John 

Lucas & Co., Inc., 1617 Penn- 

sylvania Blvd., Philadelphia 3, 
Pa., began the celebration of the 
one-hundredth anniversary of its 
founding by John Lucas, who 
shortly after coming to America 
from England organized the busi- 
ness which bears his name and 
which has grown to be one of the 
great paint and varnish produc- 
ers of the world. 

Among today’s estimated 1,300 
paint manufacturers, the Lucas 
company is eleventh in line of 
establishment and ranks twelfth in 
the paint industry in terms of 
sales volume and distribution. A 
closely knit, progressive organi- 
zation, it offers a complete line of 
finishes which include industrial, 
marine and automotive paints as 
well as all trade sales and master 
painter products. 

Modern headquarter sales offices 
are located in Philadelphia and 
one of the newest and most efli- 
cient production plants is in op- 
eration at Gibbshoro, N. J. Divi- 
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Paint company founded by John Lucas in March, 1849, 
ranks eleventh in line of establishment and twelfth 
in the industry in terms of sales and distribution 


sion headquarter officers in New 
York, Boston, Chicago, Atlanta 
and Philadelphia are supported by 
other branches ,in principal cities 
while the export department main- 


tains its headquarters in New York 
City. 

But that is way ahead of our 
story. In March, 1849, when John 
Lucas commenced business in 





The original Lucas plant at Gibbsboro, an old grist mill. 
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JOHN LUCAS 


Founder of John Lucas 
& Co., Philadelphia, Pa. 


Philadelphia as an importer of 
white lead, paints and colors and 
the raw materials used in their 
manufacture, a few miles of ex- 
perimental railroad track were be- 
ing laid. Texas was an indepen- 
dent republic and it was still un- 
decided whether that portion of 
the United States lying west of 
the Rocky Mountains should be- 
long to the United States or to 
Great Britain. The factory sys- 
tem of production was in its in- 
fancy at that time. 

Mr. Lucas, shortly after start- 
ing in business, engaged in the 
manufacture of dry colors in a 
plant on the bank of Silver Lake 
where the well-equipped factory 
at Gibbsboro, N. J.. is now lo- 
cated. The site of several hundred 
acres was chosen after careful 
survey of all posible locations in 
the greater Philadelphia area. The 


LLOYD F. COLLISTER 


Company Vice-President 
and General Manager 


lake contained the purest of water, 
entirely free of lime and iron 
salts, which at that time was ab- 
solutely necessary for producing 
unchangeable colors. The com- 
pany was originally housed in 
what was an old grist mill and 
the frame of the original mill 
wheel erected in 1732 still remains 
as part of the foundation of one 
of the company’s warehouse build- 
ings. 

In 1852 John Lucas was joined 
by his father-in-law, James Fos- 
ter. who was succeeded in 1857 
by William H. Lucas. a brother 
of the founder, who withdrew 
from the firm in 1878. The busi- 
ness was then continued by John 
Lucas under the name of John 
Lucas & Co. 

During the company’s early 
years, in the 1850's, colors-in-oil 
were just becoming popular, along 





Part of the new equipment installed about a year ago in the plant. 
Here on the third floor the vehicle and pigment goes into the mixing vat. 
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Glance of the Eye 


UTILITY 


Fast selling items every- 
body wants—items that 
represent unmatched 
value! Super strong— ; Z| 
super smooth! Precision f 
cast for unexcelled im- 
pact and tensile strength. 
Handsomely finished in 
ebony, bright zinc, or 
cadmium, brass or 
chrome. Attractively 
shelf-packaged for fast 
identification. Write for 
catalog of complete line 
— ask your jobber to 
show you these money- 
making items. 


HALL-WESSEL CO. 
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True lemver is TOPS in Shovels 








EXAMPLE—The True Temper Dynamic. Blade, shank 

and socket forged in one piece from a bar of steel—eliminates 
all weak spots—greatly lengthens service life. Tab end socket 
an equally improved method of fitting shovel handle. 

Users who know shovel costs—railroads and contractors— 
insist on True Temper shovel construction. The True Temper 
Solid Shank shovel gives same advantages. Both these super 
shovel values nationally advertised, directing consumers 

to see and buy in their home town hardware stores. 
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The next step is the grind- 
ing process as shown above. 


with white lead and oil and it 
wasn't until about 1867 that pre- 
pared paint was introduced. Up 
until that time, paste paints repre- 
sented the most advanced offering 
of the industry. 

John Lucas soon learned that 
one of the paramount require- 
ments of the painters of that day 
was a reliable green paint, heavier 
in body, more permanent, lighter 
and brighter in color, and at the 
same time containing none of the 
poisonous qualities always present 
in arsenical or Paris greens. Af- 
ter a long series of experiments. 
he succeeded in producing the 
then celebrated Swiss and imperial 
French greens which revolution- 
ized the production of those col- 
ors. Success in developing these 
greens was followed with yellows. 


vermilions, Chinese, Prussian and 
laundry blues. 

John Lucas is also credited with 
introducing the English system of 
color grinding by which the dan- 
ger of overheating was eliminated. 
In 1872, he obtained a patent for 
preparing the then well-known 
“Original Pure Linseed Oil Liquid 
Paints.” To John Lucas also goes 
the honor of producing the first 
prepared pure linseed oil house 
paint in America. 

In a book entitled. “The Paint 
Industry,” George B. Heckle said 
in part of John Lucas and his 
company. “At the very foundation 
of all modern altruistic movements 
lies the incontrovertible proposi- 
tion that what benefits a com- 
munity — and, in a large sense, 
humanity—benefits the individual. 
Therefore. for the manufacturer 
to improve the condition and en- 
large the opportunities of his em- 
ployees is to benefit himself in 
various ways. 

“John Lucas did all of these 
things. He turned the wilder- 
ness and swamps of Gibbsboro 
into a small country paradise. 
helped those of his employees who 
would, to acquire holdings and 
homes of which they might be 
proud, provided the means for 
recreation, entertainment and im- 
provement and in every way car- 
ried out the best traditions of the 
best English squires.” 

The location of the Lucas plant 
in Gibbsboro helped to develop a 
kind of family association where 
fathers, sons and grandsons carry 
on the paint-making traditions of 
their elders. Practically everyone 





Here the paint is put into containers. 
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True JEMPER 


THE §§ STAR LINE 





1. HATCHETS: 


Dynamic, power centered design (patented). 
The Tommy Axe (illustrated) combines utility 
of heavy hatchet, light axe, powerful driving 
tool. Its forged claws make it unequalled as 
a ripper. Users seek such outstanding value 
Display it and profit. 


HAMMERS: Dynamic design (patented) 

2 steps up driving power and pulling 
leverage. 

AXES: Perfect and Flint Edge. User pre- 
ferred the world around. 

4 SHOVELS: Solid Shank and Dynamic 
Forged Socket . . . blade, shank and socket 
forged in one piece. 

STEEL GOODS: Value leaders for more 
than 100 years. Fire-Hardened handles 
add extra utility. 


= AND BAITS: The Rod of Champions 
6.. The Lure of Experts. 


HEDGE AND PRUNING SHEARS: Designed 
7 and built by experts for vastly improved 
efficiency. 


GRASS CUTTING TOOLS: Complete line 
Sot 4... uality tools produced by modern 
methods on modern equipment. 


THE AMERICAN FORK & HOE COMPANY + CLEVELAND 15, OMI0 


Fine Tools ~ Fithing Rod 
Gols Shafi 








TEMPER 
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CHeck LisT 


ALL ALUMINUM 
Frameless Tension Screen 


Here is a new Keystone product your 
customers will like . . . snug fitting 
frameless full length screens that cost 
considerably less, complete, than or- 
dinary screening and frame. Easy to 
install, store and handle, weatherproof 
and neat, these features will assure fast 
turnover. Get prices and discounts on 
Keystone Frameless Tension Screens 





















today. 









i i d cloth has aes 
e Sun-Vita plastic coated cl Ve 
to strength mere it is ae i / Y 
i cr ° 
with fine mesh galvanize basil ive 
Unsurpassed for temporary e eos re 
old frames, poultry houses an he 
ponte Prete and home use. Ask for details -\ { 
on this profitable new Sun-Vita! 
























‘METAL INSEC NING | 
METAL INSECT SCREE 
Alclad Aluminum Brouge—Galuantzed 


. ffer 
i ¢ screening you can © 
With Keystone metal , commie materials famous 


the highest quality in ; ee tn 
for their flexibility and eo Oe oad 
meshes with either 
alclad aluminum, 
bronze or galvanized 


| wire. 










KEYSTONE WIRE CLOTH CO., Hanover Pa. 
Yes, send me complete details, prices and dis- 
counts on the following. 
& Keystone Frameless Tension Screens 
Se at Sun-Vita plastic coated wire rein- 





‘orced clot 


——meE_—_,: KEYSTONE 

mmm §~WVIRE CLOTH CO. 

SP ilkiswekksnsececs iticnseniaccad HANOVER, PENN. 
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|in Gibbsboro works at the plant 
which is the town’s sole enter. 
prise. Most of the homes were 
originally built with company 
funds, although employees have 
since been encouraged and helped 
to buy them. 

The death of John Lucas oc- 
curred on August 7, 1901 after 
which the business was continued 
by his brother, William H. Lucas 
and Albert Lucas, a son, who op- 
erated the organization under a 
declaration of trust. With the 
death of Albert Lucas in 1906, 
William H. Lucas became the sur- 
viving trustee. But his death oc- 
curred in July of the same year 
and under a provision in the will 
of the founder, William E. Lucas 
and H. Spencer Lucas, sons of 
John Lucas, became the successor 
trustees, 








Business Expanded 


As early as 1900 the Lucas busi- 
ness had expanded throughout the 
middle west and was producing 
a full line of trade sales, marine 
and industrial finishes in addition 
to carrying on an extensive ex- 
port business. In the course of 
events, other companies were ab- 
sorbed and added to the Lucas 
orbit; production facilities con- 
tinuously enlarged and improved; 
technical skills developed, and a 
very aggressive sales promotion 
department set in operation. 
Upon the death of H. Spencer 
Lucas in 1909, William Lucas be- 
came the sole surviving trustee 
and in that capacity he sold the 
assets of the company in 1912 to 
John Lucas & Co., Inc., a corpora- 
tion of which William E. Lucas 
was president until his death in 
1913. Joseph W. Lucas then be- 
came president and held that office 
until 1922 when he*was elected 
chairman of the board of trustees 
and Ernest T. Trigg was elected 
president. Mr. Trigg had been 
general manager since 1908 and 
vice-president and general mana- 
ger since 1912. 

Today A. W. Steudel is presi- 
dent of the company and Lloyd F. 
Collister is vice-president and gen- 
eral manager. 

The company’s association with 
the seven Allied Paint Companies 
has given it raw material, research 
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and distribution advantages with- 
out interfering with its indepen- 
dent position as a competitor in 
the field. “Kem-Tone” and “Kem- 
Glo” are the only paint products 
produced and distributed in com- 
mon by the several allied compa- 
nies. 


Forecast Adequate Farm 
Equipment Stocks in ‘49 


Vanishing gray market in steel may 
result in some price reductions. 


Washington Bureau 
of Hardware Age 


OST hardware and farm im- 
plement dealers will be able 
to obtain delivery of adequate 
stocks of agricultural equipment to 
offer their customers before the 
end of 1949. Possible exceptions 
may be some of the larger machin- 
ery items such as three-plow trac- 
tors, combines and _ harvesters, 
pick-up balers and a few others. 
This outlook is indicated by a 
recent survey of farm equipment 
makers by the Office of Domestic 
Commerce. Iron and steel supplies 
are getting more plentiful as the 
year advances and the industry 
sees no reason why it should not 
get the probable 1,800,000 tons it 
expects to consume. 

With the overall demand for its 
products holding firm, at present 
the industry foresees no need for 
cut-backs in production except 
perhaps in a few individual items. 
Production is running at about 
three times that of the prewar level 
or about $2 billion. This level is 
expected to be maintained through- 
out the year. 

It is a reasonable assumption, 
too, that the year may see some 
price reductions in the lines which 
are no longer in short supply. But 
any such price cuts are not likely 
to be drastic because of the con- 
tinuing high labor and materials 
costs. 

It is reliably estimated that last 
year alone the industry had to pur- 
chase more than 300.000 tons or 
about 17 per cent of its total steel 
consumption in conversion deals 
or on the gray market. 

Although postwar backlogs for 
some items have been wiped from 
the slate and the market is soften- 
ing for others, a sustained demand 
for major items of farm machinery 
still props the market. 
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Sun Ray Layer Built Pads may be 
used to the last layer. Use one 
surface, fold back this layer and 
you have a new, fresh surface. 
Every square inch can be used. 


From Sun Ray’s un- 
surpassed line of steel 
wool, the right grade 
can be picked for any 
particular need— 
from extra coarse to 
super fine. But every 
grade has only one 
quality—the highest. 








You can cash in throughout the year on SUN RAY Steel Wool 
products. The longer, stronger strands are graded and cut with 
scientific precision and do not crumble or break up. Fine craftsmen 
and good housekeepers everywhere, choose and use SUN RAY 
products and pronounce them consistently high quality. 


IMPROVED Sun Ray Woolers are 
standard accessories for disc type 
floor machines, which keep floors 
safer, cleaner and more beautiful 
in thousands of buildings. The 
radial strands work faster and 
better. 
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The Williams Company 


JEX Steel Fibre scouring pads 
are known to millions as speedy, 
handy kitchen and house serv- 
ants. They are so economical they 
can bé “used a day and then 
thrown away.” 


Cutams ‘SCOURS POLISHES 


Nera 


@®@eee2e7e1e#3es?3s°e 


London, Ohio 


Without obligation, please send complete information on SUN RAY Steel Wool Products. 


NAME 


COMPANY _— 


ADDRESS _ 





CITY = 








HA-149 


Wis homeowners 


in Hackensack, N. J., and within 
25 miles of that city receive “Ro- 
maine’s Annual Garden Guide,” 
they are not surprised. Instead 
they quickly and thoroughly per- 
use it for hints on the latest scien- 
tific knowledge as to growth and 
protection of lawns, gardens, 
shrubs, and plants. Those who get 
the “Guide,” the 1949 edition of 
which went to 30,000 homes, know 
that each edition is right up to date 
as to its facts, suggestions and 
warnings and that a wide variety 
of warm weather lines—in addi- 
tion to lawn and garden goods— 
will be shown, and fully described 
as to use, price, etc. 

Actually “Romaine’s Annual 
Garden Guide” was first issued in 
mimeograph form about 15 years 
ago and has been a printed peri- 
odical for the past 10 years. Floyd 
H. Winters, assistant secretary of 
Romaine Hardware Co., Inc., 158 
Main St., Hackensack, N. J., a city 
of about 30,000 population, points 
out that the guide is authoritative 
in all respects. 


Give Correct Information 


“We are in a position to give 
correct information to take care 
of those needing advice on lawn 
and garden care,” says Mr. Win- 
ters, “The ‘Annual Garden Guide’ 
is a condensation of all the latest 
scientific data on garden, lawn, 
shrub and plant growth, control 
and care that we can obtain from 
numerous sources. Within a day 
of the catalog’s mailing we receive 
*phone calls, mail order requests 
and visitors. And people retain 
our catalogs for a long time, some 
even visiting the store with cata- 
logs issued as long as two years 
ago, to inquire about lines or in- 
formation previously published. 
We use no stock catalogs, pre- 


126 


They Hit the Mail With 30,000 
Catalogs on Spring Lines 


Main, phone and personal visits result 
from "'Romaine's Annual Garden Guide" 
which pulls business from miles around 


paring our own information both 
for the ‘Spring Guide’ and for our 
other semi-annual catalog of 
Christmas goods.” 

The catalog—the 1949 issue was 
a 24-page edition—is 6 by 9 in., 
replete with illustrations of mer- 
chandise, data as to prices, use, 
packaging, etc. Most of the draw- 
ings and photos from which the 
illustrations are made are made 
to order for Romaine’s, including 
the front cover of the 1949 edition 
shown in these pages. Typical of 
the use data in this catalog is this 


description of “Hardware Ashes.” 
The “Guide” states that this ma- 
terial is, “A valuable source of 
potash. Also contains some cal- 
cium oxides, which tend to neu- 
tralize acid soils. Apply well in 
advance of planting. and do not 
mix directly with manures.” The 
price of the material is indicated 
below. 


Distribution Increases 
The distribution of the “Guide” 
increases each year and its effec- 
tiveness as well. Telephone books 





f 
\f 
1 


Front cover of 
this year's 24- 
page guide, the 
illustration, sug- } 
gesting a farmer i 


| Romaine’s | 
ANNUAL GARDEN GUIDE 





1949 EDITION 





at work, on his i 
crops, having } 
been drawn to the | 
store's specifica- 1 
tions. H 

i 

i 

0 O i 


Established 1906 





Approved Methods of 
PLANTING @ FERTILIZING ¢ MAINTAINING 
Lawns @ Flowers @ Vegetables @ Trees @ Shrubs 


ROMAINE HARDWARE CO., Inc. | 
I58 MAIN STREET | 


HACKENSACK, NEW JERSEY 








Telephone Hackensack 2-2706 
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ELECTRICIAN 


—_——\_ THE FAMOUS LAMSON, &7EED MERKCA 


10 on giputor \ @ Sure you give your customers service —and plenty of it. 
WARE qT But imagine the convenience of letting them wait on themselves for odd 
D speEP | bolts, nuts and screws. It’s a rare customer who knows the exact type 








gonors \o ni For and size of bolt he needs. He can find it much quicker by looking over 
ys, tHe a - poe h wat \ the complete selection in a Lamson SPEED MERCHANT. 
acti same sinc? - yctio" \ Meanwhile you can wait on other customers and your selling cost on the 
ie frst . WANT PP aut the \ bolts (or nuts) is practically zero! 
= spe? sepPe® a pee" \ Yes, the Lamson SPEED MERCHANT makes sales for you without service— 
— pos BOM Las OM st YO" get \ saves your time and adds to the profits of your fastener business. 
_ we 3¥9 a ' Better check with your jobber ow and order a self-service Lamson 
grents 8 er 10 OO SPEED MERCHANT. 
bs your © 


THE LAMSON & SESSIONS COMPANY 


General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
nc. Plants at Cleveland and Kent, Ohio @ Birmingham ¢ Chicago 


— LAMSON & SESSIONS — 


FASTENERS OF QUALITY 





firtener Actes Lead ta Aales 












































for miles around are combed {y 
addresses on the particular strec 
and blocks Romaine’s wish ,, 
reach with its “Guide.” Shortly |y 
fore this year’s edition was mailed 
a staff dinner meeting was hel; 
Mr. Winters giving a sales talk | 


, lll 10 of the store’s sales staff, 0») 
those who actually sell garden a 
' f} Jawn goods remaining for the tal, 
2 | In the words of Mr. Winter. thf 





talk was given to those, “In the ga 
den department, and engaged 
selling (to give) out information 














Dealers everywhere report unprecedented vol- | garding the propagation of plan 
pa. and the control of insects and dis 
4 ; ume sales of the DU-FAST SANDER AND POLISHER eases.” At that meeting the firs 1 


... the new, increasingly popular OSCILLATING | of a series of talks on the subje 


was presented. “We feel that hay. 

attachment for Black & Decker’s HOME-UTIL- | ing a knowledge of the subje 
~ , , | and having our salesmen train 

ITY 14" Electric Drill. | to give oa aliases informatica 
That's because DU-FAST gives | and advice, has been largely 1! 

. | reason for our volume of sprin: 

customers the means for quick, | garden business . . . our sprin 

easy, fine finishing in the home .. . | catalog . . . not only contains th 


é : | materials we wish to sell, but 
in the shop .. . on the job . | large part of it is devoted to ix 


The DU-FAST OSCILLATING Sander | formation, giving the customer : 
and Polisher can also be attached | endl i i the book 

oe et, rather than throwing it away. 
to the HOME UTILITY 5” Disc says Mr. Winters. 
Sander-Polisher. | 


THE DU-FAST SANDER AND Statements Non-Technic7! 
POLISHER RETAILS AT ONLY In his address to his associate: 


$f 95 | Mr. Winters made his statement 


as non-technical as possible, hase’ 





on his extensive studies of agri 


i 


~ a ee culture and related subjects. For 
Wh = ‘ | SSAA | example, one portion of his ad 
HERE ARE WHAT aN HERE ARE WHAT | dress stated, “Fertilizer is plan 
CUSTOMERS WANT ayy THEY GET WITH DU-FAST | food. It may be in the form oi 
» SAFETY | Ae yd » bend throw | oe = re ae a 
* LIGHT WEIGHT “Attached and. detached in a jiffy | | Principal elements may be fros 
* EASE OF USE Durable—nothing to get out of order | organic sources. In whatever form. 
! — | “aie satard et anda ee: | | it is the staff of life to a plant. As 
* ECONOMY “corners, arcund mouldings, and on | | a human body needs food at regu: 
| 


flat, curved or irregular surfaces. 


* VERSATILITY | lar intervals, as an automobil 


one a SS | 





| needs gasoline, so does a plant re- 





IMPORTANT! DU-FAST is a two-way ticket to more sales and double quire the elements contained . 
profits! Dealers say DU-FAST spurs sales of their HOME UTILITY 4” fertilizers, in order to grow ait! 
drill... . NEW USERS BUY BOTH THE DRILL AND THE ATTACHMENT... produce flowers, vegetables 0! 
OLD USERS EVERYWHERE BUY DU-FAST. fruit. Plants use up these element: 

Get in on the DU-FAST profit train now. Ask your B & D HOME-UTILITY and they must be replaced regu: 


DISTRIBUTOR for information . . . it will pay you well! 
* PAT. APPLIED FOR 


larly.” From this point on he out 
lined the elements needed, thei! 
functions and portions of the 
“Guide” that contained data on the 
subject. 

The combination of staff lecture 
and catalog distribution helps Re 














Sold only through 
Distributors of BLACK & 
DECKER, Home Utility 
Tools. 
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LAWN AND GARDEN 


FURNITURE 





FOLDING 
CHAIRS 


—_—= 


t Wood frame, 
- 
H 


canvas seat 





and back 
or 

all wood 

(folds in one 


motion) 


With or without 
canopy and foot 
rest. 


Folding canvas deck chairs 


Attractive stripes, with varnished frame 
Solid colors, with white enameled frame 
Self adjusting. 

GARDEN UMBRELLAS 
In Gay Patterns 

HAMMOCKS 
Sturdy and comfortable in attractive 
stripes or solid colors. Also Stands. 
coTs . 

Folding Army cots, hardwood frame, cov 
ered with heavy tan canvas. 

ARBORS — TRELLIS 
GARDEN FENCE 
Painted gloss white 

Sizes 12”x48" 24”x96 
18°x72" 36" x96" 


$9.98 up 


HASSOCKS 
Very well made. 


A large assort- 


ment of shapes 


and colors. 













CHAIR ROCKER 
$5.98 $6.50 
Green or Red, white trim 

TABLES 
Green or Red 
white trim 













20” high x 18” top 
$4.19 

25” high x 24” top 
$6.50 


ADIRONDACK 
CHAIRS 
$7.50 
PRISCILLA 
HOOP 
CHAIRS 
$10.95 
TABLE AND 
BENCH SETS 































Made of f . 
Redwood * = 7 WR 
or Fir -.G \) si? 
“Rugged ‘ \ zy 
construction” a 





158 MAIN STREET, 





HACKENSACK, 


NEW JERSEY 
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Typical page of the catalog, including price and 


maine’s really “go to town” in the 
distribution of lawn and garden 
goods and a wide variety of other 
warm weather merchandise. As to 
the cost of producing and dis- 
tributing the “Guide” Mr. Winters 


other complete data. 


states that it is issued yearly in 
improved form and yet its issu- 
ance does not prevent the firm 
from keeping well within its ad- 
vertising budget of 14% to 2 per 
cent of gross sales. 


Wages and Prices 


HE extent to which businesses 

are able to determine their sell- 
ing prices and to which labor or- 
ganizations are able to determine 
their wage rates seriously affect 
economic stability. 

Is continued high employment 
possible with a continuous upward 
pressure of prices and wage rates? 
Will periodic waves of wage and 
price advances set off general 
waves of inflation? Will rigidity 
of wage rate and prices cause de- 
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pression and accompanying unem- 
ployment? 

Answers to these questions will 
depend in part upon government 
policy in setting limits to the con- 
centration of organized power in 
labor and business. and in part on 
the policies of labor and business 
organizations in using such power 
as they may have. Three studies 
being made by the Committee for 
Economic Development deal with 
various aspects of this problem. 




































































































America’s fastest 
selling blades 


A recent impartial survey, con- 
ducted by a leading national 
magazine*, revealed an over- 
whelming preference for Star 
Hack Saw Blades. Popularity 
alone is a good reason to stock 
the complete Star line of blades 
and frames. Add the extra selling 
aids Star gives you and you build 
extra sales, plus good will. For 
instance, Star gives you these two 
handy references on selection, use 
and care of hack saws...“Metal 
Cutting”, a booklet for pocket or 
tool kit... The Star Wall Chart 
for workshop wall. Supplies of 
both are free for 

the asking. 


*Name on request. 


CLEMSO 


BROS., INC. 
Middletown, N. Y 


Makers of hand and power hack saw biades, frames, 
band saw blades and the Clemson Lawn Machine. 
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They Build Good Will—It Builds Greater Volume 


(Continued from page 104) 


sale, including a working model 
kitchen and radio and television 
demonstration units. 

The hardware store, which re- 
placed a service station with a 
small stock of hardware and re: 
lated lines located in various parts 
of the premises, was first occupied 
late in 1946. With very few fix: 
tures on hand, at that time, the 
firm placed a big stock of toys on 
display, advertised them over the 
radio and by newspaper, and thus 
attracted attention. It sold more 
than $6,500 of toys and other 
playthings. When the _ interior 
was completely fixtured and sam- 
pled early in 1947, the people of 
Elkton and communities as far 
away as 20 miles knew about it 
and watched its progress. Fixtures 
and interior layout were provided 
by the Pennsylvania and Atlantic 
Seaboard Hardware Association. 
Walls of the store are light green 
and the insulated ceiling, with its 
modern fluorescent lighting of 
high intensity, adds to the attrac- 
tiveness of the display room. 

In the words of Harry L. Croak. 
president of the company, “Our 
entire slore is a show window, and 
floodlights in the windows keep 
the front of the store brightly 
lighted until turned off at 10:00 
by a time switch. This helps at- 
tract attention to the store after it 
is closed for business.” The store 
is open from 7:30 in the morning 
until 5:30 p.m. The firm also 
operates a smaller branch store in 
North East, Md., a smaller com- 
munity. 

About 15 per cent of the store’s 
present volume is in gas, electric 
and oil appliances for town and 
farm homes. Although many sales 
are made for cash, time payment 
plans are offered and these are 
financed by local banks. A com- 
plete kitchen setup is in the front 
of the store where it may be easily 
seen from the street. Television 
sales are growing and there are 
constant store demonstrations. 

Considerable good will for the 
firm, having value both for pub- 
licity purposes and ultimate sales, 
has been attained by meetings and 
demonstrations held in the store. 
The store has played host to Uni- 
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versity of Maryland Extensioa 


‘ Division meetings and to women’s 


club leaders from all parts of the 
county, before whom it has pre- 
sented demonstrations of various 
home and farm needs. It has also 
obtained speakers for meetings 
over a wide area for groups of 


this type. Appliances have been 
loaned for high school home eco- 
nomics meetings and for women’s 
club gatherings not held in the 
store. 

Other demonstrations that have 
helped build traffic and sales right 
in the store have included welding 
demonstrations, featuring portable 
welding equipment offered by the 


Elkton Supply Co. 





Operates Two Stores More Efficiently Than One 


(Continued from page 100) 


for many of these people to return 
to the store, time after time, and 
make purchases that total $20 and 
$25. It seems to me that 75 cents 
is little enough to pay for this type 
of advertising. which brings almost 
certain results in the majority of 
cases.” 

The Brook-Pearl Shopping Cen- 
ter is located on three heavily- 
traveled highways and there is 
parking space for 1600 cars, most 
of it in front of the stores which 
were opened about two years ago. 
\ huge department store. which 
will be erected next to the shopping 
center will serve to increase the 
drawing power of the development. 

The new hardware store does 
approximately 50 per cent of its 
trade on Fridays and Saturdays. 
The store has three regular em- 
ployees and two schoolboys who 


keep the stock in shape and help 
sell for a couple of hours, on Mon- 
day through Friday, and on Satur- 
day the staff is increased to eight. 
Since the trade is heavy on Satur- 
day it is an easy matter to get the 
extra sales help for that day. 

The store has to make practical- 
ly no deliveries, and in fact most 
people do not even want to have 
their purchases wrapped, as they 
take them out of the store and put 
them into their cars. This speeds 
selling considerably. 

The store is 30 ft. wide and 140 
ft. deep. Forty feet in the rear is 
used as a stockroom. 

Most of the store fixtures were 
made by the W. C. Heller Co.. 
Montpelier, Ohio. Nine of the cen- 
ter island tables were built from 
plywood. to the design of the 


While most of the store fixtures are factory-built, a row of 
center island tables were built by a local carpenter. This 
mass display sells plenty of brushes and sundries. 
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act most Electrimmer sets the pace... 
to have ; ich 
St, fpelrimmer merchandising in quality ...in merchandising support...in volume! 
and put port means dollars to you! 
s speeds e Everything’s ready for the biggest season ever on Electrimmer 
ip Wats, f acl , , / ae ; 
1140 big Hatlonat ... America’s leading electric hedge trimmer. Everything’s ready to bring you 
an oe ; . 
: eee te Aduertising! bigger-than-ever sales . . . bigger-than-ever profits! 
000,000 Electrimmer big J 7 . . 3 ‘ 
aoe Riieens....deetthes e Big Electrimmer ads are already appearing in leading magazines .. . 
re ting magazines . . . pre- where your best customers will read them. Colorful, sales-making displays are ready 
the cen- ee een en for your store . . . to show those customers you have Electrimmer for 
gars you! Cash in on Electrimmer é . 
lt from ising. it's bigger-thon- them. FREE window streamers, ad mats and literature are ready . . . to help you sell 
of the ++ biggest in the field! Electrimmer .. . in volume! 


e Does your hardware wholesaler have your 1949 
\} | Electrimmer order now? If not... better phone or wire him today! 
HC] MUS 1949 is your Electrimmer opportunity! 


‘a pi SKILSAW, INC. 
Ise Beculifitl; 5033 Elston Avenue + Chicago 30, Ill. 


pea “ Factory Branches in Principal Cities 


Sis in Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont. 
Sunseal 
ORDER ELECTRIMMER FROM YOUR 


HARDWARE WHOLESALER 
NOW! 


“~ FREE ap mats! 





It's easy ... and profitable . . . to 
faster feature Electrimmer in your own ads 
son neDoes, SUSHES sunuss FREE with FREE Electrimmer ad mats, includ- 


ing special ones for Father's Day. Ask 


DISPLAY STANDS! your wholesaler or write to Skilsaw, Inc. 


trims hedges 
: 19 times 


Order 3 Electrimmers and get 


& os this attractive, sales-making dis- 
>, — meets play free! Looks fine on counter 
py - or cabinet. Brings you extra sales 
ets and profits on Electrimmer! 
NOOW STREAMERS! Se 


ELECTRIMMER LEAFLETS! — SKIL TOOLS ARE MADE ONLY BY SKILSAW, INC. 
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What Mid-West Farmers Plan to Buy This Year 


(Continued from page 88) 


HOME CONVENIENCES AND FURNISHINGS 
Which of the Following Do You Have in Mind? 


Illinois- 
Indiana Wisconsin Minnesota lowa Dakotas Nebr. 
[roner 3.5 7.9 4.4 4.9 9.6 5.8 
Vacuum Cleaner 11.8 12.3 10.3 12.2 21.6 11.9 
Fire Extinguisher 6.7 10.1 7.4 6.9 15.4 8.5 
Mechanical refrigerator: 
Gas 1.0% 4% 1.2% 5.3% 3.1% 
Electric 15.3 20.2 24.1% 12.7 22.6 13.1 
Home freezer .. 20.1 19.7 18.7 13.5 20.7 14.6 
Ice cream freezer BS 4.4 2.0 3.3 4.8 8 
Kitchen cabinets 16.6 22.4 18.7 12.7 28.8 18.8 
Kitchen sink 21.1 28.1 19.2 16.3 32.2 19.6 
Kitchen range: 
Electric 11.2 10.5 11.8 8.6 12.5 10.0 
Coal-wood 3.5 1.8 25 1.6 2.9 1.5 
Bottle gas 10.5 8.8 4.9 13 6.7 9.2 
Other ....... a 1.0 i 1.0 1S 
Room or space heater: 
Oil ; 6.4 3.) is 3.3 4.3 9.0 
coal-wood 2.6 2:2 4.4 2.0 2.4 
Electric ........ s 1S 4 2.4 8 
Central heating plant: 
Coal 6.1 6.1 4.4 2.4 2.4 1.9 
RE ere 6 1.0 1.4 3.5 
Oil 3.8 53 4.9 3.7 6.7 $5 
Stoker 3.5 9 Ss 1.6 2.4 8 
Linoleum 25.2 22.9 28.1 20.0 So.t 22.3 
Electric appliances: 
Mixer 12.1 16.7 19.7 17.6 20.7 19.6 
Toaster 13.4 11.4 17.7 13.1 17.8 16.2 
Coffee pot 4.5 6.1 3.9 6.9 8.7 8.5 
Clock 9.3 7.0 9.4 8.6 12.0 8.5 
Curling iron oe 9 & 1.6 1.9 1.2 
es 55.5, 08 ain aha w leis Walecd eta Sa 1.9 5.7 3.9 4.1 3.4 4.2 
Waffle iron 10.9 12.3 12.8 16.3 20.2 13.5 
Home pasteurizer 7.7 6.6 8.9 12 2.9 Se 
[ron 4.5 3.9 7.9 4.9 12.0 13.1 
Shaver 4.2 33 5.4 2.4 11.1 4.6 
Kitchen fan 2.9 5.7 6.4 4.1 10.1 3.5 
Portable fans 6.7 5.3 6.4 7.3 12.5 7.3 
Radio: 
Electric 12.5 12.3 15.8 13.1 19.7 18.1 
Record player 7.3 7.5 6.9 7.8 5.3 wet 
Television 6.1 5.7 7.4 3.7 5.3 3.1 
Utensils: 
Aluminum 8.6 12.7 10.3 8.2 12.0 11.5 
Enamelware 8.6 1S 4.4 2.9 3.9 3.5 
Stainless steel (copper bottom) 6.7 8.3 10.3 8.2 11.5 7.3 
Stainless steel 1.6 5.7 3.0 37 7.7 3.1 
Cast iron 1.0 22 L5 8 a 8 
Glass 2.9 7.0 4.4 4.1 5.3 4.6 
Pressure cooker (canner) 12.1 12.7 7.4 10.2 12.0 10.0 
Pressure saucepan 4 10.1 10.3 8.2 9.6 10.8 
Silver (flatware) 9.6 7.5 11.3 7.8 6.3 6.9 
Cutlery 1.6 26 5 1.6 2.4 2.3 
Oo OO O 
. e 
Eight Mid-West States 
Farmers’ buying requirements as projected to cover all of the 
eight Mid-West States—I/linois, Indiana, Wisconsin, Minnesota, 
lowa, The Dakotas and Nebraska. Figures are numbers of farms. 
WEE. jorcescacradossoeesn 137,047 Electric lighting .........-. 157,458 
intel FLO ...200.csesceeeseees 150,302 85,768 
Dairy Barn Having barn painted soon?.... 350,653 I cio acsidee, carenerorals 157,155 
Are you planning to build a Which of following equipment ee eee 38,491 
dairy farm? .......++00- 78,322 for dairy barn are you con- Milking machines ......... 99,325 
If intend to repair, which parts sidering? PE GME scesiccsccess 35,838 
will be fixed? Ventilating system ........ 73,146 PC Te 60,145 
PEE Savincicicwstaece eviews 168,351 TASUINGIOR 00sec csiccverses 27,713 (Continued on page 135) 
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FOR GARAGE DOOR REMODELING 


YOU CAN’T BEAT THE 


COBURN 


NO. 500 SWING-OVER HARDWARE SET 


@ The popular, fast-selling No. 500 Ilardware Set is 


adaptable to practically all types of garages. 


@ It is economical to use on remodeling jobs or new 


installations. 
@ It is easy to erect and to operate. 
@ It doesn’t interfere with usable floor space. 


@ All hardware (except locking handle) is inside the garage. 
Send for catalog showing full line of hardware for numer- 
ous types of sliding doors—garage, barn, airport, ward- 
robe, cabinet. Other Coburn Products include fire door 
hardware, overhead trolleys and conveying systems for 


carrying loads up to 3,000 lbs. 





500 FIFTH AVENUE ° 





WICKWIRE SPENCER 
HARDWARE PRODUCTS 


“American” Brand 
Insect Wire Screening 
Madeinstandard mesh and in grades 
to suit every purse and purpose— 
bright or antique bronze, galvanoid, 
aluminum and other non-ferrous 
metals. 





“Clinton” Brand Hardware Cloth 
Made of cold-drawn carbon steel, 
heavily galvanized after weaving to 
give added strength at intersections. 
In all standard meshes and widths. 

















Wissco Flexible Clothes Line 
Long-wearing, strong, flexibl , rust 
proof. Smooth, lustrous surface. In 
50- 75- and 100-ft. cut lengths. 
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Perfection Brand Door Springs 


Unequalled for toughness, durability 
and resistance to rust. Looped or 
hooked ends. Packed in boxes, with 
hooks for installation in each box. 











NEW YORK 18, N. Y. 
Buffalo + Chicago + Denver «+ Ft.Worth + Philadelphia + Pacific Coast Subsidiary—The California Wire Cloth Corp., Oakland 6, Cal. 




















4 ea eed hed 


m 














kland 6, Cal. 











(Continued from page 132) 


Running water ............ 157,085 
DESKINE CUPS 2 o..0.ccccscce 127,337 
eee 43,243 
Hog House 
Are you planning a new hog 
house? 
DEE <5 cha ncannwaans 16,012 
Build yourself ............ 180,129 
Having hog house painted 
ON Eee 172,087 


Which of following equipment 
for hog house are you con- 


sidering? 
Ventilating system ......... 34,051 
ES ere 26,113 
Running water ............ 88,863 
ENE | divnnacaguwesnsene 68,244 
BE. ation cineca eokeet 86,249 
SEE ccvbuwensaskcavna 11,829 
Efectsic Hate ........00<0- 98,145 
Electric pig brooder........ 116,962 


Milk House 


Are you planning to build a 

new milk house?......... 173,147 
If intend to repair, which parts 

will be fixed? 


ae eer 17,024 
MEE Seceueebaaewaaneveses 31,699 
DE scdekannrcauueunaels 34,008 
Having milk house painted 
MEE “ondudccasbiwacacns 97,673 


Which of following equipment 
for milk house are you 


considering? 

Ventilating system ......... 37,893 

eee 66,688 

Ppentre UAW os cccecscecs 114,673 

Running water ............ 127,198 

Mechanical milk cooler..... * 79,806 

Water heater: 

ME soeeuacadas wiwes 120,017 
AES eee 10,627 
WE Gstcuckuviseounedees 14,207 
REE oleae 4,626 
Milk can hoist............. 30,715 
NN. shy Convcenauetace 72,830 
Other Buildings 
Are you planning to build a 
new: 

Machinery shed ........... 302,931 

ar ne 238,204 

Other grain storage building 93,169 

ED. sk attenccudiwastaseen 82,327 

Brooder house ............. 110,143 

Which of following equipment 
are you planning for brood- 
er house? 

Poultry water warmer: 
nA rere 138,270 
ei onnd can gulbaaoaenn 7,667 
We aciawianerousevenaws 28,705 
TD ~<chncueusnesacws ans 2,297 

Brooder: 

BREE Sh xsewescteducecs 117,775 
EON cuniusucusauwwenewns 5,391 
ised neice inc en wemcian 38,421 
GA cscnwkatensstrecsne 5,590 

General Equipment 

Which of following equipment 
are you considering? 

Pressure water system...... 293,263 
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eo 20,659 


oS. eee ee 65,977 
Ee ee 97,567 
Stock tank heater: 

RES asd oats ecsekunes 81,852 

Se: nccenteriucehenndese 6,974 

ME, -suxkuaiasvaanse se 41,987 

EME. wii dWeseuccneuacus - 8,336 
Livestock sprayer: 

Power take-off .......... 27,290 

Separate power unit...... 16,784 
Crop sprayer: 

Power take-off .......... 143,112 

Separate power unit...... 29,855 
Paint sprayer: 

Power take-off ........... 31,294 

Separate power unit...... 24,666 
nlectric motors: 

a fre 81,013 

ee 110,420 
Farm welder: 

ee 103,618 

I oink act cne ss ek nares ent 20,042 
Electric drills ............. 163,208 
Seer ree 63,571 
Portable power saw........ 43,382 
Power prinder ............. 63,486 
Metal working lathe........ 20,538 
a oe 147,845 
Flashlight batteries ........ 250,388 
Air compressor ..........++ 97,759 
Cream separator ........... 55,204 
Lawn mower: 

oe Re rear 71,707 

NE ieee waannt 161,014 
Fencing and gates.......... 352,811 
Electric fence ..........00. 87,299 
Weed-killing chemicals .... 373,396 
BININUND - bose ccwsseecss 186,960 
EIN 3 sSciaiaasniiden 225,396 
TS, GD: os iinsweddvases 69,390 
Auto batteries ............. 171,673 
Battery charger ........... 37,238 

gS ff 


For Mrs. Farmer 


The House 


Are you planning to build a 

eee ee 67,322 
Are you planning to remodel or 

repair your present house? 430,541 
If you remodel, what rooms 

will be added or modern- 


ized? 
CE TOE vavanvevoweees 81,624 
DE. ciccdGvansuieuwene 271,915 
BE ioidstacctessbudsnwoun 30,137 
NE: . kcocucoseesenocs 284,603 
EE sc ss ennedecanes 197,893 


If you intend to repair, which 
parts will be fixed? 


DEE <s.53600seenwerencen 262,919 
DE ccds50scsedendeuun 152,518 
BES 6: caescsssusueseane 180,372 
NL, cx aucuuenenewetion 152,472 
What painting will you do 
soon? 
NE 564. ocadccninemmdnns 443,193 
BANE. skcasee<decnesesee 408,331 


Which of following are you 
planning for your house? 


DD wisoncncwenessee 186,703 
Lighting protection system.. 71,573 
ND cua srsusssen~estcs 194,915 
Storm windows .....scceece 250,331 


Poultry House 


Are you planning a new poul- 


try house? 
ED icrccciwandewns 38,266 
Batld yourself ......s0.0ss 155,038 


If you intend to repair, which 
parts will be fixed? 


_ ee rere 84,538 
DN eo taducakcuvesvaneae 61,261 
WE whan sk kn cee web een cue 72,978 
I ascecwcnssawcaceuas 72,565 
Will you have poultry house 
painted soon? ........... 181,042 


Which of following equipment 
for poultry house are you 


considering? 
Ventilating system ......... 95,644 
NSS ER ore 61,492 
PeeGtees TANS. .ciccscccceses 187,966 
Feeding equipment ........ 114,298 
CS os a one icintn eS eUN 142,412 
Running water ....ccsccoce 143,140 


What kind of window material 
will you use? 


SEES cGeanincnakeeedpaewt 173,213 
Other than glass. ......cse- 117,119 
BD. Scpssancunnsauasas 42,530 


Home Conveniences and Furnishings 


Which of the following do you 
have in mind? 


Wiring for electricity....... 143,082 
Bottled gas installation..... 81,432 
Air conditioning ........-- 19,978 
Running water in: 

DE cintnnseeaneecad 334,792 

BetNOON. sv cwvcovcesescs 308,921 

ERD 5 accccccccsveens 168,715 
Water heater: 

Ee distvetasaeuuneheness 52.037 

BEER o.444esseneusones 220,118 

TE avwadscesenseseuesen 47,127 

DG. <ccuumuaeweeennaae 19,575 
Mechanical water softener.. 99,347 
Bathroom equipment ....... 301,080 
Shower bath cabinet.......- 124,661 
Washing machine: 

Reesle? .cccccccesvevecs 111,067 

Automatic ..cccccccccess 57,717 
Clothes dryer ......seeeee- 21,259 
NS SE eee rer 65.630 
Teh WOON occccvcsesenss 36,300 
Vacuum cleaner ......-++-+- 154,788 
Fire extinguisher ........-- 102,579 
Mechanical refrigerator: 

ED awavecuesbeonseneewds 17,797 

REE occcekennesseese 211,986 
Home freezer ......+++++++: 219,868 
Ice cream freezer......---++ 39,319 
Kitchen cabinets .......--- 225,559 
Kitchen sink ........-ee00% 266,854 
Kitchen range: 

PRS odnccssscsdsecas 128,561 

Bottle gas ......seseeees 99,602 

Coal-weed ccccccececcces 30,251 

CE vcncuenaenses “dans 7,453 
Room or space heater: 

Cee OIEE. 4600000004006 30,942 

Ee ssncvenssuvewss neues 51,093 

EE iicénninwsees 9,016 
Central heating plant: 

EES. -evcannesadasenes cen 52,799 

SE cahredessabewssicnas 54,015 

EI -caccadrckoteaseanene 10,014 

UE ésusnsceseeeursen 23,399 
DI viccncveubesasees 313,502 
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LET'S SEE YOUR 


GLASS SUBSTITUTES 









js aad tor attic. barn and Factory trams 
parent partutvoms. Easily instalied — just 
] pleats snd Anestocs. Gettes than glass cut with seissars and “lack with border 

‘ nes, hot ids, sivips to Hgitt frames. Feible, ar tight, 
ames. bares. ete. weather resistant fine for ytorm winchows H 


DOPLEX sae 


WIRE MESH sing’ 





SURE! WE CAN GIVE 
you A 3-WAY CHOICE 


Show him the complete Dobeckmun line in the handy 3-roll 
display and dispenser. If he wants economy—sell sUNFED*, with 
high ultraviolet transmission. The best dollar-for-dollar value. 


If it’s quality—popLex* has it—with its 25% heavier film, 
high light and ultraviolet transmission, long-time weather and 
moisture resistance. 30% longer life for little higher cost. 


> 


But for the ‘‘tops” in utility and durability—Dobeckmun 
WIRE MESH. 10-mesh construction, galvanized wire for weather 
and rust resistance, heaviest coating on the market—and a 
3-year guarantee. 

Dobeckmun 3-way CHOICE meets every buyer’s needs, gives 
you a 3-way advantage in more sales, faster sales and higher 
turnover with less investment. Ask your wholesaler for details 
and special display-dispenser deal. The Dobeckmun Company, 
Cleveland 1, Ohio. West Coast Division, Berkeley 2, California. 


The first and largest manufacturers of laminated plastic glazing 


*Trade Mark 
. 





















Electric appliances: 


DEED. aaderbcaemoetwasies 200,163 
ME avciclvnevaiagucwd 42,676 
SP ee reese 174,701 
WI Sbiks wos eceaen 164,515 
IE TI acs oo dresscewiawicnre 71,243 
Home pasteurizer ........ 67,801 
Es wlied anccteceninewews 80,409 
MIB rr ited oawliens cae 109,594 
SIN ios Wipin-aet areas pareve 57,156 
ae 10,989 
eee 59,668 
Pettanie 16R6 2.066.060. 87,650 
Radio: 
ES eee 174,033 
es 65,817 
Record player ........... 86,341 
Utensils: 
DS 121,280 
Enamelware ............ 69,695 
Stainless steel with copper 
ne stem 100,853 
Stainless steel ........... 43,704 
Ge POE ee ivewcewierooes 13,802 
WN eee nivicieiccrniedmon 52,804 
Pressure cooker (canner) 131,610 
Pressure saucepan ....... 109,144 
Silverware (flatware) .... 103,888 
NE. snchultenuiadswens 20,873 


Arrangement and Color 
Help Store to "Click" 


(Continued from page 118) 


colors. The ceiling of the store 
is painted a light color, but 
every wall section has its own spe- 
cial background color, especially 
chosen to help bring out the quali- 
ties of the merchandise displayed. 

Mr. Dallman said that before he 
chose the colors for the walls of 
his store, he studied the use of 
color by department stores. He 
found that many of these stores 
chose wall colors which enhanced 
the appearance of the goods 
shown. And so he determined to 
use color in this same manner in 
his new store to help him achieve 
more sales. 

As a result, the new store uses 
a light yellow wall against which 
it displays its hand and_ small 
power tools. The builders’ hard- 
ware department has a light blue 
behind it. The sporting goods de- 
partment looks appealing with 2 
background of dusky pink. The 
aluminumware 
well against light blue while the 
kitchenware looks especially ap- 
pealing with its cheerful green 
background. 

And the white major appliances 
up front get their share of atter- 
tion with a light blue background. 
because of the contrasting colors. 
The paint department is located 


shows up_ very 
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toward the rear of the store. Be- 
causé the line of paint featured has 
a bright orange label, Mr. Dallman 
chose a light green background 
for the wall and fixtures which 
makes that orange label challenge 
the eye of any customer within 
25 ft. 

Mr. Dallman does not stop with 
the use of color on the sidewalls 
and on the fixtures. He even uses 
it on some of the tops of his dis- 
play tables. For example, two 5 by 
5-ft. tables have light yellow tops 
and display shelves, on which 
power tools stand out prominently. 
The sides of these yellow-topped 
tables are a light shade of gray. 

“We are well pleased with the 
additional sales which we have 
secured through the better use of 
color,” says Mr. Dallman? “After 
all, there is no reason why the 
entire wall area in a hardware 
store should be painted the same 
color.” 

Magazines and Books 

Stimulate Traffic 


(Continued from page 101) 
garbage pails, clotheslines, paint, 
sprinkling cans, dinnerware, pie 
plates and numerous other hard- 
ware store lines. Women visiting 
the store for color books for their 
youngsters see displays of wall 
paper, gift items and toys, all lead- 
ing to extra sales. 

With their magazine and book 
department Messrs. Good and 
McNally are pulling in traffic and 
making extra profits for them- 
selves. 


Se! 





The pocket-size books are shown 
next to the housewares section. 
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and save your customers 


up 


HAWKINS 
Adjustalle Railings 


No expensive drawings, no delay. 


Simply combine the proper amounts 
of level and bevel rail with posts 
and ornaments from information on 
customer's rough sketch. Fit any 
tread and rise. Easily assembled. 
Low costs and quick service will 
bring you volume sales with good 


profit margin, 


from STOCK . + 





to 200% with 


PREFABRICATED 


PATENT PENDING 


You'll want to stock Hawkins Adjustable 
Window Guards, too. Fit any window, installed 
or removed in a jiffy with specia! key. Sell over- 


the-counter 


tor customer installation. 


Write for details 
Dealer’s Assortment, $218.92—F.0.B. Birming- 


ham, puts you In the prefabricated railing business! 


HAWKINS 


315 North 4th St. 





IRON CO., 
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INC. 


Birmingham 4, Ala. 
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The Ad-Viser 


Package Inserts Can Perform Many 


Valuable Advertising Functions 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


= of its sim- 
plicity, the package insert is often 
overlooked by hardware  mer- 
chants. Nevertheless, this unique 
promotional piece offers extra op- 
portunity for low cost merchan- 
dising. 

The package insert is any type 
of promotional literature which 
can be included with items of 
merchandise you sell. It provides 
an excellent means of creating re- 
peat business in your store. You 
sell an item to a customer and 
insert a simple leaflet or flyer in 
the package as you wrap the 
merchandise. The advertisement 
travels with the product. It is 
read at the moment the customer 
unwraps the package . . . with 
consciousness of your store name 
at its peak. This is the perfect 
psychological moment. 

Important too, this insert has 
little or no competitive interests 
fighting for the reader’s attention. 
It stands and falls upon your ad- 
vertising message. If the message 
is effective, repeat business is the 
result. If you offer the right 
merchandise at the right price, the 
customer will probably respond. 


A Versatile Medium 


As an advertising and selling 
medium, the package insert is ex- 
tremely versatile. Here are just 
a few of the many jobs which it 
can do: 

The package insert can sell and 
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The package insert can promote your store, sell 
related items, specials and general merchandise 
and help in publicizing your other advertising 


promote the store in an institu- 
tional manner. Here is an excel- 
lent and inexpensive way to sell 
your store as a worthy institution. 
It offers an opportunity to tell the 
customer about your quality mer- 
chandise, your economy prices 
and your service. It gives you a 
chance to explain your credit 
offerings, your guarantees, your 
courtesy, etc. 


Can Sell Related Items 


The insert can sell related items. 
No matter what items have been 
sold, it is possible to tie in some 
related item. These items can be 
effectively promoted with your 
package insert. For example, if 
you have sold a hammer to a 
carpenter, it might be possible to 
enclose a package insert pro- 
moting, saws, etc. 

The insert can publicize your 
other advertising. Many hard- 
ware merchants have printed up 
a simple leaflet, describing their 
radio shows, or simply saying 
“Watch for our weekly ads in the 
daily Gazette.” It offers a re- 
minder and a semblance of co-or- 
dinated advertising to stimulate 
eventual business. 

The insert can sell general mer- 
chandise. Any items can be sold 
and have been sold through use 
of package inserts. As a matter 
of fact, many manufacturers have 
long recognized this fact. They 
have spent large sums of money 
to print elaborate package inserts 
to sell other items which they 
manufacture. As far as the dealer 


is concernéd, you can remind him 
that the next time he goes shop- 
ping, he should buy this or that 
item. 

The insert can sell specials. 
“Specials” are somehow ideal for 
package inserts. With this me- 
dium, you can effectively offer 
special sales, promotions, etc. This 
is a good way to get the customer 
to revisit your store after having 
made a purchase. If you offer 
something really special, he will 
come back to participate and per- 
haps buy items other than those 
offered. 

Package inserts are excellent 
for public relations. A progressive 
merchant constantly builds public 
relations. This requires consistent 
campaigning and an_ effective 
method of presentation is through 
use of package inserts. For ex- 
ample, thanking the customer for 
the purchase is of great impor- 
tance. Do so with the insert. 
You will be building good will 
and improving customer relations. 


Appearance Important 


The appearance of the package 
insert is probably just as impor- 
tant as the contents. The layout 
must be striking and interesting. 
It must get immediate attention. 
It must maintain that attention. 
It must promote action. 

All of the basic principles of 
good advertising and salesman- 
ship must be applied. For exam- 
ple, large, bold and simple head- 
lines will help. [Illustrations are 
always good. Short copy is im- 
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PRICED RIGHT 


FOR QUIGK SALES 
AND GOOD PROFITS 


The New HI-LO 


@@eeeeeeeeeeea ee eeet 


Picnic Stove 


i 


Model 

HW 1300 
11%%x18” 
Shipping Wt 
10 Ibs. ea. 


Get set for picnic profits with the new, im- 
proved Hi-Lo—the only low-priced picnic 
stove that gives 4-way heat—broils, fries, 
grills—without moving food. Burns wood 
or charcoal. Packed in neat carrying case; 
easy to set up and use. Rugged welded 
construction. 


Space Saving 
**MULTI-LINE”’ 


@e*eetoeaeee eo eeee 


snout Clothes Dryer 


y prof 


Gior 
oor 


50 Feet of Drying Space! 
Uses Only 2’ x 2’ Floor 
Space! 


No Splinters, Nails or 


Screws! 


Easy to Set Up! 


Model HW 1229 
Shipping Wt. 12 Ibs. ea. 
Packed 3 to a carton 


A low cost dryer that appeals to 
every woman because it’s so com- 
pact and speedy to set up—just un- 
fold and gravity hinge falls into 
locked position. Kromolite finish pro- 
tects sheerest garments. Saves time 
for the housewife—speeds your sales! 


SEND TODAY FOR ILLUSTRATED 
FOLDERS ON THESE TWO FAST- 
MOVING ITEMS. MADE BY THE 
MAKER OF FAMOUS “Zipper-Top”’ 
and “‘Fold-Flat’’ Rubbish Burners. 


UNION STEEL 
PRODUCTS COMPANY 
Wire Pr Albion 


ducts Division Michigan 


we Popular Specialties | 


| 


portant. If you are selling mer- 
chandise, prices should be used. 
Color always helps. 


Variety Is Important 


A series of different inserts is 
helpful. New messages should be 
offered constantly. Change your 
package insert at least once a 
month. Have enough on hand to 
meet any situation which may 
arise. Usually three or four dif- 
ferent leaflets are sufficient. 


It is easy to test the results of 
package inserts. Special offers can 
be measured accurately by limiting 
the publicity concerning them to 
package inserts. If we know the 
source, we can determine the re- 
sults and cause. 

The value of package inserts has 
been proven time and again by 
successful hardware merchants. 
Although it is but a small part of 
your advertising plan, this medium 
can be effective far beyond its 
measure of size and cost. 





Schwickert's Incentive Plan Means 
Greater Sales and Co-operation 


(Continued from page 97) 


them 15 per cent for everything 
on a “cold canvass” basis. If an 
outside salesman finds and sells a 
prospect he receives 15 per cent 
of the sale. We encourage outside 
salesmen to “card a prospect” in 
a card file and in case a customer 
buys within 30 days after having 
been “carded,” the salesman re- 
ceives full credit for the sale. On 
the other hand, if the outside 
salesman had a prospect but the 
sale was closed in the store, the 
outside salesman would receive 
only an 8 per cent commission. 
The salesman on the floor, instead 
of receiving three per cent on that 
particular sale for having turned 
the prospect over to the outside 
salesman, per 
cent. This encourages personnel 


now receives 1144 
on the floor to turn prospects over 
to outside salesmen. They are cer- 
tain to lose 11% per cent and the 
outside salesman is naturally anx- 
ious to close the sale because it is 
easier for him to close a sale that 
has been partially developed than 
to start “from scratch” on a new 
prospect. 

We also tell a salesman that if 
he brings a trade-in into the store 
he is half-owner of it. For exam- 
ple, if the store takes in a wash- 
ing machine for $10 and the ser- 
vice department puts in $5 worth 
of repairs, the total cost to the 
store is $15. If the machine is sold 
for $25 the salesman gets half the 
profit. He gets $5 and the store 
gets $5. On the other hand, if it 
was sold for only $10, the sales- 
man takes half the loss and the 
store stands the other half. 


The third division of the over- 
all plan pertains to the service de- 
partment. A time clock is used in 
the service department and on 
every job the service department 
employees punch the starting and 
finishing time on a job card, indi- 
cating the type of work that was 
done. For the sake of simplicity 
we assume there are four types of 
work done by the service depart- 
ment: Paid labor; used merchan- 
dise labor; warranty labor and 
internal labor. 

1. Paid Labor. For every hour 
of paid labor the service depart- 
ment is credited at the rate of $2 
per hour. Paid labor is nothing 
more than labor for which the 
store is reimbursed such as repair- 
ing a washing machine for a cus- 
tomer. 

2. Used merchandise labor. The 
service department is credited for 
$2 for every hour of work of this 
nature. An example of used mer- 
chandise labor is that done on a 
trade-in before it can be offered 
for sale. 

3. Warranty labor. As in the 
case of the other two types of 
labor, the service department is 
credited at the rate of $2 per 
hour. Into this category would 
fe washing machines which have 
een returned to the store for re- 
pairs for which no charge can be 
made because it has been used 
only 30 or 40 days, and the cus- 
tomer feels that no charge should 
be made because of a guarantee. 

4. Internal labor. This is cred 
ited at the rate of $1 per hour 
and includes the time spent in the 
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Bethlehem 





























Bethlehem Steel Products for the Hardware Trade 


FENCE «* FENCE POSTS «+ BARBED WIRE * BOLTS AND NUTS «*~ NAILS AND STAPLES 


SILVER STAR BALE TIES * GALVANIZED ROOFING AND SIDING 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


n Pacific Coast Steel Corporation 


FARM 


On the Pacific Coast Bethlehem products are sc d by Bethlehe 
Export Distributor: Bethlehem Stee! Export Corporation 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 




















“THE IDEAL 


* Seu 








Smart, colorful and highly useful, 
these beautifully molded plastic 
spoons are welcomed in every 
household. Available in assortments of 
several brilliant colors. Packed 12 
dozen to a carton; 12 gross to a ship- 
ping case. Ready now for prompt de- 
livery in large quantities. Call or write 
for prices and complete MACK pre- 
mium catalog. 
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service department on “deals,” or- 
dering of parts, rearranging of 
stock or just loafing. 

Just let us assume that a store 
employs four service men and 
that each of these men works a 
40-hour week. Therefore, under 
this plan 160 hours of time must 
be shown on the time cards. Let 
us further assume that half of the 
time was devoted to paid labor. 
Crediting the department at the 
rate of $2 an hour, the amount of 
$160 is marked up for paid labor. 
If 20 hours was devoted to used 
merchandise labor, at $2 per 
hour, the department gets credit 
for $40. If another 20 hours was 
spent on warranty labor, at $2 per 
hour, there is another credit of 
$40. Finally, let us assume that 40 
more hours were spent on inter- 
nal labor, at a $1 rate. These four 
credits add up to $280. 

Now let’s turn to the base sal- 
aries of our four service men. If 
“A” is paid at the rate of $50 per 
week; “B” and “C” at the rate of 
$45, and “D” at $40, the total 
base pay for the four is $180. 

Turning to the $280 credit fig- 
ure we find that the difference 
between the base pay and the time 
credit is $100. Our plan takes 10 
per cent of this difference, which 
in this instance amounts to $10, 
and throws it into a “bonus kitty.” 
At the end of the month, or week, 
this “kitty” is divided among the 
personnel of the department. It 
may be divided equally. At each 
time the management decides how 
it is to be shared. This arrange- 
ment encourages men in the ser- 
vice department to get on the 
telephone during the months of 
March and April to solicit paid 
labor business, rather than to just 
wait around for work to come 
in. During these two months, our 
service men are calling up the 
owners of small engines, outboard 
motors and power lawn mowers, 
soliciting repair and recondition- 
ing work. 

The more paid labor that they 
can produce and the less internal 
work they do, the more the men 
in this department receive. 

If a service man can encourage 
a customer to trade in a machine 
for a new one, the store deposits 


$5 directly to the “bonus kitty.” 
As a result, when a woman has 
her washing machine brought in 
for repairs, the service man, 
knowing that there will be an ex- 
tra $5 credited directly to the 
“bonus kitty” if a sale of a new 
machine is made, encourages her 
to buy a new one. This actually 
proves to be quite an incentive to 
the service department, for if a 
sale is consummated it gets a $5 
bonus and also will get credit for 
the used merchandise labor spent 
on reconditioning the traded ma- 
chine. 


Service Work 


Let us assume that a person 
sends in a washing machine for 
repair. The service department 
estimates the cost and encourages 
the woman to trade in her old ma- 
chine for a new one. The moment 
she shows any interest in a new 
machine the service department 
representative takes the woman to 
the sales floor and introduces her 
to an appliance salesman who be- 
gins a demonstration. If he finds 
that he is unable to make the sale, 
he gets the attention of the man- 
ager of the major appliance de- 
partment, and gets him to give 
additional information about the 
machine’s features. If the store 
manager happens to see the sale 
proceedings he may decide to step 
into the picture, since it is to his 
personal interest, too, as he re- 
ceives one-half of one per cent on 
all sales made throughout the 
store. If all these people fail to 
clinch the sale, the prospect may 
be turned over to an outside sales- 
man who makes a follow-up with- 
in about 24 hours. 

Actually, it seldom happens that 
as many as five persons will work 
on the same sale but it frequently 
happens that several people do 
work together as a team to make 
a sale, rather than as individuals 
looking out of the corner of their 
eyes at each other, thinking the 
other fellow will claim credit for 
a sale that they think rightly be- 
longs to them. 

For the first time in 34 years 
our sales personnel is working to- 
gether, helping one another to sell 
merchandise. 
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Get Set for Big 1949 Moth Invasion on Way! .. . 











PUSH famous, profitable 


LARVEX 








BIGGEST advertised and LARGEST 
selling mothproofer 


Eye-catching, sales-producing ads like this run continuously dur- 
ing the moth season in leading national magazines and newspapers. 
This powerhouse advertising is bound to skyrocket the already 
great demand for this famous mothproofer! Just keep LARVEX 
handy and watch your sales grow! 





The ONLY sure 


POSITIVE 





LARVEX is the only safe, sure 


PROVEN way to mothproof woolens—used 
for years by large woolen mills and now available for home use 
Its POSITIVE PROTECTION against moth damage makes LARVEX a 
household byword. So stock up with LARVEX—the steady, high- 
profit mothproofer that sells on sight! 


Give LARVEX a real send-off 
with plenty of display space 


There’s nothing like a LARVEX window display—or a floor 
pyramid—to remind folks that “the moths are coming.” And 
once LARVEX pulls the ladies into 
your store, the sky’s the limit on 
tie-in and incidental sales! Push 
LARVEX hard, and cash in on this 
moth season bonanza! 


FREE DISPLAY send for 


this attractive window display, 
showing LARVEX in use. This real 
attention-getter is free for the 
asking—a super salesman! Ask 


your wholesaler. 
the safe, sure PROVEN 
way to MOTHPROOF 


ZONITE PRODUCTS CORPORATION + NEW BRUNSWICK, NEW JERSEY 
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MOTHPROOF 


method used for years 
by big mills_ Now sold 
for home use! 






7 Moths will NEVER 
‘ eat this suit 







No odor 
No wrapping 
No storing away 






The modern, easy, SURE wa 
Precious woolens from mo 
actually mothproof the cloth i 


y to protect your 
th damage is to 
tself with LARVEX 
One easy Spraying with LARVEX does the trick! 


It merignets woolens for a whole year 
ARVEX'S magic spray penetrates each tiny 








woolen fibre and treats the cloth so as to make 
it uneatable to the hunory mach —- = 
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BROADCASTS ANO 


KENTUCKY DERBY 


> , 


Dol Gillettes 


PROMOTION IS A RECORD - BREAKING 


rc 











‘2wl 


SAYS ~vou out tHe 





GILLETTE AGAIN 


TELECASTS THE 


You Get One Razor 
FREE With Each Dozen 






(MAY 7) For Tying In! 
THe PREAKNESS ee 
(MAY /4) sacle ie “Mighty 


Midget”’ display racks, 
contains a postcard 
entitling you to one 
additional Super-Speed 
Set FREE for display- 
ing this merchandise 
during our Triple 
Crown promotion. 
s. This means you make 
oe PA $4.00 profit on each 
$9.00 purchase! 


OFFER EXPIRES 
JULY 31, 1949 


ANDO THE 
BELMONT / 


(JUNE I) 








12 Super-Speed Sets 
in Mighty-Midget 
Metal Display Racks; 
two racks, 6 sets per 


eee eeeee 


(Display racks are free.) 


1 FREE razor set 
will be sent upon 
return of postcard 
in carton. 








Retail Price. ...$1.00 













Copyright, 1949, by Gillette Safety Razor Company 


We Tell im . .. look yi fol bart? use Gillerte Blue Blades 


ee 
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WITH THE SHARPEST EDGES EVER HONED | 


HARDWARE AGE, APRIL 7, 1949 











HARD 








KING| MONEY- MAKER FoR you { 


VED 











z qi 72 siimeiiiiiintaaaiiiaibii : ” ™ - —— ami 


Inple Crown 


oe SR ee pot ore 








“Double-Your-Money-Back’ Guarantee, 
Free Goods, Radio, Magazine, Newspaper 
And Display Advertising—Everything You 

Need To Double Your Profits! 


pear esony results in test towns prove that Gillette’s 
smashing 1949 Triple Crown promotion is loaded 
with sure-fire appeal! Sales gains of 175% to 440% are 
reported by store after store! Here's a window display that'll stop ‘em! It’s full color 
@ Throughout the promotion period, we're offering every with products patos san Baad ay ey a — 
man who buys a new Gillette Super-Speed Razor double ooo + aor + sally gp sang 
his money back if he doesn’t enjoy the quickest, most : 

convenient and comfortable shaves of his life! 


@ Every Gillette broadcast and telecast will feature this 
great “double-your-money-back” guarantee. In addition, 
hard-selling advertisements in the country’s biggest 
magazines and Sunday comics will tell millions of men 
about the Super-Speed Razor. 


@ Get set now! Dress up your store with Gillette’s dra- 
matic new display material! Order plenty of Super-Speed \ 
Sets in the special “Mighty Midget” display racks. A 
postcard in each carton of twelve entitles you to an extra 
Super-Speed Set FREE for tying in with this promotion! 




























Terms of 2 to 1 Offer 
@ You handle no returns — make no refunds. 
Merchandise must be returned by the customer 
directly to Gillette Safety Razor Company. 
@ No refunds made on merchandise returned 
after July 31, 1949. 


1 Gillett 


SUPER~SPEED 


One-Piece Razor 










Only Gillette offers All Three: 
Instant blade changing .. . 
real shaving comfort . . . 
double-edge economy! What 
a sales story for you! 











Greatest Shaving 
Value Ever! 


Gillette Super-Speed One- 
Piece Razor and handy 
Gillette Dispenser holding 
10 Gillette Blue Blades... 


$ 900 


r 


. . . You Sell ’Em! 


$1.50 VALUE 





y 
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‘Nam-O-Plate' 


M. & G. Harris Co., 71 High School 
Ave., Cranston 10, R. I., is offering the 
“Nam-O-Plate” which permits the cre- 
ating of name plates in a few minutes by 
the- clerk from an assortment supplied 





by the company. Suggested retail cost 
to consumer is about 98 cents. Maker 
says that is weatherproof, rustproof and 
requires no polishing. Made of bakelite, 
color black with Duco letters painted 
white. A complete 36 plate assortment 
box costs the dealer $18.27. Assortment 
includes 396 assorted letters, a gross of 
screws, 36 instruction envelopes and 
display card. Actual size of plate assem- 
bled is 3%4 in. long and 2 in. wide, hold- 
ing 11 letters. Blanks are used to fill 
spaces in short names. 





Crescent Tool 
‘Hello’ Booklet 


A unique booklet, welcoming sales- 
men, customers and visitors to the Cres- 
cent Tool Co., Jamestown, N. Y., is 
handed to all who go into its offices. In- 
cludes information on department heads, 
offers of hotel and transportation ser- 
vice, a map to the city of Jamestown 
and a short history of the company. 
Closes with an illustration of some of 
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its tools and a list of the products in its 
line. 


Myers Cottage 
Water System 
The F. E. Myers & Bro. Co., Ashland, 


Ohio, offers a compact tank mounted 
water system designed for limited service 
where small capacity is sufficient, or 
where water supply is limited. Pump 
used is the reciprocating type, Myers 
1906 series. Has perfect and continuous 
lubrication, hard metal crosshead, over- 
size connecting link and stainless steel 
piston rod. Has a 250 gal. per hr. capa- 
city with 20 lb. cut-in and 40 Ib. cut-out 
tank pressure. Pump is mounted on 
welded steel bracket with live rubber 
cushions between pump base and brack- 
ets. Rubber hose is used to connect 
discharge to tank. Motor is 1/6 h. p. 
single phase, single voltage capacitator 
type. System ig delivered complete 
ready to plug in with relief valve, pres- 
sure control switch wired to motor, pres- 
sure gage, V-belt, 12 gal. galvanized 
tank and automatic air volume control. 





‘The Fortyniner' Tool Chest 


X-A to Crescent Products Co., Inc., 
440 Fourth Ave., New York City 16, is 
offering a tool chest, No. 88 suggested 
to retail for $25. Known as “The 





Fortyniner” it is a smaller, more com- 
pact and efficient adaptation of the $50 
Toolmaster cabinet. Some duplicating 
pliers, knives, tweezers and drill bits 
have been omitted but some new tools, 
a small screw driver, bench vise, file 
and the safety spiral saw blades, which 
cut in any direction, have been added. 
Contains 49 tools, including blades. 
Each has its place in a blondwood 
chest, 14 in. high, 10 in. wide and 3% 
in. deep with book type opening. Fitted 
interior holds each tool securely and 
handle on top permits it to be carried. 





Portable Power 
Pipe Threader 

Portable power pipe threader may be 
operated by any 1 in. standard electric 
drill, says maker. Threads 1, 1%4, 1%, or 
2 in. pipe with one set of high speed 
steel chasers, weighs 26 lbs. Threader 
is equipped with one set of high speed 
steel chasers and drive adapter. Arm- 
strong Bros. Tool Co., 5200 W. Arm- 
strong Ave., Chicago, 30, II. 
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DExTE! 
they he 
nothing 
for all 
interio1 


metal | 


That’s 
in ever 
which 
to this 


Dexter 


NA’ 


M 
sc 


Sales Re 
COLUMB 
BALTIM( 

SAN 


HARDW 


Free of die-castings—inside 
parts of rust-protected 
steel — trim of solid brass. 


DEXTER-TUBULAR 


Dexter's are 
the Real Me Coy! 


DEXTER’S HAVE TO BE BUILT to stand up and take it, for 





they have a lifetime warranty to live up to. That’s why 
nothing but the genuine stuff goes into them. Solid brass 
for all outside trim — rust-proof cold-rolled steel for 


interior working parts— not a die cast or other soft 
that’s the way 


metal part in the whole product. SOLID BRASS, outside | ej ith 
iris wi 
That’s the way it is with Dexter’s — all the way through. ALL STEEL, inside j DEXTER -TUBULARS 


in every detail. There’s something genuine about Dexter’s 
which make them a pleasure to sell — and when you add 
to this the many exclusive mechanical features, you find 


Dexter’s are tops from every angle. 


NATIONAL BRASS COMPANY 
Grand Rapids, Michigan 


MAKERS OF BUILDERS, CABINET, 
SCREEN DOOR AND SHELF HARDWARE 


Sales Representatives in NEW YORK BOSTON MILWAUKEE 

COLUMBUS, Ohio TAMPA DETROIT PORTLAND, Ore. ST. LOUIS 

BALTIMORE FORT WORTH CHICAGO CLEVELAND PHILADELPHIA 
SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 
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YTICA 
70045 


are made of 
Special Alloy Steel 


v 
















its La 


Bd Carbon 
m Alloy 


ides 


4 Mediu™ 
3 Chromiv 
steel prov 
a high degree 


of tougnnes® 


TOOL NO. 91 
Adjustable Steel Wrench 
4’, a 8”, 10”, 12” 


Sold Through 
Recognized Distributors 


1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 





UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 


148 








WHAT'S NEW 








Two Dandy Boy 
Garden Tractors 


The Midland Co., South Milwaukee, 
Wis., offers two garden tractors which 
are said to combine the latest engineer- 
ing designs with simple easy to operate 
controls, “Clipper” recommended for 
mowing and cultivating and the “Town 
and Country” designed for plowing, 
heavier cultivating and heavier work. 
New attachments are quickly and easily 
attached. Hand wheel quickly ad- 
justs the handle to the height of the 
operator. Two clutch levers provide 
quick and positive control of both the 
tractor and the power driven attach- 
ments. Three speeds forward, 1, 214 
and 5 mph are obtained by moving the 
drive belt from one groove to another 
on the precision built, step-cone pulley. 





Rack assembly adjusts the tension of the 
drive belt to insure full engine power 
at all speeds. Both tractors are mounted 
on tubular steel section frames devel- 
oped especially for the new models. 
Maker claims they are carefully balanced 
for extra traction and added power on 
axles which are made of stress proof, 
flame hardened steel. Transmission gears 
are housed in an oil-sealed dust proof, 
aluminum alloy case. Ratchet clutch in 
each wheel provides differential action 
necessary for short radius turns. “Clip- 
per” weighs 200 lbs. and is equipped 
with a Clinton 1%4 H.P. engine and 
4.00 by 12 tire. “Town and Country” 
weighs 250 lbs., and has a Lauson 214 
H. P. engine and 5.00 by 12 tires. For 
each tractor there is a sickle bar mower, 
lawn mower, plow, cultivator, snow 
plow and other attachments designed 
especially, but almost all of them can be 
used on both tractors. 





Remington Shotguns 


Two new autoloading shotguns are 
being introduced by Remington Arms 
Co., Inc., Bridgeport, Conn., the Rem- 
ington Model 11-48 and the Reming- 
ton Sportsman °48, and will be fur- 
nished in 12, 16 and 20 gages for the 
present. Models will replace Model 11 
and Sportsman. Five features in the 
guns are the streamline design, fast 
handling, light recoil, light weight and 


dependability. Light recoil is due to 
use of three newly designed parts; fric- 
tion piece of new material with larger 
braking area; heavy “rectangular” re- 
coil spring of high tensile strength 
closely fitting around the tube, and 





an improved type of friction ring which 
may be adjusted for light or heavy 
loads. A method of locating the strains 
to which the metal is subjected aided 
in the design of minimum size parts. 


Master Lock 
Safety Hasp 


Identified as “Master No. 704” this 
4144 in. safety hasp has two steel ribs 
which reinforce the heavy hard wrought 
steel hinge plate and provide maximum 
strength, says maker. Maximum protec- 
tion is furnished by the pinless hinge 
and the recessed reinforced screw seat- 
ings on hinge and eye plates which 
keep the screws completely “locked-in” 
when the hasp is closed, it is reported. 
Unit features a one-piece padlock eye 
that “rolls with the punch” and cannot 
be knocked out. Hasp is plated with 
cadmium. Each unit is individually 
boxed, completed with screws. Each 
doz. is packed in a colorful sales car- 
ton which folds into a counter display. 
Suggested to retail for 29 cents. Master 
Lock Co. Milwaukee, Wis. 





'O-Cel-O' Sponges 
In Display Cartons 


O-Cel-O Inc., Buffalo 13, N. Y., is de- 
livering all 1R dishwashing and 2R 
house cleaning sponges in counter dis- 
play cartons. Units holds a doz. sponges 
each and are printed in three colors. 
Colors are die cut for easy fold-back and 
set-up; spaces are provided for dealer 


price write-ins. 
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A SURE-FIRE SELLER 


New 


SELL FOR $52.14 
BUY FOR 34.69 


PROFIT $17.45 


A. G. JACOBUS’ SONS, INC. 


1 dozen OK 1” 


1 dozen OK 2” 
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2 dozen OK 12” brushes to retail @ .19 
brushes to retail @ .30 
1 dozen OK 112” brushes to retail @ .45 
brushes to retail @ .69 





@ This.big, beautiful display package—in blue and gold 
—contains a brush assortment designed to attract a 
wide market. The brushes, finished in blue and gold, 
range from !/2 inch to 4 inches in size, and are made 
of pure black Chinese bristle, vulcanized in rubber. 


RETAIL DISPLAY 


1/2 dozen OK 212” brushes to retail @.... .99 
1/3 dozen HYGRADE 3” brushes to retail @ 1.55 
1/3 dozen HYGRADE 312” brushes to retail @ 2.09 
1/3 dozen HYGRADE 4” brushes to retail @ 2.45 


@ Sell Jacobus jong bristle and nylon painter tools—best since 1835. 
Order Today from your jobber or send this coupon: 


A. G. JACOBUS' SONS, INC. 
770 Bloomfield Avenue 
Verona, New Jersey 


Please ship at once: 
() Display No. H 
(] Free Catalog 


Name .. ad 
Street . City . State 


cartons @ $34.69 
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HERE'S HOW 
TEDDY WAXERS | 
DOUBLED MY 


Walter Moore 
MOORE & MOORE INC. 
Newton, Massachusetts 





YOU CAN DO THE SAME 
"It was simple . . . 1 promi- 
nently displayed and suggested 
Teddy Wax Applicators wher- 
ever and whenever wax was 
sold. This idea paid both ways 
. . . when customers asked for 
Teddy Waxers | sold them wax 
too.” 


This dealer's success story can be 
yours! In fact, you'll find Teddy 
Waxers practically sell themselves be- 
cause they are superior in quality and 


WHAT'S NEW 











lower in price than comparable 
waxers. | 
gs ="OVER 2,000,000 SOLD====", 


8 © Made of superb hardwood 

g ° Removable, washable shearling 
4 lambswool pads 

. © Refill pads for Teddy and other , 
‘ applicators (5 sizes) ' 
! © Threaded Handles : 


Be prepared for ''Spring 
Cleaning” buyers. Take a tip from 
Mr. Moore. Feature Teddy Waxers 
together with wax in the window— 
on the counter. It will pay off. 


See your jobber or write today for 
Teddy literature and prices. 


FRED V. FOWLER CO. 


137 Federal St. Boston, Mass. 
Se Re 
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Handy Pocket Levelette 


An ideal level to use in positions 
where standard level cannot be used, 
says The Peerless Level & Tool Co. 
Sterling, Ill. Made of mahogany wood 
highly polished and finished with Pyrex 
Glass vials. Degree markings are made 
with permanent easy to see lines. Two 
color waterproof decal mounted on both 
sides of body. Registers level, plumb 
and 45 deg. angle. Unit is weather 





proved by special chemical process. 
Packed six to a yellow and red counter 
display carton. Weight of shipping car- 
ton is about 10 oz. 





Lawn Sprinkler 


Di Machine Corp., 2711 W. Irving 
Park Rd., Chicago, 18, IIl., is offering 
a “Steady-Sturdy-Mist” lawn sprinkler 
which emits a fine atomized spray. Unit 





has no moving parts and features a 
highly polished brass water cap and de- 
flector. Has a baked on wrinkled enamel 
for rust prevention. Suggested to retail 
for $2.50. Mist is said to eliminate sur- 
face wash off, prevents seeds and ferti- 
lizer floating away after seeding. 


‘Pearlustre' Seat 


Federal Seat Corp., Long Island City, 
N. Y., offers the “Lifetime” Pearlustre 
seat which is made of Dow Ethocel. Made 
in six colors: shell-back, pearl white, 


lake blue, surf green, rose-orchid and 
coral-peach. Seat fits all standard bowls 
and features solid brass hardware with 
concealed hinges, “no-slam” resilient 
cushion bumpers and smooth surfaces 
with beveled edges. Suggested to retail 
for $6.95, except Denver and west, where 
price is $7.45. 


Oil Fired Flash Boiler 
For Radiant Heating 


Seidelhuber Iron & Bronze Works, 
Inc., 1421 Dearborn St., Seattle, 44, 
Wash., is offering an oil fired flash 
boiler designed for radiant heating of 
domestic homes with hot water. Standard 
steel pipe 144 in. diam. is used for the 
coil and the burner flame and heat travels 
up the center of coil and down the out- 
side. Maker says over 50 percent of 
heating surface is exposed to flame which 








provides instant hot water, eliminates 
heat lag and reduces stack temperature 
losses. Fire brick and jacket is installed 
at the factory. Top of boiler is easily 
removed for service work and cleaning. 
Stainless steel shield is installed above 
firebrick to protect lower pipe coils from 
intense heat near burner. Stack open 
ing is at bottom and rear. Boiler is 
finished with baked enamel in a light 
blue design. Complete installation re- 
quires 15 sq. ft. of basement floor area. 
Three sizes are available. 





"'Hico" Catalog 


Higrade Industries, Hamden, Conn.. 
has issued a catalog in which are illu 
strated the tools and other products in 
its line. Catalog is the right size for 
filing is the loose-leaf type. Line covers 
such tools as hack saw frames and blades 
complete line of screw drivers, planes, 
draw knives, machinists tools, breast and 
hand drills and oilers. Catalog avail 
able upon request. 
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| 3—2 QT. COVERED 
SAUCE PANS 





1—4 QT. COVERED 


SAUCE POT 1—6 QT. COVERED 


SAUCE POT 





1899 — 1949 


NESCO 


Golden Jubilee 


SO years of service 
to America's Homemakers 
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WITH NESCO’S GOLDEN JUBILEE 
MERCHANDISING PACKAGE OF FAMOUS 


NESCO 


Cewhest 


STAINLESS STEEL UTENSILS! 


THESE 15 FAST-SELLING iy) 
ITEMS CARRY A 


MARKUP OF Y 


T’S a once-in-a-lifetime opportunity 
to “strike it rich” with the “last 

word” in cooking ware! This Nesco 

Golden Jubilee Merchandising Package 

offers you better-than-average profits on 

— best selling items in the popular 
esco Evenheet line. 

Aggressive national advertising in the 
best women’s magazines is pre-selling 
your customers—and a complete kit of 
valuable advertising and promotional 
material is included free with every mer- 
chandise package. Don’t delay! Order 
your Nesco Golden Jubilee Merchan- 
dising Package from your distributor! 


“THE COOKING WARE 
WITH THE 


BUILT-1N 
heat 
distributor !” 


NATIONAL ENAMELING AND STAMPING COMPANY 


270 North 12th Street, Milwaukee 1, Wisconsin 
Sales Offices: 1430 Candler Bidg., Atlanta » 1166 Merchandise 
Mart, Chicago + 200 Fifth Ave., New York « Western Merchan- 
dise Mart, San Francisco + 901 Ambassador Bidg., St. Louis 
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A New, Fast Selling Item 


VLCHER 


PUNCHES AND 
CHISELS 


. > Punches and chisels forged. 
from square bars of high car- | ~ 


bon tool steel. Precision ground, 
edged, and heat-treated. 
Chrome plated. All 12 numbers 
corefully selected — should 
satisfy 90% of the demands — 
4 of each, a total of 48 pieces. 


The bright, red plastic display 
stand saves space—gets atten- 
tion and sells more. Price card 
is furnished which indicates the 
number, size and suggested re- 
tail price of each item. An ad- 
ditional card is supplied with 
prices omitted for the dealer 
who prefers to mark his own 
prices. 


These attractive punches and 
chisels, displayed in the hand- 
some colorful stand, sell on 
sight. One of our most popular 
items. Ask for descriptive liter- 
ature and prices. 
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WHAT'S NEW 








‘Kolor-Brij' 
Brush Cleaner 


Brush-Save, Inc., Greendale, Wis., is 
introducing “Kolor-Brij” which is 
claimed by the company to clean and 
preserve brush or paint roller in one 
operation. Sail to be harmless to hair 
or nylon bristle. Removes all paint and 
is reported to clean brushes for re-use 
in 30 seconds. Maker claims it will not 
explode. Also all-purpose cleaner for 
after-job clean up. Packaged in pts., 
55 cents, quarts, 89 cents, and gals., 





Ye. 


$2.89. Exclusive distributor of this 
product is The Meyercord Co., 5323 W. 
Lake St., Chicago 44, III. 





Shock Absorber Action 
Door Closers 


Independent Lock Co., Fitchburg, 
Mass., is offering shock absorber action 
to its current lire of pneumatic door 
closers. This action, a  specially-tem- 
pered compression spring that rides 
inside the barrel and coils up as the 
door opens, puts a soft limit on open- 
ing action and absorbs the shock of 
a sudden uncontrolled opening. At the 
same time, the action snubs opening, 
it adds extra power to closing action, 
says maker, without creating any drag 
in either direction. Available in 3001 
deluxe and 3002 senior screen door 
closers 





Sterling Portable 
Electric Sander 





“Orbital Motion” sanding action prin- 
ciple which permits sending of parallel 
boards with opposing grain structures 
without risk of grit, scars, it is claimed. 
Four in. high, it may be used for finish- 
ing all types of wood, metal, compo- 
sition and plastic products and parts. 
As it is small and has low clearance, 
it can sand up to corners and trim or 
under low obstacles without risk of 
damage, it is said. Standard size abra- 
sive sheets cut in thirds are used and 
as many as four or five can be loaded 
on the pad at one time. 


Portable Service Light 


Model 5025, portable service light 
with an outlet built into the molded 
bakelite handle. Maker claims there 
are no loose parts to become loose or 
break out. Equipped with 25 ft. of 
vinyl thermoplastic cord and plug 
which provides in combination with the 
bakelite handle a unit which is oil, 
grease and moisture proof, according 
to maker. Plastic cord will not become 
brittle with age. Handle is fitted with 
a plated steel cage to protect light bulb. 
May be had with or without reflector. 
McGill Mfg. Co., Inc., Valparaiso, Ind. 
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WHEN YOU 
“Century” a low cost portable elec- DISSTON PRO 
tric sander weighs 4%4 lbs. and features iN 
THE VLCHEK TOOL CO. a non-stalling high speed motor en- \ 707 
cased in a streamlined die-cast alumi- STEE 
3001 EAST 87th STREET hum alloy housing, says Sterling Tool \ sate 
CLEVELAND 4, OHIO Products Co., 1340 N. Milwaukee Ave., \serv 
Chicago 22, Ill. It operates on the a 
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No. 368 Frame 




















n prin- 
parallel] 
uctures MAKES SALES iw 
laimed. SAVES SPACE 
- finish- Th 
compo- First off, the Disston name helps you sell. It gives your trade full nna DISSTON DURAFLEX 
pam. confidence—backs up the strong sales talk you know these top grade SAW BLADE DispLay 
_— frames and blades deserve. 
Trim or ~ > 
isk of Added sales punch comes from the trim design and balanced feel of Disston 
> abra- Hack Saw Frames. Streamlined. sturdy—these frames /ook as strong as they are. 
>d « - 
shew And Disston Hack Saw Blades always sell on the strength of the extra-fine 
steels they are made of. They stand hard use. They guard against breakage 
and damaged work. 
You can see where a!l kinds of good solid sell back up Disston Hack Saw 
Blades and Frames. They're bound to make good solid profits and cus- 
light tomers for you. 
nolded . * 
diets Complete new line of Disston Frames...4 styles 
ose or All are adjustable for 8, 10 or 12-inch blades, in four 
ft. of cutting positions. Wing nut adjustment. I's all-metal. It holds half 
plug of blades compactly, Ir Fie ra 
th the Wo. 368—A streamlined beauty fitted with No. 358—Champion of moderate-priced fomers—and holds them wj on 
gee : brags nt: y bulletin i _ with its 
is oil, extra quality Disston Di-Mol Blade. frames. Gleaming genes “gee steel frame sin of valuable informa 
»rding Sturdiest steel brightly polished and dura- holds adjustment rigidly. Pistol grip si ee On wall or counter this 
seeme bly nickel-plated. Quick, sure adjustments. handle is black plastic. Furnished with a nee sales fixture is more thes 
~~ Positive locking. Extra strong, comforr.! le Disston Duraflex Blade. ade ‘ your space. Get this scored 
: bulb handle is smoothly faced with black pl...uc. Dealer Price $1.33 Suggested Retail Price $2.00 of oon FREE with Purchase 
. Dealer Price $2.00 Suggested Retail Price $3.00 stock of Duraflex c 
lector. apnlcisped ee ee ere No. 348—The strong nickel-plated steel ' alex Blades, 
. Ind. No. 338—It’s more than competitive in frame adjusts smoothly—locks securely. 
strength and good looks. Comfortable Black plastic pistol grip handle feels com- 
black plastic pistol grip handle. Furnished fortable and stands hard use. Furnished 
with a Disston Duraflex Blade. with a Disston Duraflex Blade ; 
Dealer Price $.67 Suggested Retail Price $1.00 Dealer Price $1.00 Suggested Retail Price $1.50 DISSTON DI-MOL (Molybdenum High Speed Steel) 
HACK SAW BLADES. Years of research and test- 


ing developed these blades. They're tough, 
to defy the strains of hard use. They stay 
sharp so long, that the user notices real 
economy. Used for cutting tool steels, 
machine steels, cast iron and general 
machine shop production 


DISSTON DURAFLEX (Flexible) HACK SAW BLADES. 
With hard tooth edge and flexible back, 
Disston Duraflex Blades have a double 
advantage on many jobs. (1) The milled 
teeth—accurately set—cut true and keep it 
up. (2) Twisting strains—as in cutting cable 
—are offset by blade-flexibility that limits 
breakage. Recommended for general cut- 


WHEN YOU SELL A NEW! UNIT METHOD of Hack Saw Blade Packaging. This ting purposes—also electrical and 
DISSTON PRODUCT YOU ; . : plumbing work 

convenient method is based on units of tens and hundreds. 
Simplifies your ordering, bookkeeping and inventory control. 


HENRY DISSTON & SONS, INC., 454 Tacony, Philadelphia 35, Pa., U.S.A. 


Canadian Factory: Toronto 3, Ont. 
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NEW - FAST SELLING 





| Trims Wor (: 






Shaves Arms 
and Legs 


$9.95, 


® 


ELECTRIC HAIR CLIPPER 


You can build sales volume with the inex- 
pensive “Cadet’’ because it offers many 
money-saving opportunities for the whole 
family. The practical, plastic-housed "Cadet" 
has a special design blade for clean, close 
cutting and trimming. Ideal for removing 
superfluous hair quickly and safely. Oper- 
ates on 110v., 60 cycle A.C. Fully approved 
by Underwriters’ Laboratories, Proudly dis- 
play this smartly-styled, ‘‘jewel'’ of a clip- 
per to your customers. Priced at only $9.95! 
Write Today for Dealer Proposition. 


ELECTRO TOOL CORPORATION 
DEPT.C739D © RACINE, WISCONSIN 









Removes Hair 
Under Arms —_ 


THE VERSATILE \ 








It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth, 
friction-free service, year after year, 
has proved that NATIONAL Hard- 
ware possesses exceptional “built-in” 
stamina. 


The modern designs incorporated in 
this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 


Attractive, protective finishes and 
neat packaging are further aids in 
building profitable repeat sales with 


National Hardware. 


NATIONAL 
MANUFACTURING COMPANY 


Sterling * Illinois 
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WHAT'S NEW 


‘Meat-Master'’ 
Pressure Cooker 


The National Pressure Cooker Co., 
Eau Claire, Wis., has added the pro- 
duction of a six qt. “Meat-Master.” to 





This model is made from dou- 
ble strength pressed aluminum and is 
suggested to retail for $14.95. It incorpo- 
rates all the features found in other 
Presto cookers. Has the “Pressure-Tru” 
5, 10, 15 lb. indicator which automatic- 
ally releases excess pressure, has built-in 
saftee-snap ring which is said to prevent 
the indicator from falling off the cooker, 
the Homec pressure seal and the com- 
bination over-pressure plug and _anti- 
vacuum valve, 


its line. 


Four Westinghouse 
Electric Ranges 


Westinghouse Electric Corp., 306 
Fourth Ave., Pittsburgh 30, Pa., is mak- 
ing four newly styled electric ranges all 
of which have titanium steel and titan- 
ium porcelain enamel range platforms. 
“Commander” and “Champion” models 
have 40 in. platforms and four full size 
Corox cooking units and ovens are an 
in. wider than previous models. Both 
will feature whité porcelain finish to 
the floor. “Commander” models feature 
a two oven model and a single oven 
model with a warming compartment. 
Back splasher runs full length of plat- 
form and 36 in. fluorescent tube is used 
for platform lighting. Toe space has 
been brought flush with range body, and 
its depth is the depth of the extra thick 
oven doors and hardware. Tel-A-Glance 
rotary type control switches are used. 
Cooking controls grouped together be- 
hind work surface where controls are 
of the steam zone. Broiler element in 
both ovens has been increased to 3800 
watts and scientific heat distribution de- 
signed into the unit is claimed to assure 
even broiling to the chop on its edge 
as well as its center. Champion is equip- 
ped with porcelain enamel broiler pan, 
automatic timer clock, and Minute 
Timer. Commodore offers a 38 in. wide 
platform, three Corox heating units and 
a deep well Econo-Cooker. Corox units 
are located on the right. Also has Tel- 


A-Glance switches and single dial oven 
control. Two accessories are available in 
this range line, Econo-Cooker and pres- 
sure cooker for use either in Econo- 
Cooker or deep well cooker in the Com- 
modore. 


Father's Day 
Postmark Ad 


A Father’s Day postmark ad for use 
between now and June 19th, by those 
who use the postage meter, may be 
obtained by retailers from Pitney-Bowes, 
Inc., Stamford, Conn. Wording of the 
postmark is “Father’s Day, June 19th, 
Honor a Great American, Your Dad.” 
Ad. retails for $12. 


Seymour Smith 
‘Duro-Edge’ Pruner 


Cutting parts of this ”Duro-Edge” 
pruner model 70, are integral with the 
cutlery steel handles and are heat 
treated, ground and edged for smooth 
pruning action, says maker. Handles are 
contour formed and will not pinch the 
user. Durable wire spring, replaced 


easily, readies the pruner for each cut. 





Red handles and polished cutting parts 
are features of this garden tool. Safety 
catch has a simple one-finger action. 
Packed a doz. to box, shipped six doz. 
per carton. Suggested to retail for $8 
per doz. Seymour Smith & Son, Inc., 
Oakville, Conn. 


‘The Plainsman' 


Harrington & Richardson Arms Co., 
Worcester 2, Mass., is offering a .22 
rifle known as “The Plainsman.” Some 
of the featured high points of this .22 
cal. bolt action repeater rifle are its 
positive magazine ejector. beaded cot- 
tontail front sight with an open rear 
sight and stock of handrubbed American 
walnut. Said to be expertly balanced. 
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Se . 
pane 


Get set . .. stock up on the 2732 
““Swing-Up’’ Set for all residential 
and lightweight commercial doors**, 








Advertised in the 


PosT 


to bring customers 
into your store! 


This advertisement for 
Stanley Floating Door 
Equipment in the April 
16 Saturday Evening 
Post is timed for the big 
Spring building and 
home modernization 
boom. It will pre-sell 
the people in your com- 
munity, direct them to 
you, the Stanley dealer. 
Here’s added sales- 
power to pack more 
profits into your pock- 
ets! Stock up on Stanley 
2732 “Swing-Up” Gar- 
age Door Sets now. 












This is the year to sell Stanley ‘“‘Swing-Up” Floating 
Door Equipment—and clean up! Today, 4 out of 5 
home-owners need and want this equipment to modern- 
ize garage doors. Every day, 5 out of 5 builders are 
new prospects. The swing is to Stanley 2732. 


Designed for both residential and light commercial 
openings . . . priced within reach of every home-owner 
and builder, this set has everything your customers 
want in modern garage door equipment, right down to 
instructions for installing. 


Cash in this Spring and Summer on the great 
demand for swing-up type garage door hardware. 
Promote and sell Stanley, the greatest name in hard- 
ware, and watch your profits soar. Write for details at 
once! The Stanley Works, Garage Door Dept., New 
Britain, Conn. 


*Copyrighted **For doors up to 250 lbs. 





Reg. U.S. Pat. Off. 
HARDWARE « HAND TOOLS « ELECTRIC TOOLS 
THE GREATEST NAME IN DOOR HARDWARE 
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THE ORIGINAL... en ae Aa bp 


- suital 
é Le C ‘Ronex' Transparent 


Protective Finish 


NEW BUSINESS FOR YOU! | Ronex No. 9 clean, protective trans- 


parent finish for interior and exterior 











use on linoleum, asphalt tile, concrete, 


| 
The original Coyner Calf Feeder | nee, Sele, Sar tape, So | 


Pail is designed to build real satis- 
faction among your farmer-cus- 
tomers. The Coyner pail elimi- 
nates the tedious job of teaching 
calves to drink from an open pail. 
Instead calves take their milk | 
through a life-like, valve-regulated 
rubber nipple firmly attached to 


2 @) Ni 4 Amer 
















the base of the pail. TS. noon nseanes inn 
It’s inexpensive, too, yet a dura- conta 
ble galvanized pail of the best / Quick pryinG the fl 
quality . . . features your cus- | : MRE-Like FINISH 5 trol v 
tomers will like! | i = he 
Put in a stock of these fast- | & Sede ini 
selling pails today / Write for prices. NON si :0 ter pi 
exting 
VU. acon a 
Animal Feed Department + Union Stock Yards + Chicago 9, Illinois eS oe cone i 
Sales Co., 299 Madison Ave., New York is fini 
AND COMPANY City 17. Maker claims that Ronex re- Three 
tains its highly glossed tile-like finish 35,004 
‘ J after hard wear and a damp mop cleans input 
= surface. Ronex is reported to be highly btu i 
resistant to alcohol, heat, acids, water 
I and greases. Bakelite resin product, it Link 
Mr. | DY =¥-) le r . Ast ers | al is self-leveling whether used with a brush 
or lint-free cloth. Suggested to retail for Rep 


_ $6.95 per gal. together with Ronex No. H 
ofosda with 8 De-Waxer, which retails for $3.70 ig of 
per gal. opens 


a easily 
- dles ; 
Briggs ‘Ten Reel Deal' pee 
The Briggs Reei Co., Providence, 
R. IL, has introduced a merchandising "H 
program built about a_ tamperproof, C 
five color counter display, the “Ten Pap 
Reel Deal” which includes two reels H 
each of the five models in the moderate- M Ms 
ly priced line. Each Deal is shipped in ad ’ 
: : . 9 n 
J one compact container, with five ree 
wet eck the wigabttiets ¢ affixed to the display at the factory. Also — 
Handy man, Shipping ; a 4q provides two loose reels, secured by ory 
clerk, Insulator, Roofer and ‘ee safety chain looped through the reels an 
many others who depend |. - and the disylay. Girl t 


on SPEED and ACCURACY ak 
and they'll tell you how Home Marker Kit 


wonderful the ARROW baat j McNulty Design Studios, Inc., West- 
1-32 GUN TACKER per- es LOCKS TO FIT port, Conn., offers a home marker kit 

IN POCKET featuring a name home marker at $5 
and a street number home marker at $3. 
Markers are equipped with 18 in. 
weather resistant wrought iron stakes 
™s~ i fa! and the 2% in. aluminum letters and 
m™ staple Pe numerals are reflectorized to shine at 
= 4 : ee night. Letters, numerals, letter brackets 
Sy) ; and stakes are easily stored in rear of 
kit. Kits come equipped with a gener- 
| ous supply of letters, numerals, brackets 
| and stakes. Complete kit sells for $70. 


forms, 


Distributorships avaliable 
Write for complete information 








Sw 
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‘Superfex' Gas Floor Furnace 


Perfection Stove Co., Cleveland, Ohio, 
offers a “Superfex” gas floor furnace 
suitable for installation in homes, church- 
es, schools, or stores. Approved by The 





American Gas Association for natural, 
manufactured and L. P. gas, it is a self 
contained unit which fits directly below 
the floor. For manual operation, gas con- 
trol valve is accessible at the floor regis- 
ter. Automatic operation is available. 
Equipped with 100 percent shut-off auto- 
matic safety pilot control. Draft diver- 
ter prevents pilot or burner from being 
extinguished by down drafts. Con- 
structed with minimum depth to facili- 
tate quick and easy installation. Grill 
is finished in oak colored baked enamel. 
Three models are available, F-35, with 
35,000 btu per hour; F-50, 50,000 btu 
input per hour; and the F-65 with 65,000 
btu input per hr. 





Linkfix Chain 


Repair Tool 


H. K. Porter, Somerville 43, Mass., 
is offering a pocket size tool which 
opens up the ends of a cross chain 
easily. Actual length is 634 in. Han- 
dles are heat-treated and covered with 
easy to find red finish. 





""Home-Maid' 
Paper Products Line 


Home Maid Paper Products Co., 274 
Madison Ave., New York City, offers 
an integrated line of Home Maid paper 
products including lunch bags, sandwich 
bags, garbage bags, utility bags and 
cold storage bags. Yellow and green 
packaging, easily identified Home Maid 
Girl trade name. 
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MERCHANDISERS 


will do your 
selling for you 


‘See? These colorful, self-selling counter merchandisers are 
silent salesmen that will ring up extra sales for you. They 
take up little room on your counter and a lot of room in 
your cash register. F 


These Paine Products are needed in every home. They 
make it possible for the man of the house to make his own 
repairs quickly and easily. Paine devices are the type of 
product you can display with confidence and’ sell with ease. 


NATIONALLY 
ADVERTISED 


Paine Devices are advertised 
to the trade in a continuing 
program and to the consumer 
in Better ricmes & Gardens. 


SEND FOR YOUR 
CATALOG TODAY 


= | 
== 


The PAINE co. 2963 Carroll Avenue, Chicago 12, Ill. 


Offices in Principal Cities. 














-_— 


gsc? OR 


Dividends 
for Trappers... 


Profits for You 


—- mount when you 

display and sell the preferred 
brand of traps. And the preferred 
brand today—as always—is 
Victor. Trappers know and ask 
for Victors because of their sure 
grip, quick action and sturdy 
construction. They know that 
every Victor is built to catch and 
hold profit-bringing pelts. Order 
Victors from your jobber now. 


yer 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PENNSYLVANIA 





NO. 1 ONEIDA VICTOR 


Ideal for catching 
weasel, skunk, mink 
and muskrat. Jaw 
spread, 4’’; length of 
chain, 1614”. 














Ants make the market. VICTOR ANT TRAPS 
make the profit. Order from your jobber. 


It pays to sell 


VICTOR 


the TRAPS that trappers know 
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WHAT'S NEW 


Porter-Cable Tools 
Use One Motor 


Porter-Cable Machine Co., Syracuse 
8, N. Y., offers a line of portable elec- 
tric woodworking machines designed for 
the building and wood specialty indus- 
tries. Includes high-speed router, pedes- 








tal table shaper, a power plane and a 
door-lock mortiser. Single power unit 
serves all four tools and says maker, may 
be interchanged in a minute. Variety 
of templates and 130 different bits and 
cutters are included in the line. Router 
and shaper are available in larger mod- 
els of two H. P. Power unit has a full 
one H. P. Universal motor with over- 
size oil seal bearings and an automatic 
adjusting end-thrust bearing. Die-cast 
aluminum housing provides full ventila- 
tion but eliminate wood dust and dirt. 
Router, which has a built-in micrometer 
depth adjustment, is designed for broad 
application among pattern and cabinet 
makers. Shaper has a steel table with 
adjustable jointer fence. Said to edge 
any kind of contour on straight or irreg- 
ular pieces. Power plane has graduated 
depth adjustment which permits it to 
hog off excess stock at high speed or to 
make a finish cut of glass-like smooth- 
ness, it is reported. Mortiser is claimed 
to cut lock slots with absolute accuracy. 
Length of cut is controlled by ball bear- 
ing crank graduated for setting as de- 
sired. Depth of cut is controlled by a 
stop gage. 


NARDA Trade-in Guide 
For Major Appliances 


The National Appliance & Radio 
Dealers Association, 1437 Merchandise 
Mart, Chicago, IIl., has issued the 1949 
NARDA Trade-In Guide for major appli- 
ances. A service to association members, 
the guide covers four major classifica- 
tions of appliances, refrigerators, ranges, 
vacuum cleaners and washers. Values 
listed in the guide are suggested prices 
secured from dealers across the national 
who have had experience with the par- 
ticular units. Values are not the max- 
imum a dealer may allow, but are sug- 
gested to help the dealer establish what 
allowance he can give on a used appli- 

ance in a profitable transaction. 










" MAKE YOUR LAWN 
LOOK SWELL 


ww a BELL EDGER” 





| Consumer publications are carrying to mil- 


lions of readers the story about the new Bell 
Lawn Edger. Your customers will rate Bell 
“tops” because of its many exclusive fea- 
tures. It eliminates delay or costly expense 
in sharpening—Replaceable single-edge razor 
blades insure an edger that is always sharp— 
Turning of a screw loosens vertical plate so 
new blades may be inserted quickly and 
easily when old blades become dull—lt re- 
moves weeds and long grass that escape 
mower along edges of walks and driveways— 


| Slices a neat drainage gutter one-half inch 
| deep between sidewalk and grass. 
| Professional or home getenen, who pride them- 


selves on having a well kept lawn Insist on having 
a new Bell. To show Ht means a sale. Made of 
heavy gauge steel for life time durability. Six te 
a unit package. Retalls for $2.95 each. 


Order from your jobber, or write for FREE 
erature. 
COMMERCIAL MANUFACTURING CO. 
BELL EDGER DIVISION 
1333 N. Halsted St., Chicago, Illinois 








CHROME PLATED. 


WOOD SCREWS IN THE 
RE-FILL BOX 


%* 8 sizes round head 
¥ 8 sizes oval head 
*% Individually marked 


compartments 


Write for complete information on 
Sharon's 56 assortments. 


\ s Newest of 
\ ( Ri 56 Sharon 


SHARON BOLT & SCREW CO. 


202 PURCHASE ST, BOSTON, MASS. 
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Steel's Fish Finder 


Frank R. Steel, Inc., 176 W. Adams 
St., Chicago, Ill., has incorporated in 
a small waterproof plastic unit, a special 
fast-acting fisherman’s thermometer and 
six plastic fish-finding temperature 
LAWN —— ' 

LL ‘ % ra 
LL EDGER” 


“fo f, -Aand!l 


PORTER’S NEW HanoKuP 6C WIRE CUTTER 


A one-hand tool with two-hand tool power — cuts 4” soft bolts 
in thread — 3%” soft rods and cable. Hook blade pulls staples, gets 
under tight wire, lifts clenched nails. 


HanoKuP 6A Angle Cutter— same capacities as above, but 
cuts close —and no scraped knuckles. Excellent for form wires, 
cotter pins, protruding bolts or screws. 


HanoKuP 6T Shear Cutter — cuts *" baling or box wire 
steel strapping up to .035” x 114” on bales, boxes, cartons, crates, also 
steel strip stock. A ‘‘must’’ in shipping and receiving rooms, strip 
mills, on the farm. 

All three HandKIiP tools are 8” long, weigh 34 Ib., have tough, 
hard, alloy steel heads, grip-fitting handles, specially coated for non- 
slipping, weather and water resisting. Adjustment gives longer life. 

Buy them at your leading supply house, hardware distributor or 
dealer. Available immediately. 
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ays sharp— Write for circular. 
al ~~ $o Don’t Forget Those Redesigned Porter Two-Hand Cutters. A 
quickly and Tool for Every Purpose. 
dull—It re- . 
ie ane PORTER, INC., Somerville 43, Mass. 
nat charts, one each for largemouth bass, yt IMPR 
; smallmouth bass, trout, walleyes, panfish f com OVED! 
pride them- and a combined chart for muskellunge a ER CUTTERS 
st on taving and northern pike. In the charts are sees soe two-hand tools are 
Sate grouped the different water temperatures Stronger, = “4 — They're 300, 
ch. and then for each group it gives four their capacity t. nn Mande and 
es . : city to cut cable : 

for FREE essential things each fisherman should other metals” chain 
ING CO know to catch fish. First, the depth of 6A 

. water where wou’ll find that kind of | 6c WIRE CUTTER | Foren paste 
illinois game fish at that surface water tempera- 


ture. Then the chart provides the cover 
locations in which the fish will be found. 


Also included is the best time of the 
ial Pontes ame Aantal AWKWARD JOBS MADE EASY WITH 


ature range. Chart shows, too, the’ best J 
THE type of lure, fly or bait to use. Unit is W | 4 TA NEW ELECTRICTOOL 
suggested to retail for $2. and SICKLE GRIN DERS 
samc ieaa ¢ The Farmer Will Buy $4925 The Most Practical 


— it at only . 

Illinois Brushes : i Grinder for the Farmer 
‘ ; | © Always Ready for All Sharpening Jobs i hop. 

Have 'Duplus' Handles | « No Changeovers or iicmmaaie ent Seoviee Shep 


Illinois Duster & Brush Co., 1944 
Webster Ave., Chicago, 14, Ill., is offer- 
ing its brushes with “Duplus” cushioned 
handles which are threaded at both ends 
for double life. Feature rubber cush- 
ioned cap for comfort. When one end 
of handle is worn the handle is turned 
end-for-end and the rubber cap trans- 
ferred to the reverse end. Handles are 
made of hardwood with a smooth lacquer 


finish. 


















Backed by most years experience in 
design and manufacture of tool grinders 
Practical in design. Shielded, heavy 1/3 H.P. motor Is adjustable 
behind abrasive wheels on one piece streamlined frame. Acces- 
sibility to wheels 100%. Wheels can be worn down to the core. 
An ideal sharpener for the farm, garage, home workshop and 
shops where awkward grinding jobs are encountered. Big and 


Safety Poster 
Directory 


The 1949 Directory of Occupational 
Safety Posters is a 72-page directory 
containing 744 illustrations of two, 





husky—top quality vitrified wheels—attractively 
three and four-color posters, classified priced—a fine sales builder. Supplied as illus- WRITE Fon 
lewest of under 15 sections. Includes a con- trated or with two tool wheels. Ask your jobber. DESCRIPTiye 
6 Sharon coment 


venient index that quickly locates 
posters on specific accident hazards. 
Posters range in size from 8% by 
11% in. to 10 by 12 ft. National Safety MINNEAPOLIS 4, 
Council, 20 North Wacker Drive, Chi- MINNESOTA 
cago 6, Ill. Price 50 cents. 


A ruLL LINE OF TOP QUALITY TOOL GRINDERS & WHEELS 


ssortments 
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PROFITS 
Jif Maker 


Maher 


Woodruff’s adapted 


Lawn Seed... 
The finest and most profitable 
lawn seed you can stock. 
Order it today! 


F. H. WOODRUFF 


and sons, inc. 


‘Milford, Conn. 
Bellerose 
Toledo 
Atlanta 
Sacramento 
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Jointed Rings 


“Efficiency” jointed rings are offered 
in an assortment of the seven most pop- 
ular sizes ranging from an inside di- 
ameter of %& in. to 3 in. There are 
239 nickel plated rings packed in each 
assortment and the number of each size 
of rings has been proportioned, by 
dealer test, says maker, so re-orders for 
assortments will not effect an unbal- 
anced stock. Display card showing a 
few of the rings’ uses, with one ring 
of each size attached and priced, is 
packed with each assortment. Rings 
are suggested to retail for three for 
10 cents, five cents each, two for 15 
cents, 10 each, 15 each and two for 


35 cents, producing total sales of $15. 
Metal Fabricators Inst., 2888 Archer 
Ave., Chicago, IIl. 


Arkansas "Traveler Angler’ 


A flat bottom aluminum fishing boat 
for lake or river is being offered by 
Southwest Mfg. Co., Little Rock, Ark. 
Designed for use with paddles, oars or 
outboard motors of 7.5 h.p. or less. Hull 
is constructed of aluminum reinforced 
and strengthened by wood gunwales, 
seats and floorboards. Angler weighs 
115 Ibs. is 11 ft. 8 in. long with 48 in. 
beam, 38 in. transom and 15 in. depth. 
Two air tanks beneath wood seats said 
to insure safety. Sufficient room is pro- 
vided for gear and duffle. 


Herbrand Wrench 
Counter Merchandiser 


Herbrand Division, Fremont, Ohio, 
offers a small stock of 32 fastest sell- 
ing wrenches and pliers in a compact 
counter merchandiser, 21 in. high, 24 
in. wide and 6 in. deep. With two 


and three of each tool, 73 in all, it is 
suggested to retail at $101.79 with no 
charge for the board. Plywood display 
is designed to stimulate impulse pur- 
chases on counters. 


Universal Again 
Offers Refrigerators 


Landers, Frary & Clark, New Britain, 
Conn., has started shipments of Univer- 
sal refrigerators. Two models are to be 
merchandised this year, an 8.5 cu. ft. de- 
luxe refrigerator and a nine ft. standard 
box. Deluxe model features a horizon- 
tal evaporator which holds up to 50 lbs. 
of frozen food, sliding and adjustable 
shelves and two vegetable crispers. Sug- 
gested retail price is $339.95, including 
a four year warranty. “U” type evapora- 
tor with two ice trays, large dessert tray 
and room for frozen foods are the main 
points of the nine ft. model, which 
is suggested to retail at $259.95. 


Miller Safety 
‘Hitch-Pin' 

Miller Products Co., Des Moines, 
Iowa, is making the Miller safety hitch- 
pin. Case-hardened for extra strength, 
pin features an improved safety lock 
and a handy loop handle. Made in 15 
sizes and a hairpin lock is optional on 
some sizes. Designed for use on trac- 
tor-drawn plows, trailers and _ other 
equipment. 


HARDWARE AGE, APRIL 7, 1949 














all, it is 
with no 

display 
Ise pur- 


Britain, 
Univer- 
re to be 
1. ft. de- 
tandard 
horizon- 
» 50 lbs. 
justable 
s. Sug- 
cluding 
>vapora- 
ert tray 
he main 
_ which 


Moines, 
y hitch- 
rength, 
y lock 
e in 15 
nal on 
mn trac- 

other 











A COMPLETE SELECTION 
MEANS EASIER PROFITS 


You always have what they want when 
you stock this most complete line of 
Eagle cabinet locks. Your customers can 
select from a wide variety of styles as 
well as types of security. 


The EAGLE LOCK Company 
Terryville, Connecticut 


EAGLE LOCKS 








$1,500 inventory abolished — 


6 











of $4.46! 








With more than 700 vacuum tubes needed by industry, a tube distributor would find 
rofits consumed by 100% inventories. But by ordering tubes as needed via Air 
ixpress, he holds stocks to 25%. Example: Orders $1,500 tube at 9 A.M. from sup- 

plier 900 miles away. Delivered to customer 6 P.M. same day. 16 |bs.: cost, $4.46. 





Remember, $4.46 included speedy pick- 
up and delivery service, too. More pro- 
tection, because you get a receipt for 
every shipment. Air Express is the 
world’s fastest shipping service. 





Your Air Express shipments go by the 
Scheduled Airlines direct to over 1,000 
airport cities; fastest air-rail for 22,000 
off-airline offices. Shipments keep 
moving with ’round-the-clock service. 


FACTS on low Air Express rates 


19 lbs. of machine parts goes 600 miles for $3.54. 
9-lb. carton of new styles goes 1400 miles for $3.99, 
(Every kind of business finds Air Express pays.) 


Only Air Express gives you all these advantages: Special pick-up and de- 
livery at no extra cost. You get a receipt for every shipment and delivery is 


proved by signature of consignee. 


One-carrier responsibility. Assured 


a too—valuation coverage up to $50 without extra charge. 
ractically no limitation on size or weight. For fast shipping action, 
phone Air Express Division, Railway Express Agency. And specify 


Air Express delivery” on orders. 


SHEUY ff 


ZSS 









GETS THERE FIRST ——————— 


Rates include special pick-up and delivery 
door to door in principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE u.s. 
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WHAT’S NEW 








Improve Old English 
W ax Packaging 





Boyle-Midway, Inc., New York City, 
has replaced the conservative labels of 
the Old English floor wax line. Brand 
name and type of wax are boldly de- 
signed for customer identification. Sim- 
ple and clear words are used—use Old 
English Wax for such and such purpose. 
Labels are suitable for orderly shelf dis- 
play or jumble type mass display, says 
maker. Old English waxes, including 
Paste Wax, will continue to be packed in 
tin. 


‘Durall Folding Rule’ 


A white enameled 6 ft. zig zag folding 
rule made of hardened and tempered 
alloy steel which can be bent and 
twisted with ease and then spring back 
to its normal shape, according to the 
maker, is being made by Durall Tool 
Corp., 117 Woodworth Ave., Yonkers, 





N. Y. Light in weight, it is 31/5 oz. 
Finish is bonded onto pretreated steel 
and baked at over 500 deg. Durall says 
the finish will not wear or chip. Rule 
may be used to take inside measures, 


| Measure pipes, rounds and pulleys and 


| also may be used for straight edge to 


draw lines on paper or boards. Extends 
rigidly for out of reach measurements. 
Joints will not break or weave loose, it 
is reported. May be opened and left 





open while working, as it will neither 
bend or break if stepped on. Maker 





guarantees this rule. Suggested to re- 
tail for $1. 
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“Ya say ya need some 


\ super-selling P & C Display 
Boards? Ya say ya haven’t 
much room for them in yer 

7 A store? ...Tell ya what I’m 


a goin’ to do! Friend, just 


because | like ya, I'm 


rans~ Fabs 
tippin’ ya off to 


oo. 
ide / 


Junior Display Boards / 


Yes Sir! These Junior Displays have all the selling 
sock of P & C’s regular sized units, and their smaller 
dimensions of 1 ft. x 2 ft. save you plenty of room. 
But you still get the many features that have made 
P & C Displays top tool salesmen in your store: 
¢ Plainly marked tool numbers, opening sizes, 
and prices to aid customer self-service; 
e Sturdy hardware for holding ample tool 
stocks, mounted, ready to start making sales; 
¢ Tools “shadow-marked” for easy servicing; 
¢ Easel supports for counter use; 
¢ Stocks included are all popular types—the 
heart of the entire tool line. 


Order today from your P & C Distributor 





28-J Display and stock 
A Junior Display of the fastest 
moving tools in any line—screw- 
drivers, punches, chisels—and just 
the right size for your counter. 


P & C HAND FORGED TOOL CO. 


Box G, Milwaukie P. O., Portland 2, Oregon 


HARDWARE AGE, APRIL 7, 1949 
































Sales 
JOHN H. GRAHAM 
& CO., INC. 
105 Duane Street, 
New York 8, N. Y. 


SANFORD BROTHERS 
Chattanooga, Tenn. 





ESTAB. 1836 


HENRY CHENEY “cone: 


LITTLE FALLS, NW. Y., U.S. A. 








A star in the medium- 
price field. You can 
give your customers 

no better guarantee 
of satisfaction than 
to tell them that 
seventy years of 

' experience is be- 

The \ hind every Blair 
Homestead & lawn mower. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 











If you answer yes to these 3 questions, you 
need Sharon Refills: 


1. Do you want adequate inventory with- 
out extra expense, without excess stock, 
with fast, steady turnover? 

2. Are your shelves crowded and messy 
with hundreds of boxes in all different 
sizes of nuts, bolts, screws, etc.? 

3. Would you like a practically auto- 
matic method of having all the stock you 
need ... at a cost of but a few cents... 
without the hard work and bother of con- 
tinually checking inventory? 

Get ali the reasons why you need SHARON 


REFILLABLE ASSORTMENTS from your jobber 
—or write direct to us. 


A 2h 
Shavoit Bott. andl. Sere Lo. 


BOSTON 10, MASS. 
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Newton Nylon Line 


“Surf Squid” braided nylon line for 
surf, jetty or boat fishing is offered by 
Newton Line Co., Homer, N. Y. Also 
added to the line is “New Braid” which 





is said to have its stretch minimized for 
salt water fishing and heavy duty fresh 
water trolling. Surf Squid is processed 
by the “Newtemp” process, a heat-con- 
trol method to reduce stretch and 
“Cravenette” treated to insure water- 
proofness. Newbraid has been produced 
in tests ranging from 18 to 105 lbs. Fol- 
lowing established custom, Newton 
offers to dealers the special packet con- 
taining a Zodiac fishing meter, illus- 
trated consumer catalog and a sample 
card of Newton’s Airline for free dis- 
tribution. 


Wissota Electric 
Tool, Sickle Grinder 


The Wissota’' Mfg. Co., Minneapolis 
4, Minn., offers a streamlined electric 
tool and sickle grinder which features 
compactness. Has. shielded motor, 
wider wheel spread, larger arbor shafts 
and bearings and roller-bearing slide 
sickle holder. Maker claims awkward 
jobs are made easier by the extra clear- 
ance from the motor body and sickle 
wheel and holder can be replaced with 
two speed-tested vitrified tool wheels. 





'Weed Bird’ 
Garden Tools 


The J. T. Henry Mfg. Co., Hamden, 
Conn., is offering the “Weed Bird” gar- 
den tools. In the line are a hoe, WB 7, 
cultivator, WB 8 and trowel WB 9. Hoe 
and cultivator are 6 in. overall, trowel 
11 in. Handles permit an easy com- 
fortable grip, says maker and are un- 
breakable plastic in bright colors. Lat- 
ter feature allows tools to be found 


readily if mislaid. Metal shank inside 
handle runs the full length and handles 
stay tight. Blades are cold rolled steel, 
and soft nickel plated. 


‘Airex' Moth Killer 

General Chemical Division, Allied 
Chemical & Dye Corp., 40 Rector St., 
New York City 6, is introducing 
“Airex” a mothicide produced in a 
push-button aerosol form. A seamless 
featherweight push-button dispenser re- 
leases the mothicide in vapor form, 
moth-treating clothing in a matter of 
seconds, says maker. It is reported to 
employ three-way killing action, quick 
knockdown, instant kill of larvae and 
lasting residual effect. Contains Gene- 
tron a non-formable and non-staining 
dispersing gas which is claimed to 
develop 20 per cent more vapor than 
other propellants, and Benz-o-gen. Lat- 
ter is said to exterminate hard-to-ki!] 
carpet beetles and their larvae. Alumi- 
num dispenser is 24% in. in dia.; ball- 
type valve eliminating spitting or sput- 
tering, one way hood preventing vapor 
back firing; transparent plastic safety 
dome protecting push-button in ship- 
ment and storage and deep-draw feed 
tube, permitting every drop of mothi- 
cide to be used. Dispenser is said to 
distribute the vaporized mothicide 
evenly on the fabric surface where it 
penetrates without wetting, spotting or 
stiffening. Maker claims an entire 
wardrobe of 12 garments can be treated 
in 10 to 15 minutes. Genetron is re- 
ported not to corrode containers and 
valve mechanisms and is stainless and 
harmless to fabrics. Other ingredients 
of the moth-killer include DDT, pyre- 
thrins, piperonyl butoxide and_aro- 
matic distillates. Suggested to retail 
for $1.98 per unit. Packed six to 
counter display carton. Shipping weight 
of carton is 6 lbs. 
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F &W Deep Well Pump 


In a recent issue an editorial item 
was published in the “What’s New” 
section describing the F & W D-100 
6 in. stroke deep well piston pump 
which was illustrated by the company’s 
bullet type shallow well demonstrating 
outfit instead of model D-100. This 
latter water system has a 42 gal. pres- 
sure tank which occupies a total space 
of 20 by 32 by 38 ft. Said to deliver 
up to 450 gals. per hr. depending on 
the lift required and the size of the 
cylinder. Pump mechanism is com- 
pletely enclosed in cast iron housing 
which protects the working parts from 
dirt. Water section is separated from 
the oil reservoir by an integral cast 
wall. Cover may be raised for access 
to mechanism. Motor base is adjust- 
able for correct belt tension. Oversize 
precision bearings used _ throughout. 
Gear blanks and crankshaft are cast in 
one piece for accuracy and alignment. 
All oscillating bearings receive lubrica- 
tion from pressure type oil pump 
through pressure lines, drilled rocker 
shafts and cored section castings. Gears 
operate in oil reservoir to lubricate 
lower working parts. Maker claims 
mechanism is designed to assure per- 
fect straight-line motion and true verti- 
cal movement of the pump rod. Other 
features include easy access to well, 
rigidly mounted water box, dual V-belt 
drive and compact assembly. Flint & 
Walling Mfg. Co., Inc., Kendallville, 
Ind. 





Package Engineering 
Handbook 


Board Products Publishing Co., 228 
N. LaSalle St., Chicago 1, IIL, offers 
“The Package Engineering Handbook” 
by Walter Stern, packing director of 
Barnes & Reinecke, Inc., Chicago, Ill. 
The facts in this book are directed 
toward aiding shippers to reduce the 
cost of packaging, help produce better 
packaging and handling and reduce 
heavy transportation and handling dam- 
age. Hardbound in cloth, containing 
188 pages, copies available for $7.50. 
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A complete line of all standard shapes. 
sizes and cuts of files and rasps ... each 
one guaranteed to be of the top-notch fast- 
filing, long-wearing quality that wili win 
customer satisfaction and repeat orders for 
you. Write for our AMSWISS Catalog, 
describing and listing these profit-making 
tools. 


‘AMERICAN SWISS FILE & TOOL CO. 


410 TRUMBULL STREET, ELIZABETH 1, N. J. 


Also manufacturers of Swiss-Pattern files, milled curved tooth files, 
rotary files, and mechanics’ hand tools. 











| Wh N t? > Have your PERSONAL ACCIDENT 
VY NOCl ond HEALTH INSURANCE with... 


| EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association ¢ Direct Purchase 
No Branch Offices 


Massachusetts Company, Incorporated 1894 
Hospital Confinement Not eae to Receive Benefits 














ACCIDENT POLICY PAYS CKNESS POLICY PAYS 
$5,000. don S10, 000. vA $25.00—$50.00 $25.00 PER WEEK $10.00 PER WEEK 
FOR ACCIDENTA FOR WEEKLY FOR CONFINING FOR NON-CONFINING 
DEATH DISABILITY SICKNESS SICKNESS 
Estimated Annual Cost $15 Estimated Annual Cost $24 





MORE THAI 50 YEARS OF UNFAILING SERVICE 
Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


SEND THE John S. Whittemore, See-Treas. 
Eastern Commercial Travelers 
caeat 80 Federal St., Boston 
Without obligation, please send complete information and 




















' 

' 

' 

me application for membership to 

' 

' 

' 

' 

H 

' 


Name 
Address 
City State. 





| | HA-49 (No Solicitors Will Call 





165 











The next NATIONAL exhibit... 
JULY U-15, 1949 Monday through Friday) 
ATLANTIC CITY AUDITORIUM 


(Atlantic City, N. J.) 
THE JULY 1949 


NATIONAL HOUSEWARES 


AND HOME APPLIANCE 


MANUFACTURERS 
EXHIBIT 


“An Exhibit for the Buyer... by the Manafacturer”’ 
NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(Incorporated not-for-profit ) 


1402 MERCHANDISE MART, CHICAGO 54, ILL. 














SOLID BRAIDED COTTON CORDS 
and PLASTIC CLOTHES LINES 


These 5 colorful Samson Display 
Containers deserve a place on your 
counter for this all-important reason 
— they will boost sales and increase 
your profits. They spotlight Samson 
_ quality, suggest uses — make it 
easy for customers to buy more solid 
braided cotton cord for hanging 
windows, for clothes lines and for 
hundreds of other uses — also, the 
finest plastic clothes lines made. 
Full Information and Samples on Request. 













spot CORD 








em | ‘ 


beget 


| SAMSON CORDAGE WORKS soston 10, mass. CORDAGE WORKS | SAMSON CORDAGE WORKS soston 10, mass. 10, MASS. 
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Venetian Blind 
Repair Kits 
Paul Miller Co., Brooklyn 18, N. Y., 


is introducing venetian blind repair 
kits, a cord kit and a tape kit. Former 











includes 30 ft. of 4% glazed cord, 2 
plastic tassels, one cord adjuster and is 
said to record any blind up to 60 in. 
wide by 72 in. long. Packed solid or 
assorted colors per doz., weighing about 
3 lbs. per doz. Tape kits contain 12 ft. 
ladder tape; 12 brass tacks, retapes any 
two tape blind up to 72 in. long. Packed 
solid or assorted colors of one size per 
doz. Weighs 3 lbs. per doz. Cable 
woven ladder and solid woven ladder 
tape qualities available. Duck, mingled, 
mulberry cream, red, white, blue, dark 
blue, light and dark green, grey rose, 
chocolate and black cord cable and 
solid woven ladder tape are available. 
Also duplex tapes with mingled facing. 
Sizes available for 2 and 2% in. slat 
blinds. Kits are cellophane packed 
with instructions. Cord is tightly 
braded with a minimum of cotton filler 
and highly waxed and glazed, it is re- 
ported. 


True Temper Mat Service 


The American Fork & Hoe Co., 1623 
Euclid Ave., Cleveland 15, Ohio, has 
sent to its True Temper dealers a book- 
let and postal order forms for its news- 
paper advertising mats, 32 in all. Mats 
are sent without charge to dealers. Each 
ad tells consumers to see and buy True 
Temper products in their home town 
stores. 


Hollow Forged 
Pipe Plug 


Available in % and 1 in. sizes, this 
hot forged and precision threaded pipe 
plug has been designed for cold work- 
ing pressure of up to 3000 Ib. per sq. 
in. on water, oil or gas handling sys- 
tems. Available in American standard 
pipe sizes and also with British Whit- 
worth threads; square head. May be 
had either in black or galvanized. 
Pittsburgh Pipe & Coupling Co., Alili- 
son Park, Pa. 
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Container, Tackle 


Box Combine 

Ocean City Mfg. Co., Philadelphia, 
Pa., offers a new package designed by 
Van Sciver Associates, Philadelphia, a 
combination container and tackle box 





for its complete line of fishing kits. Box 
is streamlined, transparent, smart in de- 
sign and makes a handsome display. 
This plastic injection molded box is 16 
in. long. More efficient arrangement of 
individual units in the kit permit the 


desired reduction in length. Rod is 
packed in three sections instead of two 
and the necessary dividers for the tackle 
box are grooved to hold the units of the 
kit in place. 





Telechron Trading Post 
Telalarm Promotion 


Telechron, Inc., Ashland, Mass., is 
sponsoring a Telechron Trading Post 
promotion plan for Telalarms, an elec- 
tric alarm clock with ivory modern plas- 
tic case and luminous dial and hands. 
Bell alarm continues till it is turned off. 
Any old clock may be turned in for a 
dollar credit against a new Telalarm. 
Display material including a three-color 
streamer identifying the store as a “Tele- 
chron Trading Post” and a counter card 
holding a Telalarm has been sent to 
dealers. 


Plastic Handles on 
Steel Hacksaw Frames 
F. J. Kirk Molding Co., Clinton, Mass., 


is offering plastic “pistol-grip” handles 
molded on steel hacksaw frames. Mil- 
lers Falls Tool Co., makers of the hack- 
saw frame, says this is the first success- 
ful plastic on steel “marriage” involving 
the plastic handles and hacksaws. Han- 
dle is molded from cellulose acetate in 
color and is said to add strength to the 
hacksaw frame. As it is poured on the 
frame, handle withstands separation and 
Reported 


twisting stresses with ease. 
not to crack or rot. 
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Countless Housewives 
Asked For This NEW 
Everhot Roasterette 


HEY wanted a small roaster, a casserole, 

a deep well cooker, a bean baker, an elec- 
tric oven for small cakes, cookies, popovers, 
all in one stylish, compact unit. They wanted 
a removable inset pan and trivet for conven- 
ience in cooking and cleaning. They wanted 
a unit that is economical of current and 
available at a “‘disinflated” price. 

Everhot engineers have met every specification—beautiful white 
baked-on enamel finish, cover of pol- 
ished aluminium alloy, knob and han- 
dles of plastic, 2-heat control, 3-quart 
removable inset, die cast trivet, U. L. 
Approved, 6 feet of cord and a recipe 
book. 

Shipping weight is 6 lbs. Wecan 
fill your order the day it is received. 


THE SWARTZBAUGH MFG. COMPANY, TOLEDO 6, OHIO 


ESTABLISHED IN 1884 




































@ Everhot convenience and quality features stand out as the shopper becomes more 
particular. There are plenty of good exclusive reasons why an Everhot appliance is 
worth the price. Everhot gives you more than merely a unit to sell. 


€VERHOT PRODUCTS 
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Arthur C. Heller Is Elected 
President of Heller Bros. 


Succeeding the late Paul Hel- | family to head up the company 


ler, Arthur C. Heller was re- 


| since its founding in 1836. Mr. 


cently elected president of Heller | Heller saw service in both World 





Brothers Co., Newcomerstown, | 
Ohio, and Newark, New Jersey. | 
At the same time James G. | 
Henry, Jr., was elected vice- 
president and secretary, Law- 


rence B. Heller, assistant secre- 
tary, and Miss Anna W. Ibach, 
treasurer. These new officers 
represent the first major change 
in the management of the corpo- 
ration in over 30 years. 

Arthur C. Heller becomes the 
fourth member of the Heller 








JAMES G. HENRY, JR. 
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| 
A. C. HELLER | 
| 


Wars. 

Mr. Heller has, in various ca- 
pacities, served Heller for his 
entire business career. 

James G. Henry, Jr., vice-presi- 
dent and secretary, became asso- 
ciated with the company in 1943 
after a career in the general 
practice of law. In 1937, Mr. 
Henry was assistant to Commis- 
sioner Dixon in the Supreme 
Court investigation of the City of 
Newark and immedoately there- 
after was an assistant in the 
Prosecutor’s office of Essex 
County. He was elected Mayor 
of the Borough of North Cald- 
well in 1940 and two years later 
was appointed judge of the Re- 





L. B. HELLER 


corder’s Court of North Caldwell. 
Mr. Henry has been a director of 
Heller since 1946. 

Lawrence B. Heller, assistant 
secretary, started his association 
with the company in 1930. He 
is a son of the late Alfred L. 
Heller, Sr., for many years vice- 
president in charge of production 
of the Newcomerstown, Ohio, 
plant. In 1935, Mr. Heller was 
transferred to the sales depart- 
ment, and in 1948 was appointed 
a member of the board of direc- 
tors. 

Miss Anna W. Ibach, became 


associated with the company in 
1907. She has served in various 
capacities throughout the organ- 
ization, and became auditor in 


1925. 





HUGHES, FLAMMAN & 
SIMPSON MOVE MAY 1 


Hughes, Flamman & Simpson, 
attorneys-at-law, who serve as 
legal counsel for various groups 
and firms in the hardware field, 
have announced removal of their 
offices from 60 John St. to 50 
Church St., New York City, tele- 
phone Digby 9-0163. Although 
the firm will continue the gen- 
eral practice of law, the move 
to be made May 1 is for loca- 
tion closer to the hardware trade 
in New York City. 





DEVOE & RAYNOLDS 
SALES HANDLED BY 
GORDON RILEY 


George P. Gray, vice-president 
of Devoe & Raynolds Co., Inc., 
44th St. and First Ave., New 
York City., in charge of the brush 
division at Princeton, Ind., has 
announced that Gordon Riley has 
succeeded Paul Cole as sales 
manager. Paul Cole was trans- 
ferred to trade sales as district 





GORDON RILEY 


manager of the Western district. 

Mr. Riley spent 14 years in 
the furniture business, finally 
operating a chain of stores in 
Michigan as co-owner. 

In late 1945, he joined Devoe 
as a brush representative cover- 
ing Arizona, New Mexico and 
West Texas. After six months, 
he was transferred to the De- 
troit branch. 

In 1947, Mr. Riley handled 
national accounts for the Devoe 





Brush Division. 








The acquisition of the business 
and all facilities of the D. T. Wil- 
liams Valve Co., Cincinnati, 
Ohio, was announced recently by 
The Schaible Co., Cincinnati. 
Expanded continuing operations 
of the Williams organization, 
stated Michael F. Schaible, presi- 
dent and general manager, which 
is to be conducted as a new 
Schaible Division, will be main- 
tained at the Williams plants at 
Spring Grove Ave., Township 
and Jessamine Sts., Cincinnati. 
This purchase adds 50,000 sq. ft. 
of production output to Schaible. 
Williams has its parent plant lo- 
cated at 1086 Summer St., Cin- 
cinnati, besides divisions at Tren- 
ton, Ohio, and Pasadena, Cal. 

The officers of the Williams 
company include: Mr. Schaible, 





chairman of the board and presi- 





D. T. Williams Valve Acquired 


By The Schaible Co. 


dent; Frank X. Pund, Jr., vice- 
president; Charles A. Consalus, 
comptroller of The Schaible Co., 
secretary and treasurer; Herbert 
Jussen, assistant treasurer. Di- 
rectors are: Mr. Schaible, chair- 
man of the board; Charles 
Schaible, founder of the Schaible 
business and father of the presi- 
dent; Cliff B. Mueller, general 
sales manager of Schaible; Carra 
L. Lane, works manager of 
Schaible; Mr. Consalus and Rob- 
ert E. Mullane, who was former 
chairman of the Williams board. 
Mr. Mueller will also direct sales 
for the Williams unit for which 
an enlarged national sales organi- 
zation and entry into the world 
market are contemplated tlirough 
recently established export facili- 
ties associated with The Schaible 
Co. 
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Amos H. Herr Becomes Chairman 


Of the Board for Herr & Company 


Amos H. Herr was elected to 
the newly created position of 
chairman of the board of directors 





AMOS H. HERR 


of Herry & Company, Inc., mill 
supply distributors, Lancaster, 
Pa., at the recent annual meeting. 
He was succeeded as the presi- 
deht by John H. Stauffer, Lancas- 
ter. 

Mr. Herr has been connected 
with Herr & Co., Inc., since its or- 
ganization in the year 1899. His 
father, C. R. Herr, being one of 
the two original partners, Mr. 
Amos Herr served as vice-presi- 
dent of the company until the 
death of his father, at which time, 





JOHN H. STAUFFER 





in 1922, he became president of 
the company and served in that 
capacity until his recent eleva- 
tion. 

Mr. Herr has been interested in 
civic affairs, banking and the Na- 
tional Tax Equality Association. 
He is a past-president of the 
Hardware Merchants’ Manufac- 
turers’ Association of Philadel- 
phia, the Pennsylvania Wholesale 
Hardware Association and the 
Herco Oil Burner Corp., a wholly 
owned subsidiary of Herr & Co., 
Inc. 

Mr. Stauffer has been associ- 
ated with Herr for the past 26 
years and has held the office of 
treasurer from 1934 to 1946. He 
then served in the capacity of 
vice-president until his election 
as president in 1949. 





Other officers are C. R. Herr, 
vice-president; H. H. Wilkinson, 
treasurer; C. H. Brill, secretary. 

L. L. Flemming was named 
controller, B. F. Metzger, mer- 
chants’ sales manager, and E. J. 
Weber, industrial sales manager. 





J. R. NESBITT ELECTED 
MOORE-HANDLEY V.P. 


The election of J. R. Nesbitt 
as vice-president of Moore-Hand- 
ley Hardware Co., Inc., of Bir- 
mingham, Ala., was announced 
recently by W. W. French, Jr., 
president. Mr. Nesbitt will con- 
tinue in his present capacity as 
general sales manager in addi- 
tion to assuming the duties of 
the presidency of the wholesaler. 

Mr. Nesbitt is the son of T. M. 
Nesbitt, who was secretary and 
treasurer of Moore-Handley until 
his death in 1932. Beginning his 
hardware career in 1920 as a 








Billings & Spencer Made 
Subsidiary of Bingham - Herbrand 


The Bingham-Herbrand Corp., 
Fremont, Ohio, which is a combi- 
nation of the Bingham Stamping 
Co., Toledo, and The Herbrand 
Corp., Fremont, both of which 
are operated as divisions of the 
parent company, has recently ac- 
quired Billings & Spencer Co., 
Hartford, Conn., Robert W. Kerr, 
vice-president of Bingham-Her- 
brand, has announced. Billings 
is now a subsidiary of the latter 
company and the board of di- 
rectors consists of Ronald J. 
Ahern, president of Billings & 
Spencer, who had at one time 
served as president of the Drop 
Forge Association, and L. E. 
Yunker, who is president of Bing- 
ham-Herbrand and also serves as 
general manager of the Bing- 
ham Stamping Division, Toledo. 

William J. Mericka, president 
of The William J. Mericka & Co., 
is a director, and E. E. Parson, 
Jr., secretary of the latter com- 
pany, also is a director. Mr. Kerr 
has been appointed a vice-presi- 
dent of Billings & Spencer and a 
director. His responsibility wil! 
include the liaison between Bing- 
ham-Herbrand and Billings & 
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Spencer operations. Mr. Kerr is 
also.a vice-president and director 
of The Bingham-Herbrand Corp. 
and general manager of the Her- 
brand Division. He was formerly 
executive vice-president of the 
Plomb Tool Co., Los Angeles, 
with which he was affiliated for 
10 years prior to joining Bing- 
ham-Herbrand. Mr. Kerr stated 
that no major changes in per- 
sonnel are contemplated as a 
result of this acquisition. 





R. W. KERR 











J. R. NESBITT 


shipping clerk, Mr. Nesbitt has 
been closely associated with the 
industry then and_ has 
served Moore-Handley in several 
connections including territory 
salesman and manager of the 
general hardware purchasing de- 
partment. He has served on the 
board of directors since 1942 and 
was appointed general sales 
manager in 1946 to fill the posi- 
tion left vacant by the death of 
C. C. Blackwell. 

Also announced at this time 
is the election of J. Craig Smith 
to the board of directors. Mr. 
Smith, a native of Sylacauga, 
Ala., is executive vice-president 
and director of Avondale Mills 
of Alabama. 


since 


R. A. SMITH, SALES MGR. 
CONTINENTAL SCREW 
The Hy-Pro Tool Co., New Bed- 

ford, Mass., a division of Conti- 

nental Screw Co., has announced 

the Robert A. 

Smith to sales manager. 

Mr. Smith joined Hy-Pro as an 
engineer upon his release from 
the Armed Forces. After three 
years in the engineering depart- 
ment he was transferred to the 
sales department and has been 
working in the field until his re- 
cent promotion. 

Prior to the 
served an apprenticeship 
worked as an engineer and de- 
signer with Fellows Gear Shaper, 
Springfield, Vt., and Continental 
Screw Co., New Bedford, Mass. 


promotion of 


Smith 
and 


war Mr. 
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Pennsylvania Wholesalers Elect 


R. 


Management and_ operations 
problems of the hardware whole- 
saler were discussed at the 49th 
annual fall meeting of the Penn- 
sylvania Wholesale Hardware & 
Supply Association, March 17 
and 18 at the Hotel Astor, New 
York City, which was attended 
by 142 members and _ guests. 
Walter W. Ross, Manufacturers 
Trust Co., New York City, ad- 


dressed the banquet Thursday 
evening. 
Ernest E. Louis, assistant to 


the vice-president in charge of 
sales, American Steel & Wire 
Co., Cleveland, Ohio, spoke in- 
formally on the situation 
at the March 18 Asso- 
ciation members discussed a va- 
riety of operating problems, par- 
ticularly the matter of delivery 
costs and methods. Most of those 
present said that they use their 
own: delivery trucks, making de- 
liveries to the precise spot the 
customer requests, One company 
reported that its deliveries are 
on a train-like schedule as to day 
and hour. Others reported using 
bus lines for special deliveries 
of small shipments, for an extra 
fee or employment of private 
trucking concerns, also on an 
extra charge basis for such spe- 
cial service. 

C. F. Wolferz & Co., 
town, Pa., 
bership in the Pennsylvania as- 
sociation. 

Eight representatives of the 
New York State Association of 
Hardware Wholesalers, including 
S. P. Rose, president, Barker, 
Rose & Kimball, Elmira, N. Y., 
and president of the New York 


steel 


session. 


Allen- 


was elected ta mem- 





J. Glock as President 


Robert J. Glock, Swank Hard- 
ware Co., Johnstown, Pa., was 
elected president, succeeding 
Denton L. Wright, P. A. & S. 
Small Co., York, Pa. Vice-presi- 
dents of the association are: 
John Stauffer, Herr & Co., Lan- 
caster, and Elmer E. Steinbrunn, 
Pottsville Supply Co., Pottsville, 
who is also chairman of the ex- 
ecutive committee. Samuel B. 
Smith, Lancaster, Pa., continues 





as secretary of the association 
and J. A. Aulenbach, Pottsville 
Supply Co., Pottsville, is trea- 
surer. Executive committee mem- 
bers are: Mr. Steinbrunn, chair- 
man; John Miles, Eastern 
Pennsylvania Supply Co., Wilkes- 
Barre; C. E. Moyer, C. Dreis- 
bach’s Sons, Lewisburg; Warren 
Geissinger, M. S. Young & Co., 
Allentown; H. C. Hopkins, Reilly 
Bros. & Raub, Lancaster; Den- 
ton L. Wright, P. A. & S. Small 
and C. E. Maloy, H C. 
Prutzman Co., Altoona. 


Co., 











E. E. STEVENS 


J. S. Wainright, general sales 
manager of The Mansfield Tire & 
Rubber Co., Mansfield, Ohio, for 
28 years, has resigned his position 
and moving up as his successor is 
Edward E. Stevens, assistant gen- 





group, participated in the meet- | 
ings. 


eral sales manager. 
Mr.: Wainright, who became as- 





E. E. Stevens Appointed General 
Sales Mgr., Mansfield Tire & Rubber 





J. S. WAINRIGHT 
sociated with the company in 1916 
as a district sales manager, was 
made general sales manager in 
1921. He will remain active in a 
sales advisory capacity and as vice 
president and director of the 
company. 

Before joining the Mansfield 











Officers and some of the executive committee members of the Pennsylvania Wholesale 
Hardware & Supply Association, left to right: J. A. Aulenbach, treasurer; John Miles, East- 
ern Pennsylvania Supply Co.; Elmer E. Steinbrunn, Pottsville Supply Co., Pottsville, second 
vice president and chairman of the executive committee; Warren Geissinger, M. S. Young 
& Co.; H. C. Hopkins, Reilly Bros. & Raub; Denton L. Wright, P. A. & S. Small Co., retiring 
president; Robert J. Glock, Swank Hardware Co., new president; John Stauffer, Herr & 
Co., first vice president, and Samuel B. Smith, Lancaster, secretary. 
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Tire organization, Mr. Wainright 
was in the automobile business ip 
Newark, N. J., for two years, and 
prior to that was head buyer for 
Butler Brothers, New York City, 

Mr. Stevens was appointed as. 
sistant general sales manager 
four years ago soon after his re. 
turn as a Lieutenant Commander 
from three and a half years of ser- 
vice. with the U. S. Navy. Prior 
to becoming associated with the 
company, he was associated with 
the newspaper industry in the edi- 
torial and sales fields. 

Mr. Stevens also has been as- 
sistant treasurer of the company 
for the past three years. 





TAYLOR STEEL & WIRE 
MERGED WITH WICKWIRE 
SPENCER DIVISION 


The Taylor Steel & Wire Co., 
Philadelphia, Pa., which has rep- 
resented the Wickwire Spencer 
Division of The Colorado Fuel & 
Iron Corp., 500 Fifth Ave., New 
York City, for many years in the 
Philadelphia area, has become a 
part of the Wickwire Spencer 
Division, 

The Wickwire Spencer Divi- 
sion has opened a district sales 
office in Philadelphia and _ will 
occupy the former location of the 
Taylor Steel & Wire Co., 11th St. 
and Ridge Ave., Philadelphia 23, 
Pa. All business formerly trans: 
acted through the latter company 
will therefore be handled d: 
rectly by the Wickwire Spencer 
sales organization at that ad- 
dress. Arthur P. Goldsmith, 
president of Taylor Steel & Wire, 
has accepted the appointment of 
district sales manager of that 
territory. 


R. C. CHAMPLIN NAMED 
J. L. GILLEN GEN. MGR. 


Robert C. Champlin has been 
appointed general manager of the 
J. L. Gillen Co., Dowagiac, Mich. 
Mr. Champlin was formerly with 
the Richmond Radiator Co. as its 
Michigan, Ohio, and Indiana dis- 
trict manager, and prior to that as 
chief heating engineer with the 
Timkin Silent Automatic Co. for 
12 years. 





BARKER, ROSE, KIMBALL 
PLANS SHOW MAY 3-5 


Barker, Rose & Kimball, Inc., 
Elmira, N. Y., hardware whole- 
salers, has announced that its 
annual display and dealer show 
is going to be held at the New 
York State Armory, in that city, 
May 3 to 5 inclusive. The show 
will be known as “Barker's 
Showboat,” decorations through- 
out to carry out this theme. 
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CRAFTSMEN 


RECOGNIZE | 7 Wes fine fealine tM 


QUALITY 


CUTTING PLIERS 





CRESTOLOY STEEL 


(used only by 
Crescent Tool Co.) 











HANDLES 
shaped for comfortable 
grip, tempered for 
spring and toughness. 


















HAND HONED 
CUTTING EDGES 

will cut fine insulated 
wire cleanly. 











This PLIER is No. 
942, made in 4, 5 
and 6 inch sizes. 
Other CRESTOLOY 
CUTTING PLIERS 
available in Side, 
Diagonal and End 
Cutting patterns. 











; 
/ 
i 







BALANCED 


perfectly for easy 
manipulation. 
















INDIVIDUALLY TESTED 


for strength and cutting 
ability. Watch for the 
Crestoloy tag. 







PREGISION MACHINED 
joint prevents strain 

insures perfect 
jaw alignment. 













EVERYBODY 
RECOGNIZES 
QUALITY 





Sign of the Artisan 
f Symbol U4 Cucdllence » 






“Crescent” is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


cRESCENT TOOL COMPANY, SAMESTOWN, NEW YOR K 
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SPORTING GOODS SENSATIONS 


--- for Protit-Minded Dealers 








® 


CASTING AND TROLLING ROD 
THAT AMAZES EXPERTS! 


Nothing else like it! Thrilling 5-ft. action, yet only 21 in. 
long! Here are sales-making, exclusive features: e Fits 
tackle box, 21” length breaks to 14” e Sensational coil 
spring gives full length rod action! e Shortened arc 
gives greater accuracy, maximum distance e Re- 
duces backlash! e Cast 3 or 4 to a boat without 
tangling lines! e Brings fish right to boat — 
fewer losses. Perfect for trolling. Every 
fisherman a prospect. 


$B95 


Retail Price without reel 


NEW ougcaster NOW AVAILABLE 


Conventional 42” blade. High quality, $ 95 
light-tip action, fits Stubcaster handle 4 
COCO OOOOOOOOOOOOOHOOOHOOODOOOOOCEOOEOO® 


“ 















Perfect Knife for 
Every Outdoorsman...NEW 


of oh 


Folding Pocket WOODSMAN, or 
FISHERMAN Knife...Two Models 


An outdoor folding knife . . . really new! Handle folds around blade 
to form sheath. Safe, easy to carry —weighs only 4 ozs.—measures 
434” closed, 814" open—no belt sheath required. Carries easily 
in pocket. 

Blade finest, hollow-ground tool steel. Fisherman’s model has 
both serrated and keen edge, plus handy all-purpose sharp-edged 
hook. Husky handle, tailored to fit the palm. Safety 
catch at both open and closed positions. 

Sample this mew knife today —and we state flatly it 
will be your biggest seller! Our reorders prove it! 


Woodsman 


Fisherman 


Retails at 


$995 
D&S ALL NATIONALLY ADVERTISED! 


Stubcaster, Longcaster and Saf-T-Sheath advertising appears consistently in 21 
national magazines, over 61 million readers monthly . . . Field & Stream, Sports 
Afield, Outdoor Life, Argosy, True, American Legion, Esquire . . . many more. 
Plus advertising in 305 newspapers! 

If your jobber can't supply, write 


WALTCO PRODUCTS . 2300 W. 49th St., Chicago 9, Ill. 
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C. F. MELCHER APPOINTED 
HDWE. DIV. SALESMAN 
FOR SLAYMAKER LOCK 


C. Fred Melcher, 4041 Pied- 


been appointed representative for 





C. FRED MELCHER 


the Hardware Division of Slay- 
maker Lock Co., Lancaster, Pa., 
in the states of Mississippi and 
Louisiana, and Memphis, Tenn. 

Mr. Melcher will call upon 
hardware retailers and lumber 
yards primarily. 

A, veteran salesman, Mr. 
Melcher has an extremely wide 
background of experience in the 
| hardware field. A native of New 
| Orleans, he has a wide acquain- 
| tanceship among hardware men 
and lumbermen throughout the 
entire Gulf Coast area. 





CARBORUNDUM CO. 
MAKES DISTRICT 
OFFICE CHANGES 


E. R. Baxter, director of sales 
and sales administration of The 
| Carborundum Co., has announced 
the following changes in district 
sales office personnel: 

F. H. Appenrodt, for many 
| years office manager of the Pitts- 
| burgh district sales office, has 
| resigned. 

H. P. Erbe, presently office 
|}manager of the Cleveland dis- 
| trict sales office, has been ap- 
pointed office manager of the 
Pittsburgh district sales office to 
succeed Mr. Appenrodt. 

R. L. Heimstadt, assist office 
manager of the Detroit district 
sales office, has been promoted 
to the position of office manager 
of the Cleveland district sales 
office to succeed H. P. Erbe. 

D. S. Masson, manager, sales 
administration, home office, has 
been promoted to the position of 
assistant to the district sales 
manager in Detroit. Mr. Masson 
will be charged with the re- 





mont Drive, New Orleans, La., has | 


a 


ation of the Detroit district sales 


office under J. F. Blaydon, the 
district sales manager. J. R. 
Middleton will continue as the 
office manager in Detroit. 





PROMOTE FIVE IN 
JOHNSON WAX SALES 


R. W. Carlson, general sales 
manager, S. C. Johnson & Son, 
Inc., Racine, Wis., has announced 
five appointments in the Johnson 
Wax sales organizotion. 

F. I. Sharp, former area man- 
ager in the New York sales dis- 
trict, was named district manager 
for a new district with offices in 
Albany, N. Y. Mr. Sharp has been 
with the company since 1936. 

J. J. McSunas, Jr., was ap- 
pointed merchandiser, household 
fabric finishes. He will develop 
the selling and merchandising 
plans for Drax and a new Johnson 
fabric finish now being test-mar- 
keted. 

J. C. Lansford and H. P. Friis 
were transferred to Racine to take 
over newly-created positions in the 
sales division. Mr. Lansford, for- 
mer Memphis area manager, is 
now assistant sales training direc- 
tor under A. E. Gardner, director. 
Mr. Friis was named assistant ex- 
port manager. He was formerly 
an export salesman with head- 
quarters in Honolulu. 

John Lindblad has been ap- 
pointed merchandiser, Wax-Forti- 
fied Interior Finishes. Prior to 
his promotion, he was mainte 
nance products supervisor in Cin- 
cinnati. 

W. O. BARNES NAMES 
GEN. SALES MANAGER 


Vernon H. Olson has recently 
been appointed general sales 
manager for W. O. Barnes Co., 
Inc. 

Mr. Olson was formerly works 
manager for the DoAll Co., Des 
Plaines, Ill., and during the war 
was appointed as a training spe- 


cialist by the WPB. 











sponsibility for the overall oper- 


VERNON H. OLSON 


HARDWARE AGE, APRIL 7, 1949 





10,500 


More tk 
were listed 
the 1949 
which was 
buyers, exe 
toy outlets, 
wholesalers 
department, 
stores held 
Sponsored 
turers of t 
Fifth Ave., 
were exhibi 
Yorker, M 
and at per! 
200 Fifth 
and other | 

Buyers in 
fed with t 
ber of ne’ 
number of 
exhibitors ¢ 
as well as tl 
paring infec 
merchandis 
11 sheets, 
manufactur 
dress. 

Accordin; 
secretary 0 
turers of th 
quality anc 
chandise at 
ket of 43,06 
age, an all 
by both bu 
ers to m 
definite fee 
sales pros 
dustry duri 

R. F. Bo 
Industrial 
has been er 
tion to rep 
the various 
increases, ¢ 
facing toy | 
plained the 
needed fro 
so the ass 
defeat the 
freight rate 


Americar 
industries 
lent among 
emphasis « 
tures of € 
making, 
ture, trans 
science an 

A soda j 
der that ac 
tions to to’ 
ment. A 
cleaners, 1 
pick up 
miniature 
has been : 
supermark 
one with a 
wig which 
shampoo 1 
Others inc 


HARDW 


district sales 
Blaydon, the 
ager. J. R. 
tinue as the 
etroit. 


IVE IN 
KX SALES 


general sales 
nson & Son, 
is announced 
the Johnson 
on. 

or area man- 
rk sales dis- 
rict manager 
ith offices in 
arp has been 
ice 1936. 

Ir., was ap- 
r, household 
will develop 
erchandising 
new Johnson 
ing test-mar- 


H. P. Friis 
acine to take 
sitions in the 
ansford, for- 
manager, is 
iining direc- 
er, director. 
assistant ex- 
as formerly 
with head- 


s been ap- 
Wax-Forti- 

Prior to 
fas mainte 
isor in Cin- 


NAMES 
NAGER 


as recently 
eral sales 
3arnes Co., 


.erly works 
ll Co., Des 
ng the war 
aining spe- 





SON 


, 7, 1949 





10,500 Toy Buyers View 1200 
Exhibits at American Toy Fair 


More than 1200 exhibitors 
were listed in the directory of 
the 1949 American Toy Fair 
which was attended by 10,500 
buyers, executives and owners of 
toy outlets, including hardware 
wholesalers, hardware dealers, 
department, chain and syndicate 
stores held from March 7 to 21. 
Sponsored by the Toy Manufac- 
turers of the U.S.A., Inc., 2000 
Fifth Ave., New York City, there 
were exhibits in the Hotels New 
Yorker, McAlpin and Breslin, 
and at permanent showrooms at 
200 Fifth Ave., 1107 Broadway 
and other buildings. 

Buyers in general seemed satis- 
fed with the quality and num- 
ber of new items offered. A 
number of buyers suggested that 
exhibitors could help themselves 
as well as their customers by pre- 
paring information about their 
merchandise on standard 8% by 
11 sheets, each containing the 
manufacturers’ name and ad- 
dress. 

According to H. D. Clark, 
secretary of the Toy Manufac- 
turers of the U. S. A., Inc., the 
quality and variety of toy mer- 
chandise and the potential mar- 
ket of 43,000,000 children of toy 
age, an all time record, were felt 
by both buyers and manufactur- 
ers to more than justify a 
definite feeling of optimism over 
sales prospects for the toy in- 
dustry during 1949. 

R. F. Bohman of The Bohman 
Industrial Traffic Consultants, 
has been engaged by the associa- 
tion to represent the industry at 
the various hearings on freight 
increases, outlined the problems 
facing toy manufacturers and ex- 
plained the type of information 
needed from each manufacturer 
so the association can try and 
defeat the proposed increased 
freight rates. 


American’s peaceful arts and 
industries seemed to be preva- 
lent among the toy showing with 
emphasis on purposeful minia- 
tures of every phase of home 
making, engineering, architec- 
ture, transportation, agriculture, 
science and fashion. 

A soda jerker and a meat grin- 
der that actually work are addi- 
tions to toy housekeeping equjp- 


ment. Also electric vacuum 
cleaners, toy size, are able to 
pick up and empty dirt. A 
miniature plastic variety store 


has been added to the play-size 
supermarkets. Among dolls is 
one with a specially treated nylon 
wig which can be waved. A 
shampoo washes out the wave. 
Others include a line of carnival 
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dolls with black masks and 
clown costumes. A _ large in- 
crease in doll wardrobes was ap- 
parent. 

News in electric trains include 
a baggage car which picks up a 
pouch of mail and throws out 
one simultaneously. Another in- 
novation is an electronic recti- 
former by which trains can be 
piloted by DC current to achieve 
smoother operation and control. 

Wheel toy designs feature a 
child-size wrecker with scoop at- 
tachment, a velocipede which 
operates in a circle and is at- 
tached by an arm to a tripod. A 
plane has been designed to fly 
from the auto window. A big 
increase in farm toys with mini- 
ature models of sanders, hay 
rake mowers, as well as varied 
tractor styles was _ noticeable. 
Also a record number of new 
construction sets to fit the abili- 
ties of all age groups were 
shown. Youngsters from three to 
seven have had special atten- 
tion with a variety of board and 
action card games which can be 
tackled easily with little knowl- 
edge of the 3 r’s. Games based 
on real life situations continue 
to be popular, getting to the 
head of the class, prospecting 
for oil, stock trading and real 
estate speculation. A boom in 
hobby equipment was apparent. 


ARTHUR W. GADD TO 
REPRESENT AMERICAN 
SCALE COMPANY 


Arthur W. Gadd, manufactur- 
ers’ representative, 1250 W. Gre 
gory Blvd., Kansas City 5, Mo., 
has been appointed to represent 
the American Scale Co. of Kan- 
sas City on its line of machinists’ 
and household vises as well as its 
portable scales in Iowa, Ne- 
braska, Kansas and Missouri. 





ARTHUR W. GADD 
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standard 
steel 
uprights 






saves > 






is whether you 
build your own shelving or buy 
a complete installation, 
insist on Hirsh Steel Uprights 
for a speedy and economical job. 


MORE THAN 30 ADJUSTABLE STYLES TO CHOOSE FROM 


S. A. HIRSH MANUFACTURING CO. 
3119-21 West Lake Street * Chicago 172, Illinois 


Gentlemen, Yes, J am interested in Hirsh Standard Steel 
Shelf uprights. Please send your latest catalogue and prices. 


FIRM NAME 








LINE OF BUSINESS. 


ADDRESS 





CITY ZONE STATE 
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ROY BOLT 


BOLT HEADS CONTRACT 
BUILDERS’ HARDWARE 
FOR BUNTING HDWE. 


Roy Bolt recently joined Bunt- 
ing Hardware Co., wholesalers, 
Kansas City, Mo., as manager of 
the contract builders’ hardware 
department. He will serve in that 
capacity also for the Indepen- 
dence branch of the firm. 

Mr. Bolt has been engaged in 
builders’ hardware sales for 22 
years, starting originally with 
Hibbard, Spencer, Bartlett & Co., 
in Chicago, IIl., in the contract 
department. In 1940 he joined 
the Russell and Erwin division 
of the American Hardware Corp., 
and traveled Illinois, Wisconsin 


and Iowa until 1942, when he 
was transferred to Kansas City, 
and since that time represented 
Russell & Erwin in Nebraska, 
Kansas, Oklahoma, Colorado and 
western Missouri. He is a mem 
ber, since 1941. of the American 
| Society of Architectural Hard- 
ware Consultants. 

| MONARCH ALUMINUM 

| MAKES SALES CHANGES 


Russell A. Lawson, general 
manager, Industrial Casting Di- 
| vision, Monarch Aluminum Mfg., 
| Cleveland, Ohio, has announced 
| the following appointments to the 
home office and field sales organi- 

zations. 

W. D. Wilkinson, 425 Surf St., 
| Chicago 14, Ill., has been ap- 
| pointed Midwest representative 
|for Monarch. Mr. Wilkinson, 
| formerly with Gerity-Michigan 
Co., Adrian, Michigan, and pre- 
viously with Michigan Light Al- 
loys Div., Chicago Railway Equip- 
ment Co., will handle the entire 
Illinois territory. He will also rep- 
resent Monarch in St. Louis, Mo., 
and that portion of Indiana in- 
cluding Evansville, South Bend 
and Elkhart. 

B. J. Weidman, 5660 Artesian 
Ave., Detroit 28, Mich., has, since 
Nov. 1, 1948, represented Monarch 
in the Michigan territory. Prior 
to his long association with Cen- 
tral Pattern & Foundry Co., Chi- 


cago, Mr. Weidman was asso- 














ciated with Bohn Aluminum Co., 
Detroit. More recently he has 
operated in the Michigan area as 
a sales agent representing a num- 
ber of manufacturers. 

Walter V. Tracy, who joined 
the Monarch office sales 
organization in Nov., 1947, has 
been appointed assistant to the 
sales manager, Industrial Cast- 
ings Division. In his new capac- 
ity Mr. Tracy will coordinate the 
activities of all Monarch field 
representatives. 


home 


J. D. RUMBOUGH HEADS 
ENTERPRISE SALES 


John D. Rumbough has re- 
cently been appointed sales man- 
ager of The Enterprise Mfg. Co. 
of Pa., Third and Dauphin Sts., 
Philadelphia 33, Pa. 


APPOINT G. S. ACHORN 
BUCH MFG. SALES MGR. 


George S. Achorn has recently 
been appointed sales manager of 
Buch Mfg. Co., 800 S. Market St., 
Elizabethtown, Pa. Mr. Achorn 
was territorial salesman for Lig- 
gett & Myers Tobacco Co., for six 
years and spent 15 years as dis- 
trict supervisor of sales in Cen- 
tral Pennsylvania for Bayuk 
Cigars, Inc. He was a represen- 
tative of Bakers Life Co., Des 
Maines, for four years and spent 
four years as general manager, 
Pennsylvania division of Theo- 





% 


GEORGE 8S. ACHORN 


bald Industries, Inc., which latter 
position he resigned to join 
Buch. He succeeds D. B. Weaver 
who will devote his full time to 
the duties of secretary-treasurer. 


T. E. BERRY, MANAGER 
DOMESTIC SALES FOR 
ALL-STATE LINE 


Bent Laune, president All- 
State Welding Alloys Co., Inc., 
273 Ferris Ave., White Plains, 
N. Y., announced recently that 
he had appointed Thomas E. 
Berry to be manager of domestic 
sales for All-State’s line of low- 
temperature welding and brazing 
alloys and fluxes. Mr. Berry has 
been eastern seaboard regional 
sales manager for the company 





yom FM, 


THE SECOND ANNUAL MEETING AND SPRING MERCHANDISE FAIR of Cotter & Co., dealer-owned wholesale house, 
365 East Illinois St., Chicago, Ill., held recently, was better than 90 per cent attended. Over 100 manufacturers presented 
their lines of merchandise, all displays were in the company’s headquarters. The first day was devoted entirely by dealers 


to visiting the many merchandise exhibits. 


At night a dinner meeting was held in the Sherman Hotel. 


After the dinner 


E. A. Hastings of the American Hardware Supply Co., at Pittsburgh, talked on operations of a dealer-owned wholesale house 
John Cotter, president and general manager, cutlined the progress the company has made since its incorporation last year 
and announced the details of the Spring and Summer sales promotion campaign. 

At the stockholders’ meeting the following directors were elected: Harry Debo, Peru, IIl., Donald Goodman, Anamosa, 
lowa, and L. W. Moore, Rochelle, III. 

The other directors are: William H. Altoff, West McHenry, Ill., John M. Cotter, Chicago, Ill., Joe O'Neill, Lake Forrest, 
Ill.,. Burton Baity, El Paso, Ill., E. C. DeMeritt, Adrian, Mich., and John H. DePree of Zeeland, Mich. 

The directors re-elected all officers at their meeting. The officers are as follows: William H. Altoff, treasurer, John M. 
Cotter, president, Joe O'Neill, secretary, and John H. DePree, vice-president. 
Buying at the merchandise fair was most satisfactory with dealers generally optimistic over the outlook for the coming year. 
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PITTSBURGH'S Big Value Line 
Gives Dealers Faster Turnover! 


Painting . . . Pittsburgh’s big value line of Gold 
Stripe, Bristle-Neoceta, Neoceta and Nylon gives 
dealers a reliable source of supply. Pittsburgh knows 
what painters want. Nothing is overlooked to make 
Pittsburgh Brushes the best in the industry for every 
painting requirement. 


Maintenance . . . Display and sell the best, the 
toughest, the most serviceable line of sweeps, dusters 
and scrubs on the market today! Remember, Pitts- 
burgh quality pays off in more sales, more profits, more 
satisfied customers! 


Order your supply of Pittsburgh’s complete line of 
brushes today. Call the Pittsburgh Branch located near 
you. Or write Pittsburgh Plate Glass Company, Brush 
Division, Baltimore 29, Maryland. 


fei your Crush $C. 






What 


determines 
the bristle's 


resilience? 


The bristle’s resilience or elasticity is due 
to its taper, for bristle is thicker at the 
root end than at the flag. This natural 
taper gives the bristles springiness or 
whip, as demonstrated on a larger scale 
in a fisherman’s fly rod. 

This same springiness or whip is also 
necessary in a good painting tool. So 
Pittsburgh selects only the world’s finest 
tapered bristles for its brushes. Even the 
smallest detail in design and construction 
receives utmost attention. Years of ex- 
perience in producing fine paints give 
Pittsburgh first-hand knowledge of 
painters’ needs and their brush require- 
ments. No wonder Pittsburgh’s Brushes 
are ‘painters’ preference” for every job! 





Staple-Set Brushes, too! 





SWEEPS, DUSTERS 


and SCRUBS 





One Source—One Quality—One Name to Remember—PITTSBURGHI! 





HARDWARE AGE, APRIL 7, 1949 


Cold Stipe BRUSHES 


BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 
PITTSBURGH PLATE 









GLASS COMPANY 
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OFFICIAL 
PITCHING 
HORSESHOES 











Stakeholder 


Packed in Pairs 





Diamond Super Ringer 


The most complete line and the quality line 
of pitching horseshoes and accessories. For 
professionals and amateurs. 


WRITE FOR CATALOG! 


DIAMOND CALK 


HORSESHOE COMPANY 
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B. C. POTTER BOSTON 
DIVISION MANAGER 
FOR SHERWIN-WILLIAMS 


The appointment of B. C. 
Potter as manager of the Boston 
division of The Sherwin-Williams 
Co. was announced recently. He 
succeeds R. M. Bennett, recently 
resigned. 


Associated with The Sherwin- 
Williams Company since 1931, | 
Mr. Potter has had broad ex- 
perience in the paint sales field. 
Prior to joining the company 
he was a salesman for one of the 
firm’s large dealers at Kingston, 
eo 

Mr. Potter’s 


past experience 


| 
| with S-W has been in field sales | 


work in the Hudson Valley area 
in New York. 

His new post places him in 
charge of all of the company’s 
merchandising and sales activi- 
ties through branches and deal- 
ers in Maine, New Hampshire 
and parts of Vermont and Massa- 
chusetts. His headquarters in 
Boston will be at 655 Beacon 
Street. 

WHITE PRODUCTS CORP. 

MAKES APPOINTMENTS 


New personnel appointments 
have been announced by A. D. 
Vining, general sales manager of 
White Products Corp., Middle- 
ville, Mich., manufacturers of 
electric water heaters, as follows: 
Gordon J. Vander Weele. as-! 
sistant sales manager, formerly | 
ass6ciated with Consumers Power | 


Co. and the field electric shop | 





|of Kalamazoo. 


The divisional sales managers | 
named were: Robert C. Barnes, | 
Waldwick, N. J.. Mid-eastern di- | 
vision; W. G. Cline of Denver, | 
Col., Rocky Mountain Division; 


James Gray, Salt Lake City, 
Utah, Northwest Division, and 
William E. Ross, Minneapolis, 


Minn., Upper Mississippi Divi- 
sion, 
LENK MFG. MARKS 
30th ANNIVERSARY 


This year marks the 30th an- 
niversary of the Lenk Mfg. Co.., | 
30-38 Cummington St., Boston, 
Mass., manufacturers of the | 
electric soldering 
irons, solders and _ soldering | 
fluxes. 

Started in 1919 by D. Allen 
Lenk, now president of the firm, 
the Lenk Mfg. Co. has shown a 
steady growth over the years. 

To appropriately emphasize 
the rounding out of three dec- 
ades in the company’s history, a 
new and complete catalog cov- 
ering the entire Lenk line, is 
being mailed to all of its custom- 
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ROBERT H. MYERS 


SIMONDS SAW & STEEL 

APPOINTS NEW SOUTH 

AREA SALES MANAGER 

The Simonds Saw & Steel Co., 
Fitchburg, Mass., is moving the 
office of its southern sales man- 
ager from the Whitney Bank 
Bldg., New Orleans, La., to 508 
Commerce Title Bldg., Memphis 
3, Tenn. 

Roger H. Myers, former south- 
ern sales manager, has retired 
after more than 40 years with the 
company. Starting in the Chicago 
office in 1905, Mr. Myers moved to 
New Orleans in 1925 as manager. 
Mr. Myers is making his home in 
San Diego. Cal. 





LEO G. BRECKENRIDGE 


Leo G. Breckenridge, who re 
places Mr. Myers as Southern 
sales manager, represented the 
company in the central west be- 
fore the war. He spent four years 
in the Army Air Forces, part of 
which time was served as a heavy 
bomber pilot with the Eighth 
U. S. Air Force in England. Since 
rejoining the company Mr. Breck- 
enridge has been associated with 
Mr. Myers in the southern terti- 


| tory. 
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PROCTOR ELECTRIC CO. | Tiers was formerly assistant gen- | 


PROMOTES JOSEPH TIERS 


The promotion of Joseph Tiers 
to sales manager for distributor 
sales, in charge of distributor and 


JOSEPH TIERS 


dealer field activities, has been | 


announced by Walter M. 
Schwartz, Jr., president, Proctor 
Electric Co., Philadlephia. Mr. 


BERNARD FULLER TO ESTABLISH TOOL FACTORY IN | 


eral sales manager. He has been 
associated with the company since 
1934. 


MAGNAVOX APPOINTS 
GENERAL SALES MGR. 


The appointment of Roy Bos- | 


cow as general sales manager of 
The Magnavox Co., Fort Wayne, 
Ind., was announced by Richard 
4. O’Connor, president. 


Mr. Boscow started his active | 


business career in Oregon as an 
enginec1 
after serving as 


electrical sales 
various utilities 
radio officer of First 
tillery in World War !. Subse- 
quently he became Linco!n sales 
manager in the Northwest for 
the Ford Motor Co., plant man- 
ager of the Fisher Body Corp., 
Emeryville, Calif.. 
of the rare sales staff 
eral Motors Corp., 
R. H. Grant. 


of Gen- 


with | 


Army ar- | 


and a member | 


Detroit, under | 


Later, after three years on the | 


sales staff of American Weekly, 
he became director of advertis- 
ing and promotion, fieet 
sales manager and Western re- 
zional manager for Nash Motors. 


sales 


ISRAEL: Stating that Israel is the coming industrial strong- 
hold of the Middle East, Mr. Fuller, president of the Fuller 
Tool Co., Inc., embarked from La Guardia Airport recently 
with the objective of establishing a new factory in Israel. 
En route, he expects to visit a number of continental busi- 
ness centers, including London, Paris and Milan. Mr. Fuller 


maintained 


“Israel is a natural trading center for the 40 


million people of the Middle East. Now that a modern state 


exists in that area,” 


he continued, 


“‘we intend to help en- 


large this relatively undeveloped market by establishing a 
new industrial unit with all the benefits of American tech- 


nical know-how.” 
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NEW 
SENSATIONAL 
PERFORMANCE. 


— > | 


185” 1 


f.o.b. Grand Rapids 


WORLD'S 
FINEST 
OUTBOARD 
MOTOR 


New streamstyled design * Positive, split-second starting * 
Alternate-firing twin * Full 54 h.p. * Ball bearing starter * Full 
reverse Extra fuel capacity * Weedless Propeller Flood- 
proof carburetor * Weight—46 Ibs. * Quiet-operating * Greater 
flexibility * Wider speed range * Designed for endless hours 
of trolling * Engineered, built and backed by Chris-Craft. 


DEALERS: Make money selling Chris-Craft Outboard Motors. 
Small investment ... quick sales ... big profits! Write for 
illustrated folder and confidential dealer data, today, NOW! 


OUTBOARD 
soc Se 


DIVISION OF CHRIS-CRAFT 
2000 Beverly, Grand Rapids Mich. 


World's Largest and Best Known Manufacturer of Marine Products 











OFFICIALS OF C. Y. SCHELLY & BRO., INC., Allentown, 


wholesale firm, 


Pa: 


which held 


its first trade show, last 


month, with a large attendance of dealers from the eastern 
half of Pennsylvania and four counties of New Jersey. They 
are, |. to r., P. H. Minnich, secretary; A. J. Schelly, president; 
E. H. Haberman, vice president and treasurer, and J. Archie 


Krause, sales manager. 


Schellys’, 66-year-old Wholesale Firm 
Has Trade Show for Pa., N. J. Dealers 


For the first time in its 66 
years, C. Y. Schelly & Bro., Inc., 
wholesale hardware concern of 
Allentown, Pa., held a_ trade 
show, in the Allentown armory, 
March 9, 10 and 11. Dealers 
from all parts of eastern Penn- 
sylvania and western New Jersey 
did considerable buying at the 
display booths of leading manu- 
facturing firms. All available 
floor space was occupied by the 
exhibits and it is expected that 
a larger hall will be required for 
subsequent shows. 

A buffet lunch was available 
to dealers and their families dur- 
ing the day and evening show 
hours and the guests were enter- 
tained at intervals by organ 
music. 

The Allentown concern is now 
rapidly developing a plan of ex- 
pansion, not only of its facilities, 
but its lines, territory, sales force 
and promotional program. 

The firm is now occupying one 
wing of a new modern, fireproof 
warehouse, which when com- 
pleted will occupy an entire 
block on 16th St. The building 
is being erected in progressive 
stages around all sides of the 
present wooden structure which 
is presently used as the ware- 
house. When complete it will 
have approximately 90,000 sq. ft. 
of floor space, and will have a 
railroad siding as well as a 
truck dock within the building. 

The newly opened wing has 
the capacity for the convenient 
handling and storage of 20 car- 
loads of glass of every type, size 
and description, including struc- 
tural and building front ma- 
terials. The company is the dis- 
tributor in its region for Kaw- 
neer and Libby-Owen-Ford. 

Modern offices and a model 
store for the display of merchan- 
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dise will be features of the 
finished building. 

Sporting goods is one of the 
lines which the firm has already 
expanded considerably. W. W. 
Danner, buyer, was recently ap- 
pointed to devote his full time to 
the development of this line. 
The firm now has a complete 
contract hardware department, 
under the management of A. P. 
Peters, a registered Architectural 
Hardware Consultant. He is as- 
sisted by Warren Baer. Mr. 
Schelly, head of the company, is 
president of the National Con- 
tract Hardware Association. 

The company now has 12 sales- 
men on the road, covering all of 
Pennsylvania north and east of 
the Susquehanna river, and the 
four western counties of New 
Jersey.. It plans to put more 
specialty salesmetn on the road 
in an effort to do a more inten- 
sive promotional job on certain 
lines, which require more atten- 
tion than can be given by gen- 
eral salesmen. 

The Allentown firm is a mem- 
ber of the Tru Test Division, of 
Oakes & Co., with which many 
leading wholesale firms are 
affiliated. 


PLAN TO STREAMLINE 
NORGE-HEAT DIVISION 
FACILITIES 


A twofold program for stream- 
lining production facilities and 
expanding the merchandising 
program of the Norge-Heat Di- 
vision of Borg-Warner Corp., De- 
troit, to meet changing market 
conditions was announced re- 
cently. 

A decision to consolidate the 
manufacturing of all types of 
warm air home heating products 
in plants at Kalamazoo, Mich., 





and Ellwood City, Pa., was re- 
vealed by Howard E. Blood, pres- 
ident of the Norge-Heat Division. 
In the process the di'vision’s 
plant at Hammond, Ind., will be 
closed. 

The consolidation of manufac- 
turing facilities will enable us 
to expedite service to our cus- 
tomers and to offset the rising 
costs of materials and overhead, 
Mr. Blood said. 

The Norge-Heat line of home 
heating products will be consid- 
erably enlarged to include a 
complete new line of gas-fired 
air conditioning furnaces this 
year. 


NATIONAL LOCKSMITHS 
SUPPLIERS RE-ELECTS 
SILVER AS PRESIDENT 


Ben W. Silver, D. Silver Hard- 
ware Co., New York City, was 
re-elected president of the Na- 
tional Locksmiths Suppliers As- 
sociation at the annual meeting 
of the organization which was 
held at Gasner’s Restaurant, 76 
Duane St., New York City. H. J. 
Lasky, Whitlock Corp., was re- 
elected vice-president while Julius 
Rosenblatt, Aristo Sales Co., and 
Barney Zion, Majestic Lock Co., 
were re-elected treasurer and sec- 
retary respectively. 

Three new directors were elec:- 
ed to the board as follows: 
Irving Berg, B & D Hardware 
Co.; Harold Moshel, Gem Whole- 
sale Hardware Co., and Samue) 
Silver, Nathan Silver & Co All 
previously mentioned officers and 
directors were from New York 
City. Bob Auborn, Lock Hard- 
ware Supply Co., Los Angeles, 
Cal., was elected as a district 
vice-president of the West Coast 
area. 





BEN 


W. SILVER 


Plans were made for an outing 
and a tour of inspection of The 
Yale & Towne Mfg. Co., Stam- 
ford, Conn., on May 11. 





PAL BLADE APPOINTS 
PAUL CHRISTIAN 
DIRECTOR OF SALES 
The Pal Blade Co., Inc., New 
York, N. Y., makers of Pal Hol. 
low Ground razor blades, an. 





PAUL CHRISTIAN 


nounced recently the appoint- 
ment of Paul Christian as 
director of sales and advertising. 
Mr. Christian was formerly vice- 
president of the Chatham & 
Phoenix National Bank, and ex- 
ecutive vice-president of Con- 
solidated Cigar Corp. Before that 
he was with N. W. Ayer & Son, 
Inc., and more recently he has 
been a public relations consultant 
serving among others the United 
States Testing Company, Inc. 





JOHN BESS RESUMES 
POSITION AS EXEC. V.P. 
NOMA ELEC. CORP. OF MD 


John M. Bess, who resigned 
his executive connection with 
Noma Electric Corp. about a 
year ago to devote himself to 
several independent reorganiza- 
tion projects, has resumed his 
former position as _ executive 
vice-president of Noma Electric 
Corporation of Maryland. This 
is the equipment and appliance 
branch of Noma operations and 
includes the Refrigeration Cor- 
poration of America, Estat: 
Heatrola and K-D Lamp divi- 
sions. 

Joseph H. Ward, executive 
vice-president of Noma Electric 
Corp. of New York, the parent 
company, is in charge of all] other 
Noma operations, including lights 
and toys. 

Henri Sadacca, president of 
Noma Electric, stated that dur 
ing his absence as executive, 
Mr. Bess continued as a director 
of the parent organization and 
is therefore fully informed with 
regard to the recent activities of 
the companies once more under 
his personal supervision. 
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TELECHRON FOUR-ALARM ADVERTISING 
[S HOT APTER GIFT SALES 
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Telechron is going to provide the spec- 
tacle, a thrilling blaze of 4-alarm adver- 
tising during May . . . a double spread in 
Life . . . a page in The Saturday Evening 
Post . . . and half pages in Ladies’ Home 
Journal and Country Gentleman. You’re 
invited to add the noise . . . a good old 
cash register clang. You’li get more out 
of this hot advertising idea . . . in gift 
sales for graduations, weddings, and 

















HARDWARE AGE, APRIL 7, 1949 





showers .. . if you tie in. Make sure you 
have plenty of Telechron electric clocks ; 





feature them in your window and store 
displays and in your own adyertising! 
Telechron Inc., Ashland, Massachusetts 
A General Electric Affiliate. 





Telechron . . . the first and favorite 

electric clock . . . provides right time for 
every room. Smart styles in alarms, 
occasional and kitchen clocks, and awakening 
devices make profits for you. 








Seth Marshall Discusses Joint Responsibility 
Of Stores and Marshall-Wells at Billings 


The 1949 Marshall-Wells Con- 
gress of the Billings, Mont., 
branch was addressed by Seth 





SETH MARSHALL 


Marshall, chairman of the board 
of the Marshall-Wells Co., Du- 
luth, Minn., who discussed “Joint 
Responsibility of Stores and 





W. F. SPOERL HEADS ALL 
DIVISION SALES FOR 
U. S. RUBBER CO. 


Two major staff promotions of 
the United States Rubber Co. 
were announced recently — by 
Ernest G. Brown, vice-president 
and general manager of the di- 
visions. 

Walter F. Spoerl, general sales 
manager of the mechanical goods 
division, has been named gen- 
eral sales manager for all divi- 
sions under Mr. 


Brown’s su- 
pervision. Robert D. Gartrell, | - 
development manager for the | 


company’s Passaic, N. J., plant. 
has been named development 
manager for all divisions. 

Mr. Spoerl began his rubber 
career 40 years ago as a clerk 
in the company’s sales offices in 
Chicago, transferring to New 
York in 1934 as assistant man- 
ager, branch sales, mechanical 
goods. He became merchandise 
manager of the mechanical goods 
division in 1944. In 1946, he 
was named general sales man- 
ager for the division, the position 
he held until this new appoint- 
ment. 





Mr. Gartrell joined Dominion 
Rubber Company, Ltd., Cana- | 
dian subsidiary of United States | 
Rubber Company, in 1917. For | 
the next 11 years he served in | 
various technical positions until 
he was appointed director of de- | 
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Marshall-Wells Co.” Harry 
Greenough, Billings branch store 
division manager introduced Mr. 
Marshall. 

The technique of producing 
the daily quarter hour radio pro- 
gram, Louise Massey, was ex- 
plained and demonstrated for the 
owners in attendance by 
Marzari, advertising and 
sales promotion department 
manager. A luncheon was held 
the first day, in accordance with 
the theme of the entire Congress, 
“Thar’s Gold To Mine in 749.” 
Simulated chuck-wagon, rough 
slab dining tables, tin cans filled 
with sugar and other table es- 
sentials and the main course of 
flap-jacks and fried salt pork 
carried out the theme. The 
congress was climaxed with a 
*49’er dinner-dance. In attend- 
ance from Marshall-Wells main 
office were Sandy Oie, advertis- 
ing and sales promotion, War- 
ren Hartwell, major appliances, 
Roy Sorenson, automotive, Don 
Oltz. tools. Bill Butcher, paint, 
and Mr. Marshall. 


store 


F. L. 


velopment for Dominion Rubber 
Company, Ltd., with headquar- 
ters in Montreal. He returned to 
the United States in 1931 to be- 
come development manager of 
the Passaic, N. J., plant of U. S. 
Rubber in charge of mechanical 
goods. 

After 13 years of consulting 
work in industrial engineering, 
sales and production, Mr. Arm- 
strong joined U. S. Rubber as 
production superintendent at the 
company’s Bristol, R. I, plant. 





In 1939, he was named assistant 
factory manager of the plant and 
in 1941 factory manager, the po- 
sition he held until his present 
appointment. 

NAT’L SPORTING GOODS 

SHOW TO BE HELD 

JAN. 22-26, IN CHICAGO 


G. Marvin Shutt, secretary of 
the National Sporting Goods As- 
sociation, which has moved from 
St. Louis to 1 N. LaSalle St., Chi- 
cago 2, Ill., has announced that 
the 1950 National Sporting Goods 
Association convention and show 
will be held at the Morrison 
Hotel, Chicago, Jan. 22-26. About 
400 sample rooms will be used 
for the exhibits and in addition 
they plan to use between 50 and 
100 exhibit booths. The booths 
will be in the Mural Room, the 
ballroom, and is on the second 
floor. The general meetings as 
well as the banquet will be held 
in the Terrace Room. 


REYNOLDS ELECTRIC 
OCCUPIES NEW PLANT 


The Reynolds Electric Co., for- 
merly at 2650 W. Congress St., 
Chicago, has built a modern, 
one-story daylight plant, with in- 
creased capacity at 3000 River 
Road, River Grove, TIIl., two 
miles west of the Chicago city 
limits. 

The new plant is modern in 
every particular and was de- 
signed to secure the utmost efh- 
ciency in manufacturing the 
company’s products. 

It has been fully equipped 
with the latest high speed, auto- 
matic and precision machinerv 
so that everything produced by 
the company can be made under 
one roof. 





wage 


MINNESOTA LINSEED 
CHANGES NAME TO 
MINNESOTA PAINTS, INC, 


Minnesota Paints, Inc., Minne. 
apolis, Minn., is the new official 
name for the Minnesota Linseed 
Oil Paint Co. It was decided, 
after 75 years of paint and var. 
nish manufacture, to shorten the 
name as it is easier to say and 
remember. No change of owner- 
ship or management is involved. 
The change should also reduce 
confusion between the old name 
and that of the Minnesota Lin- 
seed Oil Co. The latter company 
was formed in 1870 but for the 
past 12 years has been a division 
of the paint company. It was 
recently reactivated as a sepa- 
rate corporation to operate its 
new $2,000,000 solvent extraction 
linseed oil plant. 


NEW DIVISION MANAGERS 
ARE APPOINTED 
FOR DUCHESS WASHERS 


F. W. McGrath, vice president 
in charge of sales for Appliance 
Mfg. Co., Alliance, Ohio, has an- 
nounced the appointment of one 
special representative and four 
Divisional Managers, as follows: 
Joseph A. Arnao, 136 Bay Ridge 
Parkway, Brooklyn 28, N. Y., di- 
visional manager for all of New 
England, Eastern New York State, 
and Northern New Jersey; W. H. 
Connors and Carl Connors, 1590 
Eudora Street, Denver, Col., di- 
visional managers, Rocky Moun- 
tain territory; John C. Wilson, 
1355 Market Street, San Francisco 
3, Cal., divisional manager, West 
Coast states; and Richard D. Hall, 
Appliance Mfg. Co., Alliance, 
Ohio, special representative at 


| large. 





OFFICERS ELECTED AT THE WEST VIRGINIA CONVENTION: Shown above are 
the officers, correctly identified, whose election at the recent West Virginia Hardware 
Association convention in Bluefield, was announced in the March 10th issue. Left to right: 
W. E. James, The Elk Hardware Co., Sutton, president; H. Bruce Bacon, South Charleston 
Hardware Co., first vice-president; J. C. Mallory, Wholesale Paint & Supply Co., Prince- 
ton, second vice-president; James C. Fielding, Charleston, secretary-treasurer; Rymer 
Law, Grantsville, executive committee member; H. O. Cruikshank, Pierson & Fielding 
Hardware Co., Charleston, retiring president and ex-officio member of the executive 
committee; E. E. Bibb, Beckley Hardware & Supply Co., Beckley, executive committee 
member. R. L. McCoy, Rural Supply Co., Ravenswood, executive committee member, 
does not appear in the picture. 
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Half your selling job 


DONE for you—by Kabbewmaid 


with full-color, national advertising! 





Four-color ads in such widely-read magazines as 
Good Housekeeping, Ladies’ Home Journal, 
Better Homes and Gardens, and Woman’s Home 
Companion, attract women 29,180,000 times 
to Rubbermaid products. 


Ri 


Is} Pr 





All you need to do is— 


Stock it—-so women won’t be disappointed when they come 
in to buy Rubbermaid. 

Display it—so Rubbermaid is easy to find, and customers 
are reminded of their intention to buy. 

Carry a full line—so the items they want... in the colors 
they want ... in the sizes they want are available 
in YOUR store. 

Tie-in— mention Rubbermaid in your advertising, so women 
will know where to come for Rubbermaid items. 


TO FURTHER HELP YOU—Rubbermaid provides for your 
use, chrome wire display racks with poster cards; also mat 
sheets, banners, etc. Ask your jobber for a supply. 





Send for catalog showing complete line of 
The quality home-engineered line that resists heat, grease, soap, and wear. 


THE WOOSTER RUBBER COMPANY 
Department HA3 + Wooster, Ohio 
IN CANADA, RUBBERMAID PRODUCTS, INC., TORONTO 
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When... 
Oh, when has a Hamper 


( offered all this ? 
—— 









A choice of leading bathroom colors! 


A finish water and steam will not 
blister! 


No rough edges to snag delicate 
fabrics! 








and of course, it’s a WHITNEY HAMPER! 


with Guaranteed Construction Features! 


Yes, every Whitney product has a Fact Tag attached to it. 
This Fact Tag tells a customer the product’s advantages. It 
assures the customer of superior construction, of long life and 
service! It also tips the customer off to the slews of special 
features exclusive with Whitney! 


with Powerful National Advertising! 
Take a look at the powerful national advertising behind the 
Whitney name! Year after year, and this year is no exception, 
Whitney has run a powerful national advertising campaign. 
Practically every woman’s consumer magazine you can think 
of has consistently carried Whitney messages. Just think of 
the millions of Whitney reader impressions . . . the thousands 
of pre-sold Whitney customers. 

with Satisfied Customers! 
Praised by satisfied 
customers everywhere! 
Whitney takes the cake 
for No Returns! And 
buyers everywhere tell 
us that when they sell 
a Whitney, it stays 
sold! Whitney styling 
is superb! Whitney 
construction is_ solid! 
Whitney is a better buy 
for.the customers’ 
dollars, and the cus- 
tomers know it! 
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F. A. WHITNEY CARRIAGE COMPANY 
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Store Modernization Show to Select 
“Best Modernized Store of the Year” 
From Chambers of Commerce Entries 


Over 2000 Chambers of Com- 
merce, civic organizations, and 
trade associations, blanketing the 
United States, are today being in- 
vited to enter the second na- 
tional competition for the “Best 
Modernized Store of the Year,” 
sponsored by the International 
Store Modernization Show. 

This year, John W. H. Evans, 
managing director of the show, is 
preparing for some 200 entries. 
The winners to be selected by 
a jury committee of the Ameri- 
can Institute of Architects, head- 
ed by Morris Ketchum, Jr., au- 
thor of “Shops and Stores,” will 


be awarded $500 in prizes. 

The entries will be judged and 
exhibited during Store Moderni- 
zation Week, at the 1949 Store 
Modernization Show, June 19-24, 
at Grand Central Palace in New 
York. Other exhibits will include 
the latest developments in store 
fronts, lighting fixtures, esca- 
lators, floor coverings, display 
cases, air conditioning systems, 
ice makers, cash registers, credit 
authorization systems and coin 
vending machines. Store owners 
in the United States spend one 
billion dollars annually for such 
equipment. 





DOBBINS CONSOLIDATES 
ALL OPERATIONS IN 
ELKHART, IND., PLANT 


The Dobbins Mfg. Co., through 
Harold F. Brandt, president and 
general manager, announced that 
effective Feb. 1, 1949, all opera- 
tions previously carried on at 
the N. St. Paul, Minn., plant 
will be consolidated into the 
Elkhart, Ind., plant. The move 
will be completed before the end 
of the present fiscal period end- 
ing July 31, 1949. Mr. Brandt 
pointed out the move was made 
to effect generally better service 
to its customers, important sav- 
ings in taxes, incoming and out- 
going freight, personnel, and 
overhead expenses in general. 


The Elkhart plant, approxi- 
mately four times the size of the 
N. St. Paul plant, was acquired 
in 1939 and has since been com- 
pletely modernized. The consoli- 
dation will allow the Dobbins’ 
company to stabilize and level 
out employment as well as cre- 
ate the need for additional em- 
ployment and space. Most of the 
transferred operations can be 
absorbed into the present build- 
ings although some additional 
space will be required. 








PENN REFINING NAMES 
SALES AGENTS FOR 
PENN DRAKE GUMOUT 


Pennsylvania Refining Co., 2688 
Lisbon Rd., Cleveland 4, has an- 
nounced that it is establishing a 
national sales organization for 
the distribution of its new car- 


buretor and fuel system, Penn 
Drake Gumout. 

According to the company, 
Gumout is sold through recog- 
nized distributors only. Those in- 
terested in handling Penn Drake 
Gumout should write directly to 
the maker. 
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The concern also states that sev- 
eral territories are open to manu- 
facturers’ representatives. Sales- 
minded agents are invited to write 
for complete details on the oppor- 
tunity. 

W. S. HUSS HEADS SALES 
IN SOUTHERN DIV. 
FOR ACME STEEL 


Acme Steel Co., 2840 Archer 
Ave., Chicago, recently  an- 
nounced the appointment of W. 
S. Huss as sales manager of the 
Southern division, with head- 
quarters in Atlanta, Ga. Mr. 
Huss has been associated with 
Acme Steel for the past 30 years 
with the entire time having been 
devoted to the selling and mar- 
keting of Acme products. Assist- 
ing Mr. Huss will be J. C. Brill, 
New Orleans district manager, 
and C. A. Carrell and W. G. 
Polley, special representatives. 
Mr. Huss replaces F. H. Webb 
who retired from the company 
on his 30th anniversary. 


M.E.W.A. DEVELOPS TIRE 
BATTERY ACCESSORY 
MERCHANDISING PLAN 


Acting upon the principle that 
the greatest value of association 
membership lies in the coopera- 
tive advancement of common in- 
terest, the Motor and Equipment 
Wholesalers Association, 309 W. 
Jackson Blvd., Chicago 5, IIl., is 
currently presenting to its mem- 
bers, at cost, a new 186-page vol- 
ume bearing the title, “M.E.W.A. 
Tire, Battery and Accessory Sales 
and Service Manual.” 

The manual contains, in quickly 
accessible form, all of the specifi- 
cations and other data required to 
plan, establish and maintain a 
thoroughly efficient tire, battery 





and accessory department, accord- 
ing to the Association. 


wong 2 














MEMO 


TO: Builders' Hardware and Tool 
Manufacturers in Need of Action-— 
Producing National Distribution 


FROM: A Successful Distributor 
with an Established National 
Sales Organization 

If you are a manufacturer who wants to concen- 
trate on production and forget the worries of 
sales and advertising of your product... 

And if your product would normally be 
handled by the largest contract hardware dealers, 
chain lumber yards, and hardware retailers... 

And if national and/or international distribu- 
tion is your goal... 


Then let’s talk business! 





A little over three years ago we talked business 
with the Kwikset Lock people in Anaheim, Cali- 
fornia. We became national distributors of these 
locksets, which at that time were being introduced 
to the market. 

Today more than 4,000,000 Kwikset Locksets 
are in use and increased sales have necessitated 
the construction of a new plant with greatly 
enlarged production capacity. Starting this month, 
we and Kwikset are jointly launching a national 
advertising campaign (see opposite page). 


If that’s the kind of success story you'd like us 





to tell about your own product, let’s talk business. 





We're prepared to warehouse your product, if 
necessary. Our 25 salesmen, whom we regard as 
the top men in their field today, are covering 
every major market and every state in the U.S. 
every month. Export agents assist us in covering 
every important market in the world. 

These salesmen are the men who have sold 
Kwikset Locksets for thousands of individual 
homes and for some of the largest housing projects 
in the U.S.—including the Atomic Energy Hous- 
ing Projects at Los Alamos and Richland, Army 
and Navy Housing Projects in this country and 
overseas—through established jobbers and contract 
hardware dealers. 


If you'd like these men to work for your 





product, let’s talk business. 





A letter on your own letterhead is all that’s 
necessary to get the ball rolling. 


ef Tko 


INDUSTRIES 4 


1107 East Eighth Street, Los Angeles, California 
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| “Rugged, good looking locks 
ee and what a buy!” 


Says LOUIS KELTON, vice president of 
Allied Contractors, Inc., builders 
of Allied Gardens projects in 
Los Angeles, Lynwood, Van 
Nuys and Compton— 
over 1100 units 
in 1948. 





WKS: 


LOCKSETS 







@ Savings up to 20% on initial 
cost and installation time! 


@ Unconditionally guaranteed 
against defective materials or 
workmanship! 


@ Over 4 million now in use! 
@ Easy 2-hole installation! 
@ Hand finished for quality! 





When you specify, sell or use 
Kwikset locks you add beauty and 
quality to homes. You guarantee 400A, 5-pin tumbler entry locking 
years of trouble-free service. And— ’ 
because they are low in cost and 
easy to install—substantial savings 
are the rule. 

Born of wartime research, Kwik- 
set lock parts are of brass stampings 
or pressure cast from Zamak No. 5 
—the same kind of tough, high-test 
alloy now used for precision tools 
and calculator parts. Pin-tumbler, 
cylinder locks assure top security. 

Clean simplicity of design — 
coupled with fine hand-finished 
lustre—make Kwikset locks ideal 
for all residential structures. For 


beauty...for economy...for lasting 
service —Kwikset locks are tops! KWIKSET JIG PROVES AMAZING TIME SAVER! 


set for all exterior doors. Handle is 
separate from lockset and can be 


so ordered. Available in 






standard finishes of dull 
or polished chrome, 
brass or bronze. 
Authentic design for 
all semi-modern 
and traditional 


type structures. 


Kwikset locksets are available 
for all standard installations 
and in all popular U.S. finishes. 
Deadlatches are optional. 


Complete with special boring 
bits, Kwikset Jig screws on in 
a jiffy and holds tight. 
Assures exact right-angle 
holes for perfect lock fit. 
Low in cost, it saves time 
and money. Write today 
for full details. 


Manufactured by 
KWIKSET LOCKS, INC. 
Anaheim, California 





Distributed by Please send me complete information on Kwikset locksets and name of my nearest 
dealer. NOTE: Openings for distributors are still available in a few select territories. 


PETKO INDUSTRIES, INC. Write for details. 
1107 East Eighth Street 


Los Angeles, California Name a —_—_—____— Company—____— 





Street & No. City eS 
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AJAX AUTOMATIC 
TANK HEATER KIT 











COMPLETE PACKAGE 
FOR BUILDING AUTOMATIC 
SIDE ARM WATER HEATERS 


The Ajax Automatic Tank Heater Kit saves extra work 
and trouble on installation. It is designed for simple and 
easy hook up. 

Includes: 

1—one model “S” snap action thermostat; 2—one model 
P-16 safety pilot which shuts off the gas to the pilot and 
the main burner (100% shut off); 3—the necessary fittings 
and % tubing to connect the safety pilot to the heater 
(A-102 Connector Set); 4—one bracket No. 160 which 
holds the pilot securely in its proper position; 5—fittings 
and ¥% tubing to connect the thermostat to the safety 
pilot (A-103 Connector Set); 6—pilot valve and ¥% pilot 
tubing; 7—one Chester No. 20 double copper heater 
which is designed for easy and proper installation of the 
P-16 safety pilot; 8—one bottom heater coupling. 


No Pipe Nipples, No Pipe 
Fitting, No Guess Work 


This complete kit saves time and labor. No pipe to 
cut and thread. No nipples to connect. No guess work 
on installing the safety pilot. The heater and pilot 
bracket are so designed that the safety pilot fits in only 
one position. 


Controls sold separately if desired. 
THE AJAX THERMOSTATIC CONTROLS CO. 


COUNTY LINE ROAD 
DEPT. H., GATES MILLS, OHIO 
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CORNING GLASS NAMES 
EASTERN CONSUMER 
PRODUCTS SALES MGR. 
Corning Glass Works, Corn- 
ing, N. Y., has announced James 
B. Hardenbergh’s promotion to 


the post of sales manager of the | 


company’s consumer products 
division’s eastern distributor 
sales district. It was simultane- 
ously revealed that Francis Ha- 


| gan has been named assistant 


dis- | 


manager of the division’s 
tributor sales department. 
Formerly Metropolitan 
York sales representative for the 
division, Mr. Hardenbergh, in 
his new post, succeeds J. Gra- 
ham Cairns, who has resigned 
from the company. Prior to be- 
coming associated with Corning 


| in 1924, Mr. Hardenbergh was 
| a member of the sales staff of 
| the Baltimore Potteries Co. He 


joined CGW as a sales repre- 
sentative of the then Pyrex 
Housewares Division and was 
assigned to the New York terri- 
tory, remaining there through- 
out his length of service. 

Mr. Hagan joined Corning in 
1942 from the Boston Edison 
Co., where he was district sales 
supervisor. He served the com- 
pany initially as a sales mission- 
ary until, late in 1942, when he 


was assigned to the New Eng- 
| land territory as sales repre- 


| . . 
| sentative. Five years later, Mr. 


Hagan was advanced to the 


| metropolitan Chicago territory as 


| a senior sales representative, re- 
| maining there until his recent 


| promotion. 





TEGCO WITHDRAWS 
FREIGHT ALLOWANCE 


As of Jan. 15, 1949, Technical 
Glass Co., Inc., 2050 E. 48th St., 
Los Angeles 11, Calif., withdrew 
terms under which it gave “full 
freight allowance to any point 
in the United States on orders 
of 100 lbs. or over.” In its ad- 
vertisement appearing on page 
129 of the Feb. 24, 1949 issue of 


Harpware Ace, Technical Glass | 


Co. incorrectly indicated that 
these allowances were still being 
given. 
E. S. O’ROURKE MARKS 
50TH ANNIVERSARY 
WITH LOGRAN-GREGG 


Edward S. O’Rourke. manager | 


of the order department has 
marked his 50th year with Logan- 
Gregg Hardware Co., hardware 
wholesalers, 


ed his way to the top of the de- 
partment. J. M. McClelland, 
president of the company, pre- 
sented him recently with a Hamil- 
ton watch, suitably engraved. 
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New | 


121-129 Ninth St.. | 
Pittsburgh 22, Pa. He started as 
a boy of 13 years and has work- | 
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WILLIAM E. SKINNER 


| W. E. SKINNER HEADS 
ARVIN DISTRIBUTORS 


William E. Skinner has been 
named manager of Arvin Dis. 
tributors, 150 N. Wacker Drive, 
newly opened Chicago branch 
sales operation of Noblitt-Sparks 
Industries, Inc., Columbus, Ind. 
Mr. Skinner will supervise a 10- 
man sales force which will cover 
metropolitan Chicago and cities 
in northern Illinois and northern 
Indiana. 


J. F. THOMPSON, PRES. 
INTERNATIONAL NICKEL 
CO. OF CANADA 


Robert C. Stanley, chairman of 
the board of directors of The In- 
ternational Nickel Co. of Can- 
ada, Ltd., has announced that on 
his recommendation the board. at 
its recent meeting, has made the 
following executive 
ments in the company: 

Mr. Stanley, president since 
1922, continues as chairman of 
the board. Dr. John F. Thomp- 
son, executive vice - president 
since 1936, has become president, 
and Dr. Paul D. Merica, vice- 
president since 1936, and a direc- 
tor, has become executive vice- 
president. Henry S. Wingate, 
| has been named a vice-president 
| and continues as secretary. There 
was no change among the other 
officers of the company. 





rearrange- 


HALL-WESSEL TO 
MOVE ITS PLANT 
Hall-Wessel Co., Philadelphia, 
| Pa., manufacturers of builders’ 
hardware specialties, will move 
| from its present quarters at 1719 
N. 2nd St. to larger quarters at 
2116-26 W. Nicholas St., Phila- 
delphia 2, Pa., about April 1. 
Jerome L. Prinsky, sales man- 
ager, says the company plans to 
greatly increase production and 
to add new items to its lines 

| when the move is made. 


1949 





RE-El 

CHAIF 
ROOF I 

L. M. 
for sales 0 
has been 





the boars 
Asphalt F 
an associ 
ufacturer: 
P. C. Ro 
dent of tl 
elected v: 
Chamber! 
Bird & S 


.Teasurer. 


ADVA 
APPL 


Harold 
troit Dis 
recently 
tion of ¢ 
manager. 
merly in 
for Delec 
the posi 
manager 
sion for 
sion of 
chester, 

Mr. L 
make hi: 
troit off 
and Mr. 
at divis' 
chester. 

He er 
predeces 
in 1923, 
later bee 
to enter 
the unin 
the Uni 
majored 

After 
he retu 
worked 
ment, lz 
gineer. 
Detroit 


HARD" 


wage 





INNER 


HEADS 
3UTORS 


r has been 
Arvin Dis. 
icker Drive, 
ago branch 
»blitt-Sparks 
imbus, Ind. 
ervise a 10- 
h will cover 
_ and cities 
nd northern 


i, PRES. 
, NICKEL 
ADA 


chairman of 
of The In- 
o. of Can- 
ced that on 
e board, at 
s made the 
rearrange- 


dent since 
1airman of 
F. Thomp- 
president 
- president, 
rica, vice- 
nd a direc- 
utive vice- 
Wingate, 
2-president 
ary. There 
the other 
y. 


TO 
ANT 


iladelphia, 
builders’ 
will move 
rs at 1719 
uarters at 
st., Phila- 
April 1. 
ales man- 
plans to 
ction and 
its lines 


7, 1949 








RE-ELECT CASSIDY, 
CHAIRMAN ASPHALT 
ROOF INDUSTRY BUREAU 
L. M. Cassidy, vice-president 
for sales of Johns-Manville Corp., 
has been re-elected chairman of 





L. M. CASSIDY 


the board of governors of the 
Asphalt Roofing Industry Bureau. 
an association of 28 leading man- 
ufacturers of building materials. 
P. C. Rowe, executive vice-presi- 
dent of the Flintkote Co., was re- 
elected vice-chairman, and E. L. 
Chamberlain, vice-president of 
Bird & Son, Inc., was re-elected 
.Teasurer. 


ADVANCE TWO DELCO 
APPLIANCE SALESMEN 


Harold H. Leonard, former De- 
troit District Manager, has been 
recently appointed to the posi- 
tion of equipment division sales 
manager. Carl T. Amrine, for- 
merly in the service department 
for Deleo Appliance, has assumed 
the position of assistant sales 
manager in the equipment divi- 
sion for Delco Appliance, Divi- 
sion of General Motors, Ro- 


chester, N. Y. 

Mr. Leonard will continue to 
make his headquarters in the De- 
troit office of Delco Appliance, 
and Mr. Amrine will be located 
at division headquarters in Ro- 
chester. 

He entered the employ of the 
predecessor to Delco Appliance 
in 1923, as a factory worker. He 
later became first Delco employee 
to enter cooperative training at 
the university level. He attended 
the University of Cincinnati and 
majored in engineering. 

After completing his education, 
he returned to the Division and 
worked in the engineering depart- 
ment, later becoming a sales en- 
gineer. He has been head of the 
Detroit office for 19 years. 


Carl Amrine is another Delco 
veteran. He entered the employ 
of the Delco Light Co., Dayton, 
Ohio, within a few months after 
his graduation from Dennison 
University. 

In 1930 Mr. Amrine moved to 
Rochester when Delco Light be- 
came a part of the Delco Appli- 
ance Division. He has been ac- 
tively engaged in sales and ser- 
vice work throughout his long 
career with the Division. During 
the war he performed valuable 
services for Delco Appliance in 
technical and service contacts 
with the armed forces. 





EMBREE NAMES WIPE-ON 
NEW ENGLAND SALESMAN 


The appointment of Arthur 
Reid, with offices at 99 Bedford 
Street, Boston 11, Mass., was an- 
nounced recently by the Embree 
Mfg. Co., Elizabeth, N. J. 

Mr. Reid will handle sales rep- 
resentation for Wipe-On plastic- 
base coating and for the new Em- 
bree item, ZOFF dewaxer and 
surface restorer in all New Eng- 
land States. 





J. F. DORAN REPRESENTS 
CALORIC STOVE CO. 


Caloric Stove Corp., has ap- 
pointed James F. Doran, to 
represent Caloric in the New 
York Metropolitan area. He will 
handle special assignments for 
the complete Caloric line of gas 
ranges, and will cover the public 
utilities in that area. 

Mr. Doran’s long experience 
in the gas range industry has 
made him thoroughly familiar 
with the New York area. He has 
served there since 1922 as sales- 
man, assistant to sales manager, 
and as district manager for ap- 
pliance companies. From 1942 
to 1944 he was assistant chief ex- 
pediter at a large war produc- 
tion plant. From 1944 to 1946 
he was procurement specialist 
for the Smaller War Plants Corp. 








E. DORAN 


JAMES 
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Before testing, all samples (20 
ib. test) were soaked in tap water 
for two hours. Ten break loads 
were made on each line. Average 
break loads— 


<J> 


Tests High... 





No. | Horrocks Ibbotson 22.77 
No. 2 Manufacturer 21.37 
No. 3 Manufacturer 21.12 
No. 4 Manufacturer 20.45 
No.5 Manufacturer 19.72 
No.6 Manufacturer 19.47 
No. 7 Manufacturer 18.85 


delivery. 

















In recent tests made by the 
United States Testing Co., 
Inc., H-I braided Nylon lines 
again proved their superior 
strength and ability to “take 
it’. All H-I lines test over 
label specifications . . . rate 
high with testers and fisher- 
men—they’re built of superi- 
or materials in the industry's 
largest and most modern line 








<g> 


Moves faster... 


. . . because H-I tackle is made for the lowest price 
consistent with top quality... 
Stay out in front of competition—with the H-I line 
of better lines and tackle. Order direct for immediate 


HORROCKS IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 


plant. 


nationally advertised. 


DRY FLITE NYLON LINE 


Level, 25 yds., $1!.50-$2.40, or 
tapered, 30 yds. $8.00 (Retail 
Prices). 

DuPont Nylon. Produced 
under new process insuring 
long wear, resistant to crack- 
ing or peeling 


SKIRR BAIT CASTING LINE 


50 yds., $1.20-$2.40 (Retail 
Prices). 

Special deluxe Nylon braided 
line. Waterproof, unaffected 
by fresh or salt water 


OLD HI'S HI-TEST 


Silk Casting Line — 50 
$1.70-$3.50 (Retail Prices). 
Each thread waterproofed be- 
fore braiding. The finest cast- 
ing, longest lasting bait cast- 
ing line you can offer, 


yds 
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Light | 
BUILDERS 
HARDWARE 


ty GRIFFIN 


For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware . 

quality produced by 

Griffin. 
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Pi Svery DOOR NEEDS THREE! 
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anufacturing Company 


ERIE » PENNSYLVANIA 


REPRESENTATIVES 
B. S. ALDER COMPANY—45 Warren Street, New York 7, New York 
WILBUR H. DAVIS—1639 Fargo Avenue, Chicago 26, Illinois 
GEO. A. GREGG—9344 Woodward Avenue, Detroit, Michigan 
AUSTIN & EDDY, INC.—II5 Broad Street, Boston, Massachusetts 
CHARLES L. LEWIS—703 Market Street, San Francisco 3, Calif. 
W. S. JOHNSON—917 St. Charles Avenue, Atlanta, Georgia 
E. H. FARRAR—229 Shell Bldg., Houston, Texas 
R. F. BEVERS—4524 East 60th Street, Seattle, Washington 
L. J. FULLER, JR.—785 North President Street, Jackson 6, Mississippi 
HARVEY D. RUSH & SONS—4638 Mill Creek, Kansas City, Missouri 
IN CANADA 

MANNING |. SHORE—Merchandise Sales of Canada, 15 Wellwood Avenue, 

Toronto, Ontario 








ferences on store modernization 
will be conducted under the di- 
rection of the New York Uni- 
versity School of Retailing, it 
has been announced by Dean 
Charles M. Edwards. Professors 
Hans FE. Krusa and Theodore D. 
Ellsworth will head the Plan- 
ning Board for the conferences, 
which are to run concurrently 
with the 3rd Annual Store Mod- 
ernization Show -at Grand Cen- 
tral Palace in New York City, 
June 19th-24th. 

As in 1947 and 1948, the con- 


AMERICAN COACH 
MAKES SALES CHANGES 
Clarence G. Wood, director of 

sales, has announced the follow- 
ing sales appointments for The 


American Coach & Body Co., 
Cleveland, Ohio. 
Paul V. Dimmick succeeds 


Deming Bronson as central divi- 
sion sales manager with head- 
quarters at Cleveland, Ohio. Mr. 
Dimmick will cover Ohio, West- 
ern New York, Western Penn- 
sylvania and West Virginia. Mr. 
Bronson, who has resigned, will 
return to the west coast to en- 
gage in the lumber business. 
Assisting Mr. Dimmick will be 
Arthur C. Frank, who will cover 
| Michigan, Indiana and Kentucky 
with headquarters in Cleveland, 
| Ohio. Mr. Frank has been a 
| sales and service engineer in the 





| home office. 
GABRIEL STEEL HOST 
TO HARRIS SALESMEN 
AT CONVENTION 


At a sales convention held at 
the Book-Cadillac Hotel in De- 
troit, Mich., recently, 26 salesmen 
of Harris, Inc., of Columbus, were 
guests of the Gabriel Steel Co. 

Harris, Inc., is the national 
sales representative of Gabriel 
Steel. They also represent the 


RIFFIN- 


| Weiser Co., Los Angeles, as sales 
| representative east of the Rockies. 
| In addition to these lines, Harris, 
| Inc., carries many other hardware 
|and building supply products 
which are sold through dealers 
throughout the country, including 
products of the Superior Spring 
Hinge Co., Chicago, III. 

The convention opened with a 
trip through the Gabriel Steel 
Company plant. The three fol- 

| lowing days were devoted entirely 
| to explanation and discussion of 
| Weiser Residential Hardware, 


| Superior Door Closers, Harris 
if ° 
= |Garage Doors and other items 


sold by Harris, Inc. 


Retailing School to Direct Clinics 
At Next Store Modernization Show 


The 1949 series of daily con- | ferences 











will have nationally 
recognized authorities as speak- 
ers. They will be announced at 
a later date by John W. H. 
Evans, president of the Store 
Modernization ‘Institute, which 
sponsors the shows. 

Tickets of admission to the 
1949 clinic conferences, as well 
as invitations to the 3rd Annual 
Store Modernization Show, can 
be obtained from the N.Y.U. 
School of Retailing or from the 
Store Modernization Institute, 
40 East 49th Street, New York 
a. 


A banquet was held on the last 
evening. 


TRACY MFG. NAMES 
CHICAGO DISTRIBUTOR 


Tracy Mfg. Co., Pittsburgh, 
Penn., has announced the ap- 
pointment of a wholesale distrib- 
utor in the Chicago area. Frank 
& Scanlan, Inc., 2515-17 South 
Michigan Avenue, Chicago. 
APPOINT TOASTMASTER 

CHICAGO SALESMAN 


Frank W. Griffeth has been 
recently appointed sales repre- 
sentative for Toastmaster Prod- 
ucts Division, McGraw Electric 
Co., Elgin, Ill, it was announced 
recently by W. E. O’Brien, gen- 
eral sales manager. 

Mr. Griffeth, who will assist 





| R. B. Olin in the company’s Chi- 
| cago territory, has had selling 


experience with the Elgin Im- 
port Export Corp. in Mexico and 
the Southwest, and had previ- 
ously sold industrial ultra-violet 
equipment for the Haverkampf 
Engineering Co., both of Elgin. 
He is an army veteran of World 
War II. 





FRANK W. GRIFFETH 
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NOTHING LIKE THE NATIONAL 200° 
HAS EVER BEEN OFFERED AT THE PRICE! 











provides information 
that makes money, 


as well as 
protection 
that 


saves 


money! 


The National ''200” is a modern cash register... .with a 
built-in adding mechanism. All at a price that brings 
simplified record-keeping within the reach of practically 
every retail business. 

It prevents mistakes...speeds service...shows the 
price of each item in a purchase and the mechanically- 
added total of all. 

It mechanizes cash-and-charge control . .. printsa record 
of every transaction...distributes the amounts auto- 
matically into separate columns for any desired classifi- 


itself 
and then 


pays 


you! 


cations——such as, departments, selling employees, serv- 
ices, commodities, etc. Notations may be written oppo- 
site any entry. And. . .the“‘ 200” can be used for adding at 
any time without disturbing the accumulated cash total. 

See this modern ac- an ous m 
counting tool for today’s 


business—the National aa wt 
‘*200’’—at your local | fy 5 
i r 


National Cash Register Steet 85 - anpine maciinn FF. 
office, today. ACCOUNTING MACHINES aes 


' 
' 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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HARDWARE BRIEFS 








IDAHO 


M. A. Grannis, Coeur d’Alene, 
has purchased the Ewing brick 
business building in which he in- 
tends to organize a hardware 
business. The stock of hardware 
will be moved from Dishman, 
Wash., for the new store. 


INDIANA 


Carl and Marie Danenman have 
acquired the Handy Hardware 
Store, Redkey, from Charles 
Amy. The store will be continued 
under the old name. 





G. E. Meyer & Son, Inc., South 
Bend, has moved from 115 West 
Jefferson Blvd., to 207 S. Main 
St. The new store has 23,000 sq. 
ft. of floor space, twice the former 
capacity and a fluted aluminum 
front, floodlighted by spotlights 
from a marquee. 


IOWA 


John and Raymond Beving 
have purchased the interest of 
their sister Luella Beving in the | 
Beving Hardware & Furniture 
Store, Wellsburg. 





Truman F. Slager has opened 
the Slager’s Hardware & Imple- 
ment Store, 20 East College St., 
Iowa City. 








Larson Ida Grove, re- | 
cently held a formal opening of | 
its new store. This company is | 
successor to Ray Pilcher. 


Bros., 








| established 


Johnson Hardware, Albert City, 
has launched an extensive im- 
provement program in its build- 


ing which houses the hardware | 


business. 


KANSAS 
George Pierpoint’s 
of his store at $15,000 due to a 
recent fire. 


KENTUCKY 
Romar Summers’ Hardware 
Co., 316 W. Walnut, Louisville, 
is remodeling its store 
front. 


entire 


backs in the windows, providing 
a view of the entire lower floor. 


LOUISIANA 
Cheneyville Hardware  Co., 
Cheneyville, recently held a 


grand opening of its new home 
on Main St. 


MISSOURI 


Mr. and Mrs. Jack Earl, Jef- | 


ferson City, have purchased the 


R. L. Goodson Hardware Store, | 


117 Vine St., Macon, and plan 
to open the establishment which 
will be known as Earl’s Hard- 
ware. 





The Gregory Hardware Store, 
Fillmore, said to be the oldest 


mercantile business 


hardware | 
store, Benedict, estimated the loss | 


Floor and windows will | 
now be at street level with no | 


| operated continuously in Andrew 
| County, observed its 75th anni- 
versary recently. It is operated 
by N. H. Gregory, son of the 
founder, Norton H. Gregory. 


NEW YORK 


W. E. Robbins Hardware Co., 
Wellsville, was damaged by a fire 
| recently. 


The Earl C. Adams hardware 
store, 380 Delaware Ave., Delmar, 
has been incorporated as Adams 
Hardware, Inc., with Earl C. 
Adams, Irma F. Adams and 
Robert E. Adams as directors. 





Highland Hardware Store has 
| been opened at Highland-on-the- 
| Lake, Erie Rd., Route 5, Derby, 
| by William J. Nitschke. 
Phillips Hardware, 84 S. Pearl 
| St., Albany, has opened a branch 
store at 19 Central Ave., Albany. 


| 


Bamer & McDowell, 38 Cen- 
tral Ave., Albany, has opened a 
new store with fixtures for self- 
service at 1090 Madison Ave., 
Albany. 





NORTH CAROLINA 


Jacobi’s, Inc., Wilmington, has 
been organized by Nathan and 
Hulda Jacobi and Abram Solo- 
mon to conduct a hardware busi- 


ness, 





Leaksville Hardware & Build- 
ers’ Supply, Inc., Leaksville, has 


by Mary Osborne and Otis Gilley. 





OKLAHOMA 


|  Bodie’s Hardware & Sporting 





MISSOURI ASSN’S NEW OFFICERS: Elected at the recent annual convention of the 
Missouri Retail Hardware Assn., March 8-10 in St. Louis, are, left to right, front row: 
Shelton Thomson, Riggs Hdwe., Cardwell, director; Carl I. Hanneke, Hanneke Hdwe. Co., 
St. Louis, vice-president; Ben J. Dierkes, Southwest Hdwe. Co., St. Louis, treasurer; Louis 
C. Kreh, Arcade Bldg., St. Louis, secretary; Harlan C. Whitaker, Whitaker Hdwe. Co., 
Portageville, new president; J. W. Giesler, Giesler Hdwe. Co., St. Louis, retiring president. 

Rear row, left to right, are the following directors: Robert C. Wohlwend, R. C. Wohl- 
wend & Sons, St. Louis; Francis Knollmeyer, Scruggs-Guhleman & Knollmeyer, Linn; E. L. 
Dunlop, Dunlop Hdwe. Co., Bowling Green; Adolph M. Riggs, Kennett; William Ehlen, 
LeMay Mercantile Co., LeMay; Milo H. Walz, Jefferson City. Director Tony Fuchs, Pine 
Lawn Hdwe. Co., Pine Lawn, is not in the photo. 
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been formed to deal in hardware | 


ay 


a 


Goods, Inc., Cherokee, has been 
founded by Harold L. Boden. 
heimer, W. A. Keller and Alva 
T. Albright. 


TENNESSEE 


George M. Luckey, salesman 
with Swift & Co. for 26 years, 
has resigned that position and 
will be associated with his 
brother, Robert Luckey, in the 
management of Luckey’s Hard. 
ware Store, Paris. 


TEXAS 


Mainecke Bros., Plainview, has 
built a hardware and appliance 
store at 205 West Fifth St. Tru- 
man Meinecke, past president of 
Panhandle Hardware & Imple- 
ment Dealers Association, oper- 
ator of the firm, says the store 
contains 11,500 sq. ft. of floor 
space on the ground floor plus 
4000 sq. ft. of balcony. 





Harold Womack, Zork Hard- 
ware Co., El Paso, was elected 
president of the Tri-State Asso- 
ciation of Credit Men. 





Climaxing 77 years of opera- 
tion, the Parker Austin Hardware 
Co., Bryan, opened a new and 
modern building recently. The 
building is 100 by 115 ft. with 
an all-glass front. E. H. Astin is 
president and J. D. Martin, Sr., 
who has been with the store for 
53 years, is manager. 








UTAH 


The addition of one third more 
floor space has been completed 
by The Pehrson Hardware & 
Appliance Co., Salt Lake City, 
to make it a “one-stop” hardware 
and housewares shop. 





The Bountiful Lumber & Sup- 
ply Co., 190 S. Main St., Boun- 
tiful, recently celebrated the com- 
pletion of a 40 by 75 ft. addition 
to its main store along with 
complete remodeling with an 
open house. 

Elsinore Hardware Co., Elsi- 
nore, has been acquired by Harry 
E. Cox from Ted Whiting. 


ICU PRODUCTS OF 
LIVINGSTON CO. 
AGAIN AVAILABLE 


The Livingston Co., 150 Amity 
Rd., New Haven, Conn., has an- 
nounced that its ICU products, 
metal polish such as furniture 
polish, fabric cleaner, etc., are 
again available, production of 
which has been inactive for the 
past five years due to difficulties 
in procuring materials and tin 
containers. 
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Economy Housing Discussed at 
National Home Builders Convention 


A forceful demonstration of in- 
dustry wide cooperation occurred 
at the Annual Convention and Ex- 
position of the National Associa- 
tion of Home Builders held re- 
cently in Chicago. 

The problem discussed was 
lower cost housing, more popu- 
larly known as “economy hous- 
ing” or simply the “Economy 
House.” This is the term used 
to identify residential construc- 
tion designed to meet the needs of 
families in the lower income 
groups. 

More than 15,000 builders and 
others from the home building in- 
dustry devoted a major part of 
their convention to economy hous- 
ing in an effort to acquaint build- 
ers everywhere with the facts that 
will help lower housing costs and 
to discover new ideas for economy 
housing. 

Throughout the five-day meet- 
ing, economy housing was stressed 
in business sessions, clinics and 
panel discussions. Top industry 
experts were on hand to advise 
the builders on all phases of the 
problem. Movies of economy 
housing projects were shown 
daily. Other visual aids and 
demonstrations were used exten- 
sively. 

A special technical clinic on 
building methods that cut costs 
was held on Tuesday, Feb. 22, 
which analyzed methods builders 
can use to lower their construc- 
tion costs. A question and an- 
swer period on modern develop- 
ments such as eliminating base- 
ments, using the convertible at- 
tic, dry-wall construction, tip-up 
walls, plumbing panels, slab con- 
struction and flat roofs, provided 
cost saving answers that builders 
took back home and put to work. 

At a builders’ round table en- 
tiled “Economy Houses I Have 
Built,” all builders working with 
Economy House plans presented 
their plans and told about their 
results. A third clinic dealt with 
new house designs that accent 
liveability and economy. 

The builders’ concern with 
economy housing was climaxed 
with a panel discussion called 
“Reaching the Mass Market 
Through the Economy House.” 
Featuring a hard hitting discus- 
sion of what is being done with 
the “Economy House”—planning. 
methods, materials and _ other 
problems—it presented a com- 
prehensive report on how build- 
ers can use the “Economy House” 
to reach the mass market. 

Economy housing was brought 
up in connection with other topics 
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on the convention agenda, such as 
mortgage financing, neighborhood 
development, and sales methods. 

One hundred and forty-one 
leading national firms serving 


the home building industry par- | 


ticipated in the exposition which 
occupied more than 50,000 sq. ft. 
of space. 

Among the government officials 


who took an active part in the 


convention were Raymond M. 





Foley, Housing & Home Finance | 


Agency Administrator, Franklin 


D. Richards, Federal Housing Ad- | 


ministration Commissioner, and 
T. B. King, Veterans Administra- 
tion loan chief. Perry Brown, na- 
tional commander of the Ameri- 
can Legion, addressed the con- 
vention on behalf of veterans. 


A women’s conference on home | 


building was held during the 
convention. 

At their special conference the 
ladies discussed  builder-client 
relationships, economy houses, in- 
terior decorating, what American 
women want incorporated in to- 
day’s home, and how to defend 


against socialized housing. 


NATIONAL PLUMBING 
CODE ISSUED BY SOCIETY 
OF MECHANICAL 


| 
| 
| 
| 


| 





of plumbing equipment and sys- 
tems, including water supply, 
distribution, drainage and venting 
systems. 

The 13 sections cover: defini- 
tions, general regulations, mate- 
rials, quality and weight, joints 
and connections; traps intercep- 
tors, and cleanouts; hangers and 
supports; plumbing 
water supply and distribution; 
soil and waste pipe, storm drains; 
vents and venting, indirect waste 
and waste pipe and inspection and 
tests. Copies may be had for 
$2.50 from 29 W. 39th St., New 
York City. 


E. A. STEVENS LEVEL 
DISTRICT SALESMEN 


The appointment of three dis- 
trict’ sales has 
been announced by The E. A. 


representatives 


fixtures, | 


| nounced by 


| and 


Gross, 


| NAMES FRANK M. BROWN 


ARVIN DISTRIBUTOR 


Frank M. Brown Co., 12-16 
Free Street, Portland, Maine, 
has been appointed distributors 
for Arvin Radios and electrical 
appliances in the state of Maine 
and in Coas, Carroll, Belknap 
and Grafton Counties, New 
Hampshire, it has been an- 
the Arvin division, 
Noblitt-Sparks Industries, Inc. 

The distributor’s sales 
force, under the of 
general manager Philip T. Brown 
Austin H. 


concentrate on 


new 
direction 
sales manager 
will 


broader and more intensive dis 


| tribution of all 


Stevens Level Co., Newton Falls, | 


Ohio. 

Warren L. Baldwin, 12060 Lake 
Ave., Cleveland, will cover the 
states of Ohio and Michigan. The 
Earl H. Ebert Co., 3016 McGee 
Trafficway, Kansas City, Mo., has 
been assigned a territory consist- 
ing of Kansas, Nebraska, Mis- 
souri and Iowa. 

In Illinois, Indiana, Wisconsin, 
Minnesota and in Louisville, Ky., 
Stevens will be represented by 
Higgins & Linde, Inc., 564 W. 


| Randolph St., Chicago. 


ENGINEERS 
The publication of a new 
American Standard Plumbing | 


Code by The American Society of 
Mechanical Engineers has been 
announced. The code is the work 
of 30 national organizations and 
government bodies working in the 
field of sanitation and _ public 
health. 

An 87-page bulletin, it covers 
minimum safety and health re- 
quirements for design, installa- 
tion inspection and performance 





FOREST BENSON JOINS 
BELLAIRE ENAMEL CO. 


Forest formerly na- 
tional sales director, Norris 
Stamping & Mfg. Co., Les Ange- 
les. Cal., resigned that position 
to become affiliated with Bellaire 
Enamel! Co., Bellaire, Ohio. He 
will aid in streamlining the ac- 
tivities of the sales department. 
Before becoming associated with 
Norris, Mr. Benson was for many 
years with the Aluminum Cooking 


Benson, 





Utensil Co., in various divisions of | 


its sales department. 


Arvin products. 


TOY GUIDANCE COUNCIL 
MAKES SELECTIONS 


The outstanding items from the 
lines of 746 
facturers were submitted to the 
committee of buyers which votes 
selections during the Toy Fair 


American toy manu 


each year, for the annual edition 
of The Toy Yearbook, published 
by the Toy Guidance Council, 
Inc., 1124 Broadway, New York 
City 10, and distributed to the 
public by retailers throughout the 
nation before Christmas. The 
Yearbook features the 200 toys 
voted “outstanding” in all cate- 
gories, 

the 
conucil, that there was an abun- 


It was noted this year by 
dance of well designed, sturdily 
constructed toys, dolls and game~ 
Buyers the 
birthrate as well as the attitude 


believe increaseil 
of parents concerning the func 
tional value of properly selected 
playthings, will continue to main 
tain the high demand for good 
play equipment. Production dif- 
ficulties are reported to have less- 
ened so there should be a plenti- 
ful supply of mechanical, steel 
and plastic items. 





SOUTH DAKOTA ASSN. ELECTS: Officers elected at the recent annual convention 
of the South Dakota Retail Hardware Assn., March 15-17 at Sioux Falls, S. D., are, 
front row, left to right: A. M. Bjerke Brookings, executive board; E. W. Misterek, Delmont, 
president; L. C. Shortridge, Thunder Hawk, advisory board; Henry Desnoyers, Clark, 
advisory board; John Frey, Belle Fourche, executive board; back row, left to right. W. A. 
Parsch, Aberdeen, executive board; O. R. Baily, Sioux Falls, manager-treasurer; E. M. 
Barber, Britton, executive board; Noble Thormodsgaard, Canton, vice-president, and F. 
J. Hodoval, Ft. Pierre, advisory board. 
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IT’S HERE NOW! 


PLASTI-KOTE’S Complete line 
of Push Button Spray Products 


SS 






FAST SELLING PACKAGED \ 
POWER ITEMS—SAVES TIME 
MONEY AND ENERGY 


SPRAZIT PLASTIC SPRAY 


Preserves and protects every type of material — wood, 
paper, leather, canvas, metal—with a single treatment. 
Thousands of uses for home, auto, office, hobbies, indus- 
try. Large household size 12 ounces. 


Retails at $1.98 





New discovery based on new physical principle— attacks 
unpleasant smells, washes them out of the air—KEEPS 


SPRAZIT AiR CONDITIONER | 





ROOM FRESH! Non-staining, non-toxic, non-fiammable. 
2 second spray treats a room. 12 ounce can. 


Retails at $1.98 


SPRAZIT INSECT KILLER 


Contains Pyrethrum, DDT plus Methoxychlor, the senso- 
tional new DuPont discovery. Household size is good for 
75 applications. Equal to 12 pints of old fashioned 
insecticide. Licensed by U. S. Department of Agriculture. 


Retails at $1.98 





SPRAZIT MOTH PROOFER 


Sensational MTX formula kills moths, eggs, larvae on ' 
contact! Single treatment lasts year or more. Cedar 
scented, will not shrink fabric, will not cause colors to 
run. Laboratory tested. Large household size 12 oynces. 


Retails at $1.98 


SPRAZIT Fire EXTINGUISHER 


Puts out all types of fires instantly! Simple, compact, 
fast. . . fits anywhere . . . can be hung from free wall 


bracket. No pumping, no 
tion. Contents 16 ounces. 


Retails at $1.69—3 for $4.95 


Gg, no periodic inspec- 








SEND COUPON TODAY FOR FULL DETAILS 





1 
; PLASTI-KOTE, INC. Send price lists and catalog | 
| 425 LAKESIDE AVE., N. W. on SPRAZIT Push Button } 
| CLEVELAND, OHIO Spray Products —To: 1 
| | 
ES ae eee Tee ae ee 
Ss a : 
Eee Se I eaee........ RR: 
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won: 


To Increase Your Pump 
and Water System Sales 


with a 
RED JACKET 


Working Pump Demonstrator 





PLUS 


Greatly increasing your sales of bathtubs, sinks, all 
plumbing fixtures, paint, linoleum, many hardware 
items, and the hundreds of related products that go 
hand in hand with the sale of a water system. 


This quiet running Red Jacket Dealer Demonstrator 

consists of the popular "RC" shallow well factory 

assembled water system, mounted with all fittings, 

ready to plug in. The cost of the demonstrator equip- 

ment is only $5.95 plus the cost of the standard water 
system. It may be sold at any time 
with no loss of investment. 


(e _ Here is an extra salesman in your 

ela la iam «store, stopping store traffic for a 

; "demonstration" and making sales 

for you. Write for complete infor- 

mation about this valuable helper 
in your store. 


“water 
service 
products 


RED JACKET MFG., CO. Davenport, lowa 
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98.5% have radios— And over half of them 

38 have two or more sets conveniently 
oeated in attractively decorated rooms like 
this living room of the Bishops on the East- 
ern Shore of Maryland. 





3.7% have washing machines—T he 
Vilsons of Tennessee are shopping here for 
the next appliance on their list —an ironer 
»go with their washing machine, electric 
range, refrigerator and zero freezer. 


75.5% have mechanical refrig- 
erators—And thousands are 
buying zero freezers like this 
big one which keeps Mrs. Barrie 
prepared for any “eatin’ crisis.” 
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FP \HeseE pictures of Country Gentleman 

homes show you what happens when 
electricity comes into the farm house. 
Electric power brings running water 
and a stream of the modern appliances 
that mean better living. 


With rural electrification spreading rap- 
idly, farm people are modernizing their 
homes faster than any other group in 
the population. They are eager and able 
to buy after eight years of record pros- 
perity, climaxed by last year’s whop- 
ping $41 billion plus income. 


Over 90% of Country Gentleman families 
have electricity—They are well ahead of 
average U. S. farm families in electrifying 
homes—and in buying electrical equip- 
ment, as this modern kitchen of Mrs. 
Eva Paul demonstrates. 





Pe es | 
oe 





Here is your best opportunity for profit- 
able sales expansion for all types of 
electrical equipment. 


The “cream” families of Rural America 
are Country Gentleman’s 2,300,000 sub- 
scribers. They are concentrated among 
the “top half” group which gets 90% of 
the nation’s entire farm income. And 
no other kind of magazine reaches them 
effectively. . 


That helps explain why Country Gen- 
tleman has soared to 12th place among 
all magazines in advertising revenue. 


turn to Country Gentleman 
for Better Farming, Better Living 
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ADVANCES 
Ferro-manganese. 


DECLINES 


Some radio sets. Some electrical appliances. Lead. Some lead products. 

Platinum. “Ethyl anti-knock compounds. Steel scrap. Zinc. Galvanized 

sheets. Galvanized pipe. Extras on galvanized steel products. Brass ingots. 

Bronze ingots. One line electric refrigerators. One line motor oil. Glycerine. 
Some gas hot water heaters. 





A steel component advanced 
The price of ferro-manganese, a hard- 
ening agent used in steel making, has 
been increased, March 17. by Carnegie- 
Illinois Steel Corp. $12 per gross ton. 
The new price is $175 per ton at the 
producing plant in Pittsburgh district. 
Carnegie-Illinois sells only 20 per cent 
of its production of ferro-manganese. 
The rest is used by it, and by other U. 
S. Steel subsidiaries. The company said 
the increase reflects higher costs of im- 
ported manganese ore. Ferro-manganese 
is an alloy of iron and manganese. 


* * * 


Scrap prices—On March 23, 
the steel scrap market in Pittsburgh 
continued its downward trend, as a 
large consumer purchased No. 1 heavy 
melting scrap at $36 a ton, down $1 a 
ton from the previous quotations. Since 
early January, the steel scrap market 
has been declining gradually. The price 
of No. 1 heavy melting scrap has 
dropped from $43 a ton to the present 
price of $36. Major steel companies 
have done little buying in recent weeks. 
With their scrap inventories in good 
shape and a steady flow of industrial 
scrap coming from fabricating plants, 
the mills have not had to go into the 
open market for scrap except for small 
tonnages. 

* & * 

First 1949 zinc decline—On 
March 23, the price of zinc broke 1% 
cents per lb. to 16 cents, East St. Louis. 
The 17%4-cent price had been in effect 
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since Nov. 13, 1948, when the level was 
raised 2 cents. Zinc is the second non- 
ferrous metal to drop in price from 
post-war highs set last year. It followed 
two reductions within the past few 
weeks in the price for lead, to a current 
level of 18 cents per lb. from its high 
of 211%4 cents. Copper, however, still 
holds at 2314 cents per lb., though cop- 
per scrap prices have weakened. Zinc 
rose 7 cents per lb. in 1948 to a post-war 
high of 17% cents from 101% cents at 
the beginning of the year. It was pegged 
at 814 cents during the war. Over the 
past several weeks there has been a sharp 
contraction in demand for zinc as users 
of the metal became price conscious and 
started reducing inventories. Galvan- 
izers, who use zinc as a protective coat- 
ing on steel sheets, up to recently 
had been the mainstay of the zinc mar- 
ket. Buying from this source has been 
quite limited during recent weeks, par- 
ticularly for zinc for future delivery. 
3uying of zinc on the part of die casters, 
other major users of zinc, also dropped 
sharply. A reduced demand from the 
auto industry has been a factor here. 
The sharp decline in business in the 
brass mill industry, which has continued 
since the beginnng of 1949, has been 
another major factor in the lower de- 
mand for zinc. 


- = 8 


Galvanized products reduced 
—On March 24, two U. S. Steel Corp. 
subsidiaries reduced their prices for gal- 
vanized sheets, galvanized pipe and 


other zinc-coated products. The reduc- 


tion followed the decline of 1% cents in 
the price of zinc, to 16 cents, recently 
announced. Carnegie-Illinois Steel 
Corp. reduced prices 80 cents to $5 a 
ton, depending on the gages involved, 
for coating extras on all galvanized 
sheet products. National Tube Co. in 
creased discounts on galvanized pipe. 
with the effect of decreasing the price 
of galvanized pipe by $3 a ton. Not con- 
nected with the zinc lowering. but effec- 
tive March 22, steel price reductions 
from 8.6 per cent on plates to nearly 34 
per cent on structural shapes were put 
into effect by the Kaiser Co., Inc., on 
Fontana (West Coast) steel production. 
The reductions run from $10 a ton on 
plates to $39 on structural shapes, and, 
Kaiser says, “are designed to meet com- 
petitive conditions and to cancel most 
of the flat $30 a ton advance made by 
Fontana late in 1948.” 
a 

Zinc lowering affects brass— 
Revere Copper & Brass, Inc., has notified 
its customers that prices of its brass and 
alloy products, containing zinc and lead, 
are being reduced in proportion to the 
amount of these metals contained. 
Phelps Dodge Copper Products has re- 
duced its price for Admiralty condenser 
tubes 0.43 cents a pound. Prices for 
brass and bronze ingots, made from 
scrap metals, have been reduced by a 
cent to two cents a pound by a leading 
maker. Since the beginning of 1949, 
prices for brass and bronze ingots have 
been lowered a total of from 114 cents 
to 3% cents a pound, depending upon 
the grade. Demand from foundries, the 
principal users of these ingots, has fallen 
off sharply during the past several 
months. February shipments totaled 15,- 
026 tons, compared with 19,456 tons in 
January. A year ago February shipments 
totaled 22,487 tons and January deliv- 
eries 26,998, 

aE * * 

Motor oil—On March 19, motor 
oil prices were reduced by Continental 
Oil Co. which serves chiefly the mid- 
continent area. It was the first break in 
motor oil since the war. Retailers are 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 





The reduc- 
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expected to follow with cuts to 35 cents | e t Ss GC until las 

p '@) R T A p L from 40 cents a quart for premium oil | ”* 1p on the 1 

Ww Fe A R a] fp a Q'S” and to 30 cents from 35 cents for the ah Fn. buying | 

secondary grade. Continental said, & = consume! 

SELL TO MILLIONS! “competition in the oil market” prompt- 2 a makers, 

ar FOR FAMILY PICNICS | ed the reductions, ha -_ mney 

PLYMOUTH’S es ome 

BAR-B-Q” Glycerine reduced — A reduc- ~ ] 
OUTFIT ’ tion of about 15 cents a pound in the prices 
ncludes a ide 


prices of all grades of glycerine was an- 
nounced March 22 by Procter & Gamble 
| Co, The price adjustment is being made 


the family picnic 
necessities 

@ Heavy steel 
grill 

@ Steel poker 
® Pair of tongs 
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as a result of the increased production 
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for handling het | . | “a acemt 6 
ote of glycerine (a by-product of fats and Quality in lead has 
an | oils) “which has tended to equalize the every tool— half a p 
box which will supply and demand,” the company said. at popular prices! of this < 
stand up under ~ ‘ ‘ , ° 
constant use Glycerine is used for pharmaceuticals, | had bee 
INDIVIDUALLY BOXED—12 to a carton drying paints, Cellophane, explosives | he 
For the Outdoor Life Call PLYMOUTH'S | ties peoducts pce ae VOLUME SALES! SS 
STEAK & FRANKFURTER BROILERS . 
Made in 3 * * * ber, ste 
Popular Sizes users of 
No. 1010 Harvester reduces refriger- ate ten 
wt =" ators—On March 19, price reductions | peat 
STEAK BROILER on 1949 models of household refriger- Great Neck It eae 
No. 99 ; re eae : . | tools are bein S 
SHORT HANDLE ators averaging 8.3 per cent won an- | vf oat to einen ‘aban 
BROILING Equip. | | nounced by International Harvester Co. | each year, Ask a iat 
Gawt, LueeT oR Prices of the company’s line of home | your jobber for the ian a 
‘teat bashens | freezers will remain unchanged. Har- | Great Neck catalog— 
BLACK STEEL FINISH, | | vester’s standard model refrigerator was | a —— at profit- 
WITH CLEAR LACQUER COATING. reduced from $275 to $259.75; and the igen \ 
* ORDER NOW FOR EARLY peuvery | super deluxe model was cut from $329 | j prices ¢ 
prank LL to $294.75 f.o.b. factory. Harvester of- | MUMS VM TTH GRY Ua hee Tm water h 
PLYM ° ficials said the price reductions came | Mi with re 
ineola, New York 
304 Plymouth St., Brooklyn 1, New York about as a result of the competitive sit- | cent on 
— : ——_______—_— - | uation now existing in the refrigeration cent on 
- | industry. They added that the reduc- nounced 
7) tion would not be otherwise justified, Superhe 
aad! WORLD either by profit margins or by any re- > FD New Y 
ductions in the cost of producing and reductio 
FAMOUS distributing. The prices of other prod- KNOW TRUE QUALITY = 
ucts manufactured by Harvester will not | . sg mi 
bed be affected by the price cuts in refrig- | — a 
erators, the company said. . - 
0-gal. 
GLASS CUTTERS : ole compare 
“Ethyl” back to former level | $238.58. 
* ofe 7 —Ethyl Corp. announced March 16 it Twin | 
Scientifically Designed had reduced prices for its “ethyl” anti- | heater, 
for Perfect Cuts = knock compoundé, for both automobile | price is 
a and aviation gasoline. The reductions | price o| 
Relaxing bring prices back to their level before | 
to Use- increases of about 7 per cent on Feb. 
1. The new prices are 59.1 cents per the TRUE QUALITY OF Merci 
pound of tetraethy] lead content (about ee wean 
0.215 cents a cubic centimeter) for PACIFIC BUILDERS HARDWARE reduced 
motor mix, and 64.6 cents per pound a u 
— as wr lars 
of tetraethyl lead content (about 0.235 Sliding Door Pull . . . Priced to . ‘ om 
MAAASAAALAS cents a cubic centimeter) for aviation ¥” fj i ae. aa 
mix. Before the reductions, the price sell... 34” flush face fits a year, tl 
of motor mix compound was 63.23 cents doors .. . fully enclosed case of eaeny 
er pound of tetraethyl lead content. : duced ¢ 
sia iggee : die cast Zamack. $4 Feb 
° mand { 
Chapmanized steel Lead declines again — On WRITE FOR FOLDER duced 
RED DEVIL wheel- March 14, American Smelting and Re- COVERING COMPLETE LINE supply 
’ smi fining Co. cut the price of lead to 18 nts 
Can’t be imitated ments. 
cents a pound at New York, a decrease PACIFIC BRASS & HARDWARE gone < 
A Product of of 1% cents. This was the second re- MANUFACTURING CO. users. 


> Ta 0 P, duction in a week. The new price com- , electric 
112 h Ave., El Monte, Calif. ctrie 
Red Devil 4s pares with a record high of 21% cents 6 Chico ime tages id 


as mut 
IRVINGTON 11, NEW JERSEY Warehouses in New York, Boston, Chicago 











a pound, maintained from Nov. 1, 1948, time of 
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until last March 8. The two-cent cut 
on the latter date had failed to revive 
buying interest on the part of large 
consumers of lead, such as_ battery 
makers, paint manufacturers and cable 
producers. The further reduction is re- 
garded as another effort to spur de- 
mand. Makers of lead goods have fol- 
reduction by lowering 
prices, too. National Lead Co. an- 
nounced that all fabricated lead goods 
such as pipe, litharge, red lead and 
orange mineral, have been reduced by 
a cent and a half a pound. Antimonial 
lead has been reduced a cent and a 
half a pound based on the lead content 
of this alloy. Until late last year, lead 
had been in shorter supply than any 
of the non-ferrous metals. But this 
situation changed abruptly. In Decem- 
ber, storage battery makers—major 
users of the metal—began to cut back 
their buying. In subsequent months de- 
mand from this source dropped sharply. 
It spread to other lead consumers who 
became price and inventory conscious. 
In recent weeks buying of lead just 
about disappeared. 


lowed lead’s 


& * * 


Water heaters— New lower 
prices on automatic gas and electric 
water heaters in the Heatmaster line, 
with reductions ranging up to 6 per 
cent on gas heaters and up to 15 per 
cent on electric units, have been an- 
Combustion Engineering- 
Superheater, Inc., 200 Madison Ave., 
New York City. Now in effect, the 
reductions apply to most models’ of 
gas and electric water heaters manu- 
factured by the company. Examples of 
the lower prices include the new recom- 
mended list price of $227.75 on the 
60-gal. Heatmaster gas water heater, 
compared with the former list price of 


nounced by 


$238.58. On the 52-gal. Heatmaster 
Twin Element model electric water 
heater, the current recommended list 
price is $149.75, compared with former 
price of $159.68. 
a * * 

Platinum down sharply—On 

March 17, the price of platinum was 


reduced $6 an ounce by a leading re- 
to a new basis of $72 an ounce 
for large quantities and $75 an ounce 
for retail lots. Since the start of the 
year, the price of platinum has been 
lowered $21 an ounce. Prices were re- 
duced $5 an ounce Jan. 24, $3 Feb. 15, 
$4 Feb. $3 March 1. The de- 
mand for platinum has been on a re- 
months, and 


finer, 


23, an 


duced scale for some 
supply is greater than consumer require- 
ments. Buying by the jewelry trade has 
while industrial 
including the chemical and the 
electrical field, have not been buying 
as much as they normally do at this 


time of the year. 


gone down sharply, 


users, 
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FINE ROSES 


TRI-OGEN ALONE GIVES YOU FINER ROSES! 


WIDELY ADVERTISED 


This year more than ever National 
Magazine Advertising is creating even 
greater consumer demand for TRI- 
OGEN ... “Rose GROW-ers”—3-Way 
Rose SPRAY ... 3-Way Rose DUST 
..3-Way Rose FOOD. 
Be sure you are pre- 
pared for bigger sales 
of TRI-OGEN “Rose 
GROW-ers.” 


MILLIONS OF READERS 


To please your discriminating customers and 








FEATURE THE “ogen” LINE 


These are the insecticides, fungicides 
and pest controls that are known and 
preferred everywhere. Order today. 
Point-of-sale advertising available. 
Rose Manufacturing Company, Dept. 
B-149, Ogen Building, Beacon, N, Y. 


create repeat sales, feature the full line of fa- 
mous “‘ogen”’ products, which also includes: 
CRABEX ... . crab grass and weed killer 
KILLOGEN ...... fine plant insecticide 


MOLOGEN ..... kills the mole in his hole 
FUMEOGEN .... dog, cat, rabbit repellent 
FUNGTROGEN .... . fungicide, stimulant 
TOXOGEN .... contains DDT, kills insects 


CORN EAR WORM DROPS ... kills worms 
RAF INSECT KILLER . : for household use. 


WORLD'S LARGEST- SELLING 
GROUP OF “ROSE-GROW-ERS” 


















e “OGEN” PRODUCTS BRING QUICK PROFITS ¢ 


ORDER NOW for Bil, 
SPECIAL DISCOUNTS —IMMEDIATE DELIVERY 


Name 


Now, cash in on great back-log of farmer de- 
mand for Calf-Teria Nipple Pails! Unavailable 
during the war, they ‘ 
raisers . 
received next 30 days guaranteed special dis- 
counts and IMMEDIATE DELIVERY. Write 
for sample pail, full details. 


———-SEND FOR SAMPLE---—- 


The Calf-Teria Co., Dept. HA 
1613 Edgewater 
Fort Wayne 3, Indiana 


Send me, without cost or obligation, full details, prices 
and discounts on Calf-Teria Pails. Also, how I can get 


‘sell on sight” to calf 
. . Special 30 day offer! All orders 








Address. 





[ 
| 
| 
| 
l 
| sample pail. 
| 
| 
! 
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Town 
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@ FAST-SELLING 
Two ROYAL 
STEPS TO JOINT FASTENERS 


PROFITS! ROYAL 
DISPLAYS 
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“ALL-INCLUSIVE. ESI ES! 








Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 

DEPTH: %”, %”. V2”, Se”, %”, %e”, 1” 
CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 


Most Popular Wood Joiner— 


















— For Everyone! 
OW NATIONALLY ADVERTISED! 
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KING OF Corr uGaAT ra 
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Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 
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| cent to 10 per cent. Its eight cubic 


| were made on 1948 models still in the 


General Electric — As _ of 
March 12, General Electric Co. reduced 
prices of electric ranges, a refrigerator 
model and home freezers from 4 per 


foot refrigerator was cut to $245 from 
$259. Two home freezers were reduced, 
the eight cubic foot model to $319 from 
$330 and the four cubic foot freezer to 
$219 from $239.75. Similar reductions 


hands of distributors and dealers. Prices 
of five automatic electric ranges were 
reduced as follows: To $179.95 from 
$195.95; to $284.95 from $299.95; to 
$274.95 from $289.95; to $229.95 from 





$239.95, and to $239.95 from $249.95. 
The reductions follow an earlier an- 
nouncement by G.E. that it will offer | 
in April a table model television re- | 
ceiver, with a 10-inch tube, to sell for | 
$239. 


* + * 


Nash-Kelvinator — Price ad- 
justments on several 1949 Kelvinator 
refrigerator and range models have | 
been announced by Nash-Kelvinator | 
Corp. On models affected, the new sug- | 
gested retail prices are an average of | 
5 per cent lower. 

* * + 


Frigidaire—Earlier in March, 
the Frigidaire Division of General Mo- 
tors Corp. reduced prices of 1948 model 
refrigerators held in dealers’ and dis- | 
tributors’ stocks an average of 5 per 


| cent. The division also reduced prices 


of its 1948 electric ranges by about 7 
per cent. 
* * * 


Philco Corp.—Effective March 
15, a special>sales campaign in radio 


| receiving sets by Philco Corp., accom- 








panied by sharply reduced prices on 16 


models, was announced in several major 
cities. Retail price reductions on high- | 
priced radios and _ radio-phonograph | 
combinations ‘generally range around | 
25 per cent while on models selling 
under $50 the reductions are from 6 
per cent to 25 per cent. In one instance 
—table model 901—the price was 
slashed 66 per cent to $14.95 from 
$44.95. High-priced radio-phonograph 
consoles have been reduced from $40 
to $50. In the cheaper table models 
the reductions range from $2.45 to $25. 


Copper and zinc users | 
“watchful’—The lowering of the lead 
price, while expected, has caused some 
consumers to wonder as to the future 
stability of copper and zinc. The brass 
mill industry, a big user of copper | 
and zinc, has been slow since the turn 
of the year. Activity is now more than 
40 per cent below last year. The wire 
mills, makers of copper wire and cable, 
have been the sustaining feature, with | 












ARMALOY 
SOCKET WRENCHES 


Armaloy Socket Wrenches are 
made of a selected grade Alloy Steel, heat 
treated, gauged to closest tolerance and 
beautifully finished in Chrome Plate. 
Furnished in five sizes: '/4", 4", 2", 34" and 
1" square drive with a complete assortment 
of drop-forged ratchets and driving units. 
Cataloged, Stocked and Sold singly or in sets 
by leading Industrial Distributors everywhere, 





Write for the New S-48 Catalog, just released, 


ARMSTRONG BROS. TOOL CO. 
The Tool Holder People 
5214 West Armstrong Ave. Chicago 30, Ill. 
Eastern Whse. & Sales Office: 
199 Lafayette Street, N. Y. 12, N. Y. 
Pacific Coast Whse. & Sales Office: 
1275 Mission Street, San Francisco, California 


FINGER GRIP 
ADJUSTABLE CLIPS 











Ideal for “parking” tools, brooms, 
implements or anything with a 
handle. 








FEHCM 


ADJUSTABLE \ 





“HOLD EVERYTHING” 


CAN BE ADJUSTED IN A JIFFY 
FOR ANY SIZE HANDLE 


THE FAVORITE WITH 
HOME WORKSHOP “FANS” 
SMALL—MEDIUM—LARGE 


See Your Jobber or Write 








ARTHUR I. PLATT CO. 


Fairfield, Conn. 
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HELPS YOU SELL 
CASTERS 





with this MEW, ~ 


Compact, 
Attractive Display 


Showing ten of the most pop- 
ular Bassick types and sizes, this 
colorful new Display is a real, 
fast-selling ‘‘caster-department”’ 
that takes care of 90% of your 
customers’ needs — in just 12” 
x 64" of space. 

A small stock order brings 
you this eye-catching, profit- 
building Display, without 
charge. Get full particulars from 
your Distributor, or write to 
THE BASSICK COMPANY, 
Bridgeport 2, Connecticut. 


I'm the famous Rolly Bassick 
Who goes from coast to coast 
Talking to your 


customers 
In The SATURDAY 
EVENING POST. 





THE BASSICK COMPANY 
Bridgeport 2, Conn. 
DIVISION OF STEWART-WARNER CORP. 


In Canada—BASSICK DIVISION, 
Stewart-Warner-Alemite Corp., Lid., Belleville, Ont. 


Bassick 


MAKING MORE KINDS OF CASTERS 
+». MAKING CASTERS DO MORE 
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buying of copper from this source 
more than offsetting the decline from 
brass mills. Recently, some divisions of 
the wire industry have tapered off. But 
the demand for copper has held up, 
and the price remains at 23% cents, 
Connecticut Valley. Supplies of refined 
metal still are limited, and the supply 
of copper for nearby shipment is less 


than demand, producers state. Copper | 


to the government’s 
stockpiling program as a factor in the 
copper supply situation. They say the 


producers point 


| government wants 120,000 tons for the 


| current fiscal year, though a good part 








of this tonnage is presumed to have 
been delivered. Meanwhile, the price 
of scrap copper dropped again. Sales 
of refined copper-making 
scrap were made March 17 at 17 cents 
per pound. A week earlier, the price 
for top grades of scrap copper was 19 
cents per pound. Zinc buyers, too, have 
lately been more cautious. Galvanizers 
continue as the mainstay of the mar- 
ket, but in some instances hesitancy 
has been noted. The price held at 17% 
cents a pound East St. Louis. 


grades of 


* * * 


Steel production—“Maybe you 
couldn’t get all the steel you wanted 
this week. But it was clear that for 
the first time since the war the ‘ex- 
treme’ shortage which everyone has 
been hollering about is over,” accord- 
ing to the March 23 issue of The Iron 
Age, national metal-working weekly, 
with which Harpware AcE is affiliated. 
“The steel market is now acting like 
a normal market for the first time since 
the late ’30s. Not only that, it is com- 
petitive in price as well as in customer 
relationships . . . it is still clear that 
the old ‘wartime-left-overs’ in the steel 
market have gone by the board. This 
week the ingot rate is unchanged at 
102 per cent. The steel market this 
week is normal because: (1) the gray 
market is dead, (2) by the third quar- 
ter of this year most conversion deals 
will be a thing of the past, (3) steel 
firms that have been charging more 
than the regular mill prices for items 
are dropping their quotations to that 
level, (4) other firms are casting their 


eyes at new customers whom they 
haven’t seen for some time, (5) can- 
cellations are increasing, (6) scrap 


prices have slipped hard and (7) some 
steel companies are thinking seriously 
of opening books for all the tonnage 
they can take ‘just in case.’” 

* * *@ 


Tin use modified—The Com- 
merce Department recently removed its 
curbs on the amount of tin which is 
permitted for use in making beer and 
animal food cans. It eliminated the re- 
quirement that manufacturers of such 
containers restrict their tin consump- 


IWIES 


| Tlou-Mortice 
DOOR LATCH 





Now Available for 
Prompt Delivery 


This time-tested door latch and 
good seller is now available for 
prompt delivery in solid brass or 
steel. The IVES Non-Mortise Latch 
is as easy to instal! as a rim latch... 
as neat in appearance as a mortise 
lock and is unsurpassed for easy 
latching. Perfected by the improve- 
ments listed below, the IVES latch 
will satisfy the demand for superior 
screen, storm and combination 
door hardware. 


f. 


Rugged construction .. . larger 
handles . . . larger outside rose. 


2. 


Longer spindle... adjusts auto- 
matically from %” to 1%” doors and 
can be adjusted to 1%”. 


3. 


Redesigned strike... 
sagging of door. 


A Your Jobber 
C05 


NEW . i, CONN. 


. allows for 
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ALUMINUM EXTENSION 
Jem LADDERS! 


Here’s the ladder that 
sells on sight and ‘lift!’ 
You'll be amazed how 
many of your customers 
will lift the Duraladd 
Extension Ladder you 
have on display. And a 
“lifted” Duraladd is 
practically a sale. 

Here’s why Duraladd 
is easy selling and 
will make money for 
you. 


LIGHTER! 














STRONGER! 


GUARANTEED! 


Unconditionally guar- 
anteed against defec- 
tive workmanship and 
materials. 





Complete line of exten- 
sion, straight, staging, 
orchard, window-wash- 
ing and car-washing 





ladders are priced to 
give you a handsome 
mark-up. You cannot 
afford to be without 
such a fast, easy-sell- 
ing, profitable line. 
Your customers have 
already asked you for 
this type of ladder. 
Take steps, today, to 
carry a stock of Dura- 
ladd ladders. Write for 
literature, prices and 
name of the nearest 
Duraladd distributor. 


MAIL COUPON TODAY! 




















DURALADD PRODUCTS CORP., DUNELLEN, N. J. 
Please send me literature and prices on 
(CD Extension Ladders [) a Washing 

. adders 
C) Straight Ladders car Washing Ladders 
() Staging {_) Orchard Ladders 
CJ Please send me nome of nearest Duraladd 
Distributor. 
My Nome 
Store Name 


Street 












ladders from 6’ to 75’. 
POPULAR PRICED! & 
Duraladd aluminum 





City 0 


DURALADD PRODUCTS CORP. 


DUNFLLEN N J 
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tion in the first six months of 1949 to 
50 per cent of the amount used in the 
like 1947 period. The amount of tin 


| usable in producing cans for other pur- 


poses continues to be based on this 
formula. 
= * as 
Glue—Excluding tubes, intro- 
duced for the first time in 1948, unit 
sales of Franklin Glue Co., Columbus, 
increased 29 per cent over 1947. 


. - 7 
Vacuum cleaners — Factory 
sales of standard-size household vac- 


uum cleaners in February, totaled 241,- 
267 units, an increase of 5.5 per cent 
over 228,769 in January and a decrease 
of 22.5 per cent from 311,448 units in 


| February, 1948, according to industry- 


| $1,146 


wide figures announced by C. G. Frantz, 
Cleveland, Ohio, secretary-treasurer of 
the Manufacturers 
Association. 


’ 


Vacuum Cleaner 


* * * 


Construction — Building activ- 
ity in February “continued sea- 
sonal downtrend,” the Bureau of Labor 
Statistics reported. The B.L.S. said the 


its 


million spent throughout the 
country for new construction in Feb- 


ruary was 9 per cent below the Janu- 
ary level. However, it stated that spend- 
ing was still higher than in February, 
1948, by about 14 per cent. A 9 per 


cent drop during the month in pri- | 


| vately financed building was attributed 


mainly to a “seasonal lull” in new non- 


farm housing, in which spending 
dropped 13 per cent. Privately financed 
construction accounts for more than 


three-quarters of total dollar volume in 
the U. S. Total spending for new con- 
struction has amounted to $2,407 mil- 
lion so far this year, 11 per cent above 


the like period in 1948, 





| $67.7 


* * * 


Exports and imports—The 





Bureau of the’ Census, Department of | 


Commerce, has announced that United 
States exports of domestic and foreign 
merchandise which had reached the 
highest point for 1948 
with a value of $1,283.7 million, de- 


in December | 


clined in January to $1,085.1 million, | 
but were well above the 1948 monthly | 


average of $1,051.2 million. The drop 
from December to January extended 


| to all commodity groups. The decline 


in general imports from the record 
high value of $721.7 million to $589.3 
million brought January imports near 
the 1948 monthly average of $589.2 
million. The decline in general imports 
reflected drops in all commodity groups 
except textile fibers and manufactures 
rise from 
million in to $71.9 
million in January. Imports of metals 
and manufactures which had reached 
a high of $115.6 million in December 


which registered a_ slight 


December 






DEPENDABILITY 


Dependability sells ladders . and 
Famous ladders have those construc. 
tion features which 
assure strength and 
safety. Sell your 
customers on the 
seasoned woods, 
strong steel braces 
and hinges, smooth 
clean finishes of 
Famous ladders. 
Write for catalog 
and prices. 


LADDERS 
A size, style and type 


for every job. 


IRONING TABLES 


A complete line, quality built, 
at a selling price. 





Leaders in Quality Woodenware over 47 years. 


GOSHEN CHURN & LADDER INC. 





GOSHEN, INDIANA 














THE LAST WORD IN 






BRASS, COPPER, DARK, / 
\. TINNED, GALVANIZED  / 
\ COILS AND SPOOLS , 
\ 102.10 201B. / 

\ PACKAGES 





STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 





STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 





SOLD THROUGH 
JOBBERS ONLY 














ASK YOURS FOR PARTICULARS 


withH CONFIDENCE 


NCHOR 


BUY 


WIRE CORPORATION 


AVE 
YORK 


i a | 
ISLAND NEW 


183-16 


er | LONG 


HARDWARE AGE, APRIL 7, 1949 








Turno 
ing fe 
Sweey 
priced 
tomer 
natior 
contir 
ber o 
line f 





HARD\ 





(BILITY 


lers and 
nOse construc. 





type 


ABLES 
ty built, 


e. 


over 47 years, 


DDER INC. 
A 


ne 








RAIDED 
ICTURE 
WIRE 











AUTOMATIC WATER 
FOUNTAINS FOR 
BABY CHICKS AND 
ADULT BIRDS ARE 


This specially designed fountain is shal- 
low and hung low, with space beneath 
for sanitation and easy cleaning. It is 
completely automatic and provides clean, 
fresh water at all times. Made as 


sturdily as adult fountain, 

'e } with a 7 in. diameter bowl. $ 35 
Retails at Bi trea LESS 
Life Guard Cap, 60¢ extra. STAND 


CLEAN, FRESH WATER INCREASES 
EGG PRODUCTION! 


Operates from gravity or pressure 
water systems. It is up off the 
floor and easy to keep clean. 
Needs no attention. Saves time, 
labor and water. No parts to 
wear out. Has 7 in. diameter 
bowl and is built of brass and 


hard plastic. $ 35 


Retails ot ...... LESS 
STAND 
SEND FOR ADVERTISING AND 


DISPLAY MATERIAL TODAY! 


Meas Me Ug teagli-t) Tcmerey Vy. bg 


The PARKERETTE 
Lawn Sweeper 
4s a sure bel 
for fast turnover 
and attractive Profits 


Turnover and Profit—that's what you are look- 
ing for and that's what the Parkerette Lawn 
Sweeper assures you. Easy to sell because it is 
Priced right, has eye appeal, saves your cus- 
tomers hours of time and labor. Backed by a 
national advertising campaign and 25 years of 
conti facture. See your job- 
. because ‘‘PARKER’S the 





P 
ber or write today . . 
line for '49."" 


Parker PATTERN & FOUNDRY CO. 


320 BECHTLE STREET, SPRINGFIELD, OHIO 


“The Original Name in Lawn Sweeping'’ 
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fell to $94.3 million in January but 
remained well above any other month 
of 1947 or 1948. Wood and paper im- 
ports decreased from $81.9 to $67.2 
million, or the lowest value for any 
month since May, 1947. While exports 
under the Department of the Army 
Civilian Supply Program, the E.C.A. 
and other foreign relief programs are 
included in the export figures contained 
in this summary, separate figures are 
for exports 


not now being compiled 


under any of these programs. 


. * * 


Department store sales—De- 
partment store dollar continued 
to lag behind last year in the week 
ended March 12, the Federal Reserve 
Board reported. Sales were 8 per cent 
below the like week last year for the 
country as a whole. Recent weakness 
in sales was attributed in part to the 
fact that Easter does not fall this year 
until April 17. Last year it fell on 
March 28, giving an earlier lift to sales 


sales 


in preceding weeks. 


* * * 

Small commodity decline— 

The Department of Commerce reports 
that its wholesale commodity index 


showed a decline of 0.2 per cent in 
the week ended March 15. All major 
groups of commodities were lower in 
the March 15 week, with farm products 
showing the largest per 
cent. The index stood at 158.5 per cent 


of the 1926 average, the same level as 


decline, one 


four weeks ago and 2 per cent less 
than the comparable week in 1948. 


However, in the year-ago comparison, 
metals and metal products were 14 per 
cent higher, and building materials and 
fuels, 3.6 per cent higher. Drops affect- 
ing the overall average have been chief- 
ly in grains, and in other farm and 
food products. 


%« * * 


Sears cuts work-clothing— 
On March 17, an average price reduc- 
tion of 9 per cent in all wearing ap- 
parel made of denim was put into effect 
by Sears, Roebuck & Co. in both its 
retail and mail order divisions. The 
price reduction by Sears, one of the 
nation’s larger distributors of work and 
play clothing, followed closely the re- 
cent cuts in denim cotton cloth by 
work- 
have for 


leading manufacturers. Denim 
clothes—overalls and jackets 
many years been the principal work 
garment for railroadmen, farmers, in- 
dustrial workers and others. However, 
in recent years, the cowboy, dude ranch 
and sports influence has created a huge 
demand among and children 
for dungarees, blue-jeans and specially 
styled garments such as slacks, shorts 


women 


and playsuits. Sears’ officials say the 
denim price cut affects the price of 
some 40 separate items. Two examples 


—_ —_ a a 


} 
| 


ye 
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TRUMPS 
ARE 


Sales Aces 





Puan to display Trump Garden Tools 
on your counter. They sell themselves. 
Gardening enthusiasts like their cheery, 
bright green enamel finish ... the feel of 
their smooth hardwood’ handles. Trump 
Garden Tools are uniform in quality— 
made of new, mill-run steel exclusively. 
No scrap. Packed three tools in a neat, 
attractive box. Trowel, fork, cultivator 
and transplanter may be purchased sepa- 
rately. Ask your jobber for Trump. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


fT P 
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were cited: Men’s overalls formerly sell- 


ing for $2.98 and $2.49 ai 2 
reduced 10 $279 and $229 a yar w. | DUROCO RAKES 
spectively. ARE BACK AGAIN! 


* * a 


CASH, BOND 
and UTILITY 
|Top € 35 


Winter wheat fares well— Smooth-finished, lacquered hardwood han- 
dles. High carbon tempered spring steel 
tines. Patented Features. 


The Bureau of Agricultural Economics 


FAST SELLING | said the nation’s wheat crop has 
POPULAR STYLES 


emerged from the winter apparently in $1 30 RETAILERS 


good condition. Some winter killing 





| was caused by the severe cold in the At left the DUROCO 

PREFERRED for durable | Pacific northwest, and re-seeding of MASTERBILT RAKE, 

: | wheat fields is planned there. In a Unbreakable, due to 

2 construction aK P : patented construction, 
HEAVY GAUGE STEEL | general crop report based on March 1 , Flexible, but strong 

a | conditions, the Bureau said that winter and durable in use. 

x wheat had snow cover for only short Green lacquered. A 


PREFERRED for beauty 
*4 HAMMERED SILVER FINISH *4 


leader for 15 years. 


periods in much of the area where it is 

| grown, but has prospered since plant- 
ilies | ing time last fall. Only relatively light 

x4 PREFERRED for styling x damage is apparent yet, “but March 
SEAMLESS ONE PIECE x | can be a hazardous month for wheat,” 











CONSTRUCTION B.A.E. stated. It added that soil mois- 
All corners rounded | ture is adequate throughout the winter DUROCO 
Choice of > | wheat area. This has fostered germina- ADJUSTABLE 
FLAT KEY LOCK 0} | tion and growth of late planted wheat, | Opens to 18"—for 
o~ . a lawn usage—closes 
or CORBIN particularly in the southern great | to 9"—for cleaning 
2 Ee ES COMBINATION LOCK | plains, and will tend to lessen aban- Tiaht, lg a If ys 
No. 10 Series (Shallow 739) donment in the spring. ible, easy fo use. Brea 
its, s 
SIZE: 1112 x 6 x 214” | B-Giea IMMEDIATE SHIPMENT i 
Carloadings The Association | Order a@ dozen or more of each number from z neer 
| of American Railroads reported freight your jobber today or write us direct. floor 
| carloadings totaling 709,326 for the man 
_ week ended March 12. This was a de- | DURO co., INC. mak 
cline of 10.9 per cent below the same | | MANCHESTER Cone. deal: 





week last year and 15.7 per cent below 
the corresponding week in 1947. De- 
| clines from a year ago were sharp in | —— 
| L.C.L. and “miscellaneous” freight, in 
| coal, and in “forest products.” However, 
| 
| 








| loadings of freight for the latest week | 
Made in 4 styles. Available with or without | increased 0.5 per cent above those for | - 
6 compartment steel tray. Choice of flat key the week ended March 5. 
lock or combination lock. * * 


No. 23 Series (Large Box) | Flaxseed surplus mounts— Cha nges 


SIZE: 11'% x 6 x 4%" Surplus flaxseed keeps piling up in the 
| world’s major producing areas. Stocks 


in the U. S. at the start of 1949 were New products and new 

estimated at 4@ million bushels, com- | trade names are constantly 

pared with 27 million a year ago, and | being added to the list- 

14 million two years ago. Back of the ings for the next Directory 
| huge supplies here has been a govern- Number of HARDWARE 
| ment price-prop at $6 a bushel: the AGE. 


pre-war 1939-40 average price was only 
| $1.65 a bushel. Flaxseed supplies in 
Canada are placed around 11 million 
bushels. A year ago the Canadian total | 
Made in 4 styles. Available with or without was 6 million bushels, and two years 
& compartment steel tray. Choice of flat key ago it was less than three million. 
lock or combination lock. . | Argentina is thought to have some 10 


ALL STYLES INDIVIDUALLY BOXED QF million bushels on hand now. In the 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He’ll be 
glad to serve you. 





Sold by leading jobbers next 10 months India will harvest a 


WRITE FOR CATALOG crop estimated at 16 million bushels. HARDWARE AGE 


The major use of flaxseed is for extract- 


ENTRAL ing linseed oil for paint making. How- 100. 42nd St., New York 17, N. ¥. = 























oy monon,. @y-a i d ever, in recent years, chemists have 
2415 WEST 19TH ST. found a way to make soybean oil . TAI 
at “pinch-hit” for linseed oil in paint. 
Export Representatives With soybean oil selling under 11 cents 
Frazar & Co., 50 Church Street, New York 7, N. Y. a pound, compared with 26-cents-plus 


Cable Address ‘‘FRAZAR'’ New York 








for linseed oil, naturally paint com- | 
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7 homes 
out of 10 








All-Steel 
Easy-To-Adjust 


FLOOR JACKS 





If you want to earn DOUBLE 

greater, quicker prof- 

its, switch to TAPCO, PINNED 
For Extra 








_ the precision-engi- ~ 
neered, streamlined Safety! 


floor jack. Tapco has ~ 
many superior advantages that 
make it the top choice with alert 


dealers everywhere. 
























For free literature and 
name of your nearest 
distributor, write .. . 








TAPCO DEPT. H-10 


SEVILLE, OHIO 













THE AKRON PRODUCTS CO. 
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it pays to sell 


PLICOTE 


AINSI Ts 
under the 
Prorecteo Prorit Plan 








Plicote’s 4-point ‘‘Protected Profit Plan’’ is a 
sure-fire money maker for Plicote dealers. Match 
this against any dealer plan you've ever heard: 


1. Extra large profits 

2. Only one Plicote dealer 
per community. 

3. No company stores 

4. No company direct sales 


All this, plus a high-quality line of home 
finishes backed by national advertising and in- 
tensive sales promotion, making large and con- 
sistent profits for Plicote dealers. 


It Pays to Sell Plicote! 
Get full details of the Plicote ‘‘Pro- 
tected Profit Plan’’ at once. Fill out 
the coupon and mail it today. 


PLICOTE, Inc. 
225 Galveston Ave., Pittsburgh 30, Pa. 


Please send me full details of Plicote’s Protected Profit Plan.” 
ee ee os 
Firm — 


I a ae ee ss — 


ae ere ee 


PLICOTE, Inc. 


225 Galveston Avenue, Pittsburgh 30, Pa. 
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a FAST MOVING, PRACTICAL 
| panies are doing some “heavy switch- P A | N T | N 6 A ] D 5 


ing.” 
- “SNAP-ON" 
BRUSH HOLDERS 


* * * 






Gasoline and _ oil — Gasoline 
prices are starting to slip, as supplies 


mount to new high levels. Price trim- coletho etratent =~ 
ming, chiefly in the east and midwest, ey Bee 
is noted particularly at the wholesale HOLDS ANY BRUSH 
level, and to a lesser extent in retail TO ANY CAN 


outlets. Following markdowns on fuel ‘ _ Only 10¢ each 
An 'e) [fe IW folaat=) oils, it is the first gasoline price weak- Bees a ° 
ening in nine years. In anticipation of 1 ae aa "3 WAY" 


with re] NEW LINE summer demand, it is — gaso- HANDY HOLDER 


line stocks at this time year 
° ° Makes Screen and Storm 
to be high—but not as high as they Sash painting easy—at- 
; ee “3 WAY" to an 
are now. At a record 126 million bar- — eo wuilaites ae 
painting easel is ready for 
use. Holds paint pots on 
either side of ladder. 





rels, supplies are some 15 million bar- 
rels (13 per cent) above the lofty level 








Popular Priced High Quality of a year ago. Oil men watch the gaso- =, aes 25¢ per pair 
Hot-Dipped Galvanized Ware line price easing nervously. Any sub- Send for Jobber & Dealer Price Lists 
stantial declines, most believe, will al- E. & J. ENTERPRISES 
Every Can Bears The Iron Horse Label | most certainly be followed by a break | 39 Grove AVENUE . VERONA. N. J. 
and this label in the price of mid-continent crude oil. - ——— = 


Thus far—due to sharp production cuts 
in key oil states—the price of crude 


COMPLETE POLISHING SET = 


DiPPeD IN Motten ZINC 


WILL NOT LEAK has held up. ee 


FITS ANY 4” ELECTRIC DRILL 





5” MUSLIN BUFF /RETAILS 
6” LAMBS-WOOL BONNET; gop 


WILL NOT RUST 


Old H. C. L. drops again— 
The cost of living has dropped for the 


y 5” SANDING DISC and 
fifth month in a row, and just about all 5 HEAVY DUTY ARBOR $1.89 
the increase that occurred in 1948 has 


now been wiped out, says the Bureau of GANHAR MANUFACTURING CO. U ND 





THAT SELLS AND SELLS 


























K-6 6 gallon size Labor Statistics. Its consumers’ price Pad of Tue @ Y ” 
K-8 8 gallon size index declined 1.1 per cent between haes bh eens — tocar Ameri 
en oe ee ee | Jan. 15 and Feb. 15, which brought the ee oe tional 
~ K Garbage | index down only 0.9 higher than a year Tightens, loose furniture _— 
me | ago. The index figure on Feb. 15 was ° ° rom 

Write for | 169 per cent of the 1935-39 average— W/THOUT taking it apart cial fr 
descriptive bulletin | 8 per cent below the 1948 peak—but able h: 


still it was 27 per cent above June 1946 
when OPA controls were abandoned, 





and 71 per cent higher than the pre-war 


CHAIR-LOC _- 















































Offe 
| level of August, 1939. Substantial cuts | <q WOOD JOINTS TIGHT tin 
MH f i 26 » ee g | ig 
in food prices between January and THE CHAIR-LOC COMPANY, Freeport,¥.Y. Week 
i l a ee 
ebruary sent the index on that class of | “ ; E 4 
items down 2.5 per cent. There were | ae a acts 
= | smaller declines for clothing and house | COMPLETE nounc 
a furnishings. As a result of the three, Vv E N E T ] A N & LI N D vertisI 
! the Bureau’s index, which represents the terial 
a2 retail prices of goods and _ services TAPE & CORD with | 
IRON HORSE + bought by moderate income families in therek 
a a Pi a ; 
ae | large cities, took one of its deepest dips R E P A I R K I T S 
Fi | , . 
for a single month since the war. All Colors & Sizes 
ees | : 
Style K 6 os Cellophane Wrapped With Instructions. : 
e ar- 
ape or Ash HH The demand for glass—As- Literature and Prices Upon Request. 
Cans | serting that glass demand continued at PAUL MILLER CO. Ou 
yy 28 gallon WILI NOT LEAK high levels, Pittsburgh Plate Glass Co. ————————— — ; r en 
Write for wore executives said that active attempts Se S, Come her vear 
descriptive were being made throughout the latter 1 : 
bulletin ° ° Brass 
part of 1948 by European manufactur- G ri p Pp er C £ Pp sy f 
PROMPT DELIVERY | ers to obtain an important position in Registered U. &. Pat. Ofte act 
. the domestic market. American Window Small and large - = and ¢ 
Also manufacturers of a complete line of less Gc: Gade thet din ote es sizes tor Belding Pictu 
long-lasting high quality galvanized ware at we poe § at the wm joe = plements souls 
popular prices. Write for complete catalog. | industry is shifting from a seller’s to a ete, Nickel plated. pg 
buyer’s market and going off on alloca- — RM 5 In In 
tion, according to R. J. Whelan, vice- Units (2 doz. them. 
- ’ large and 1 doz. 
ROCHESTER CAN COMPANY president and secretary. He said the ce ae an ac 
82 Greenleaf Street company was “still selling all we can lars on request. carpe 
Rochester 9, New York produce, but supply will soon catch up @ GIBSON GOOD TOOLS, INC. » powe 
with demand.” Box 268 Orange, Mess., U.S.A. haaie 
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10¢ each 
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Suggested window display for National Cutlery Week May 2-9 using 
the special display material available from the Associated Cutlery 
Industries of America, Deerfield, Mass. 


America, Deerfield, Mass., Na- 
tional Cutlery Week will be cele- 
brated throughout the country 
from May 2 to 9 inclusive. A spe- 
cial free sales kit, designed to en- 
able hardware dealers to tie-in with 
the promotion, is offered by the 
association. 

Offered in the kit are sales pen- 
nants, a colorful National Cutlery 
Week streamer, and a “Cutlery 
Facts” folder suggesting radio an- 
nouncements and newspaper ad- 
vertising. Dealers can use the ma- 
terial in identifying their stores 


knives for the men. 

Illustrated herewith is a special 
window display which hardware 
dealers can adapt for their stores. 
It uses the display material avail- 
able from the Associated Cutlery 
Industries of America—L. D. Be- 
ment. secretary. This suggested 
window was set up on the sample 
floor of the Belknap Hardware & 
Mfg. Co., Louisville, Ky., by Mar- 
tin Dankox, display manager for 
the National Retail Hardware As- 
sociation, at the request of the 
cutlery association. The Belknap 


















THERE’S GOLD 
IN GARDENS 


4 - / 
~ 4 “Kak va 
N Linki. iri *® 


ETAILS the modern scarecrow 
FOR To Stimulate Your Sales— (ALIREINUM STRIPS) 
$1.89 National Cutlery Week—May 2-9 ® Big profit item 

ING CO. | ee the auspices of the As- hold and kitchen cutlery for the ® Sells itself 

. . sociated Cutlery Industries of | ladies and sporting and_ pocket 


f es . 
fi Perfect impulse seller 


/\@ Nationally advertised 





24 packages | 


toa eS 


-D with National Cutlery Week and company furnished most of the | (sales producing) 4 ) 
sy thereby stimulate sales of house- cutlery. | display box WS 
sails | Retails for 25¢ per package 
quest. Four Tools for Quick Tubular Lock Installation Way 

| 3 . “4 i 
— Sees tools, one new last year 550 rpm, may be used, plus the . $ 
“York and two of which are new this four special tools—special bit, wie et 
————) year, are available from National marking tool, rose guide and bit | 
; 5 Brass Co., Grand Rapids 2, Mich., guide. The bit is a special one 
4 4 for speedy installation of its own from the lead screw to the flutes 





and other makes of tubular locks. 
Pictured in these pages are the 
tools and some of the actual steps 
in installing a tubular lock with 
them. These illustrations are from 
an actual installation that took a 
carpenter but six minutes. Any 
power drill, of standard make, 
having a 1% in. chuck and 450 to 


to the shank. The bit guide may 
be used with either a hand brace 
or power tool. These tools may be 
purchased separately or as a set, 
the entire set having a suggested 
retail selling price of less than $10. 

Illustration No. A shows the 
carpenter attaching bit guide to 
the door, B showing the use of the 









JOBBERS WRITE TODAY 


SCARE-AWAY 


DONAXE COMPANY 
305 N. W. 12th Ave. Portland 9, Ore 
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BASTES AUTOMATICALLY 


tool. In C, the carpenter is tem- 
plating the cross hole, which is 
bored in the door for the spindle. 
In the next step—boring the cross 
hole—it is best to bore the hole 
through the door until the lead 
screw of the bit goes through the 
opposite face of the door and then 
to remove the bit to finish boring 
from the opposite face, using hand 
brace in this step. 

A face plate marker, another 
new tool, is shown in illustration 
D. The carpenter simply inserts a 
guide post on the tool in the 15/16 
in. hole bored into the end of the 
door; this accurately locates the 
marking tool. There then remains 
only the squaring of the edge with 
the edge of the door and then 
striking the tool a sharp blow with 
the hammer to outline the edge of 
the door for the face plate of the 
lock. The tubular unit is then in- 
stalled. 


makes installation of the wood 
screws extremely easy in that there 
is no knob in the way to work 
around while using a screw driver 
to drive the wood screws. 

In illustration F the carpenter 
is shown placing the face of the 
strike against the face plate of the 
mounted latch. While it is in this 
position, he uses a pencil to mark 
the lip of the strike to get a mark 
in line with the edge of the door. 
This line on the lip of the strike is 
located with the edge of the jamb. 
The height at which the strike is 
to be mounted is found by closing 
the door, spotting the jamb where 
the bolt contacts the jamb, open- 
ing the door and marking the path 
of the latch bolt with pencil lines 
on the jamb. These pencil lines 
are centered in the opening of the 
strike, which together with the 
line of the lip positioned with the 
edge of the door gives the car- 





i ‘ steel 
Four aluminum pieces that adjust for size. The rose guide, another new penter the exact location for perfe 
For tender, tasty roasts, meat loaf, fowl, tool, shown in illustration E is mounting the strike. sock 
fish and ham. No more burned fingers. In all li I se C is And 
attractive yellow box. Sells on sight. Three used to create alignment between llustration G is of the carpen- strec 


color counter displays available. Write for 
information. 


THE PAUL V. SHELL CO. 


1004 Baltimore — Kansas City 6, Mo. 
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Structurally Strong! 


Brooks hooks and wire forms, 
made with an extra factor of 
strength and durability, can be 
depended upon for long trouble- 
free life. Each item, large or 
small, is designed to meet spec- 


ifications with “plenty to spare.” 


M. S. Brooks & Sons, Inc., Chester, Conn. | 


Since 1848 


trim mounted to faces of the door 
and the latch proper. This is de- 
signed to make better fit between 
knob and trim and better function 
of the latch. Use of the rose guide 


ter holding the special tools—bit 
guide, rose guide, and marking 
tool—in his left hand and the 
power tool with the special bit in 
his right hand. 








BROOKS HOOKS: 
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Some of the steps used in installing tubular locks with some new tools. 


HARD\ 








ie wood 
hat there 
to work 
w driver 


arpenter 
> of the 
e of the 
; in this 
to mark 
a mark 
ie door. 
strike is 
e jamb. 
trike is 
closing 
» where 
, Open- 
he path 
‘il lines 
il lines 
: of the 
ith the 
‘ith the 
le car- 
n for 


‘arpen- 
ls—bit 
arking 
id the 

bit in 





INDESTRO'S Big Boys 


SPECIALLY MADE TO KEEP BIG UNITS ROLLING 





These are not smaller tools “bigged-up”; 
they are specially designed, of special 
chromealloys, forthe special jobofservicing 
buses, trucks and such big-engine units. 
Indestro's %-in. Sockets and Box Wrenches 
are examples. Indestro Sockets are 25 per 
cent stronger because they are of special 
alloy, ‘‘Hot Broached”, not cold formed. 
Mechanics the world over like the balance 
and dependability of Indestro "Big Boys.” 
So does Management! There's nothing 
extra-fancy here, but when you've used 
Indestro “Big Boys’’ you'll agree that they 
can take it, and give it, too. 


For the latest in Indestro Tools for Service, write for 
the big new Indestro Tool Bulletin. 


INDESTRO MANUFACTURING CORP,, N. Kildare at 
Schubert, Chicago 33, Ill., U.S.A. 








No. 3164—64-pc. HEAVY DUTY SOCKET SET, including 
¥, in. drive sockets to 11/4 in. These special chrome alloy 
steel sockets are ‘Hot Broached’’, not cold formed, for 
perfect fit . . . and for 25 per cent extra tensile strength 

- mighty fine when you jerk on a tough nut. Each 
socket is properly centered; no thin walls to tear out. 
And special alloys cut excess metal, make these sockets 
streamlined, able to reach the difficult spots. 


INDESTRO 


For hard-working, well- 
balanced ‘Tools of Serv- 
ice’’, look for the tan and 
red Indestro Tool Dis- 
plays at your Distribu- 
tor’s. 
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Only LISTO has the patented 
Listo’s big, thick leads make clear, 7 
easily read prices on everything in your store. “GRIP TYPE SLEEVE 


Writes on glass, metal, plastic, paper, cellophane 





—or any other surface! You’ll find merchandise 
moves faster—that you get your full price and 
profit on every item in your store. LISTO pricing 
saves clerks’ and customers’ time. Cuts out loss- 
es from costly errors at time of sale. LISTOS 
are quick and easy to use. No broken leads 
—no sharpening needed—no 
wasted stubs. America’s great 
Marking Pencil value! 









Ask your jobber, stationer 
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or paper supplier for LISTO! 


This tapered metal sleeve grips the entire length 
of the lead. Prevents breakage and the leads do 
not fall out! Change leads instantly. Quickest, 
easiest-to-use marking pencil in the world! 










EXTRA HEAVY LEADS 
THAT DON’T BREAK 









in 6 coors 
An EXTRA sleeve in RED YELLOW 
every box of leads! 
BLUE BROWN 





GREEN BLACK 
Single colors to the box 
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A 
DEMAND irra: 


FOR 
IN HOMECRAFTERS 
WOODWORKERS 


FARMERS 

LOCKSMITHS 
RESTAURANTS Vaueyars 
HOTELS 


Attractive 
Profits for You! 


Simplified self-adjusting frie- 
tion roll drive. Peripheral 
speed remains constant as 
wheel wears. No water 

on operator. Operator takes a 
comfortable standing position 
and works on top of the wheel. 
. 5” x 2%” tool rest, perfect 
for long, slim knives, wide tools. Adjustment all 
bevels 0-30°. 8” diameter and 1%” face sandstone 
wheel. 


Attractive literature for producing sales. 


Order today. immediate delivery. 


BOICE-CRANE COMPANY 
990 CENTRAL AVE. TOLEDO 6, OHIO 








Popularly 
Priced at 


SCHOOL SHOPS Y 1 650 


Costs You $11 
Each in Lots 


Otherwise 
$12. 
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CAULKING EQUIPMENT 











GUNS . world’s most 
complete line—including ro- 
tary handle models. Sizes 1 pt. 
to 2% qts. 


AMM. 


NOZZLES ... interchangeable, for every 
size and shape of caulk strip. Sizes from 


1/16” up. 


eel 


CARTRIDGES .. . plain, extruded or 
spouted caps. Specify VITAL cartridges 
from your caulk supplier. 





Keep VITAL caulk accessories in front of 
your customers and reap the benefits of 
this lucrative business. Order from your 
jobber! 


JOBBERS Order now— 


Uital Products Wg. Cs. 


7500 Quincy Avenue Cleveland 4, O. 

























CONVENTIONS 






COMING 


AND 
EVENTS 











; Alabama Retail Hardware Assn. 
annual convention, April 25-26, at the 
Jefferson-Davis Hotel, Montgomery, Ala. 
Mrs. Euna G. Ramsey is association 
secretary-treasurer with headquarters at 
509 North 19th St., Birmingham 3. 


Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
at the Santa Barbara Biltmore Hotel, 
Santa Barbara, Calif. Convention chair- 
man, George H. Slater, 712 So. Olive 
St., Los Angeles 14. 


Barker, Rose & Kimball, Inc., 


’ Elmira, N. Y., fourth annual trade show 


at the Elmira Armory, May 3-5. 

Builders’ Hardware, Regional Con- 
ference of the National Contract Hard- 
ware Assn. and the American Society of 
Architectural Hardware Consultants, 
April 11-13, at the Arizona Biltmore 
Hotel, Phoenix, Ariz. Victor H. Nelson. 
Foxworth-McCalla Lumber Co., Phoe- 
nix, Ariz., is chairman of the meeting. 

Carolinas, Hardware Assn. of, con- 
vention, June 9-10, at The Francis 
Marion Hetel, Charleston, S. C. Sally 
Couch Masten, acting secretary, 11814 
E. Fourth St., Charlotte 2, N. C. 

Central States Golf Party, June 
23, at the Tam-O-Shanter Country Club, 
Chicago, Ill., sponsored by the Central 
States Hardware Club. Ben Leve, 530 
W. Cornelia Ave., Chicago 13, is secre- 
tary. 

Eastern Hardware Golf Associa- 
tion, 13th Annual Tournament, May 
18-20, inclusive, 1949, at Shawnee Coun- 
try Club, Shawnee-on-Delaware, Pa. 
H. L. Gilliam, Wood Shovel & Tool Co., 
30 Rockefeller Plaza, New York City, is 
secretary of the association. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn., joint 
convention, May 22-24, at the Seminole 
Hotel, Jacksonville, Fla. W. W. Howell, 
executive manager, Waycross, Ga. 

Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware 
Assn. joint convention and_ exhibit, 
June 6-8, at the Hotel Jung, New 
Orleans, La. Secretary for both associa- 
tions is David O. Mansfield, 226 S. 
State St., Jackson, Miss. 





National Cutlery Week, May 2-9, 
inclusive, sponsored by Associated Cut- 
lery Industries of America, Deerfield, 
Mass. L. D. Bement, secretary. 


National Hardware Show, Oct. 12. 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 


National Housewares and Major 
Appliance Manufacturers’ Exhibit and 
Meeting, July 11 to 15, 1949, in the 
Atlantic City Auditorium, Atlantic City, 
N. J., sponsored by the National House- 
wares Manufacturers Association. A. W. 
Buddenberg, 1402 Merchandise Mart, 
Chicago 54, Ill., is executive secretary. 


National Retail Hardware Asso- 
ciation, 50th annual congress, at the 
Statler Hotel, Boston, Mass., July 11-14. 
Rivers Peterson, 333 No. Pennsylvaniz 
St., Indianapolis, Ind., managing di- 
rector. 

National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Il]. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 


Store Modernization Show, June 
19-24 at Grand Central Palace, New 
York City, sponsored by the Store 
Modernization Institute, 40 E. 49th St., 
New York City 17. 


Triple Mill Supply convention, 
April 25-27, at Cleveland, Ohio. Con- 
ference booth program at Cleveland 
Auditorium. Sponsoring associations 
are: American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga. 


Western Metal Congress and Ex- 
positions, Shrine Convention Hall, Los 
Angeles, Cal., April 11-15. 
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HALL HARDWARE 


Changes Name to 
OUR OWN HARDWARE COMPAN 
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ek, May 2-9, 
sociated Cut. 
a, Deerfield, 
etary. 
iow, Oct. 12- 
, New York 
331 Madison 
the director We are pleased to announce to the many friends 510 “Our Own Hardware Stores’’ which it 
and customers of Hall Hardware Company, services exclusively. 
Minneapolis, Minnesota, that we have officially There are no changes in personnel, policy or 
and Major changed our corporate name to: OUR OWN operating structure as a result of the change in 
Exhibit and HARDWARE COMPANY. firm name. 
949, in the Our stockholders believe that this change will We hope that our suppliers, business associates 
tlantic City eliminate any previous confusion between ‘Hall and customers will start calling us by our new 
1 H may Hardware’, the wholesale headquarters, and the name immediately! 
ional House- 
ation. A. W. OUR OWN HARDWARE COMPANY « 618 NORTH 3RD STREET e MINNEAPOLIS, MINN. 
ndise Mart, 
fe secretary. 
vare Asso- 
ress, at the eae iii a i anata 
, July 11-14, 
fennsylvaniaz we tT) 
i NEW “FUTURA GRAY 
Ms conven- , 
1950, at the a : 
|. Exhibits baie a 
ored by the ; ; . 
Assn., One }- 
2; G. Mar- eines & e 
how, June 
lace, New 
lace, Ne MATCH THEM 
2. 49th St., 

BUILD-UP YOUR 
convention, OWN UNITS 
hio. Con- 

Cleveland 
ssociations IDEAL FOR 

Machinery 

| manager, c D BRANCH OFFICES 

lark Bldg., A JUNIOR FILING SYSTEM SMALL OFFICES 

Supply & FOR EVERY BUSINESS NEED. 

n., secre: : FIELD OFFICES 

h 505 A 3001—Two letter size drawers, on C 3046—Two letter size drawers on 

chart, oo Sanitary base. Equipped with plastic Sanitary base (3001) plus one double SOLICITORS—SALESMEN 
Southern hardware. 16” deep—total height 30%”. 4x 6 (F3462) card cabinet. 16” deep 

stributors’ $24.95. ; —total height 36%”. $30.95. HOME FILING 

B 3002—Combination of one letter size . 

L. Pugh, drawer and one storage compartment, D 1600—Two door storage cabinet, PT. FILING 

3, Ga. on Sanitary base. Equipped with plastic equipped with lock. 24” wide—16” INTER-DEPT. 

s hardware. 16” deep—total height 30%”. deep—36%” high. $28.60. 

3 and Ex- $24.95. Prices Higher on West Coast 

Hall. Los ON SALE AT YOUR LOCAL STATIONER—OFFICE FURNITURE 770 W. 233¢d St. 

DEALER AND DEPARTMENT STORES. eu Szreel Sales Corp! N. Y. 63, mY. 
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@ Made of Finest Alloy Steel 

@ Heavy Gauge 

| @ Correctly Tempered to With- 

stand Heavy Factory Use 

@ Each Blade Attractively 
Packaged & Labeled 


RIP CROSS CUT 


& COMBINATION | HELLER STORE FIXTURES ARE THE BEST 
— COMPARE HELLER FEATURES BEFORE YOU BUY 


From Stock, 
Mail & Phone New Modern Styles—Better Built—Assembled & 
Sell These Sows ||. Finished — Larger Selections — Conventional 
At | Styles—New MULTI-LEVEL Styles. 
COMPETITIVE 
PRICES and Free Store Planning Service 


Make a 
Write today for huge catalog No. 49. Send us a 


GREATER PROFIT! 
sketch of your store for free store plan. 
Manufacturers of 
Circular Saws, Band 


Sows, H. S. Planer & | W. C. HELLER & CO. 


Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 1049 BRYANT ST. MONTPELIER, OHIO 


Designers and manufacturers of Hardware store fixtures 


LAFAYETTE SAW & KNIFE. INC. ee dee 


115 BANKER STREET BROOKLYN 22, 6. ¥. 


pow 


Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
handle with 
absolute ; y 

ua \ ‘ BUILD! 


confidence. 
aa the WLI 2 aud Die Business CONTRAC 
Medel 76A Power King utth this display on your counter ENGINE 


A thoroughly dependable power job 
Completely modern design, precision Mode! 550 Deluxe IN Lola obbet-am comme Comm olShamejeloeMe-Mmer-bace)elr-tole lm olen. 
Suit. Many Cosisatio Seetures:— Abumi- Unquerionchly the the cAce self-seller cabinet on your counter. 


num alloy castings. Tubular steel handles. finest hand mower ‘ : 

Attractive baked enamel finish. 5-blade oo any Dees. Stock is all arranged, and this constant PLASTE 
. . 1 a modern, ° : 

ball bearing ree! with take-up for wear. J nooth running. silent salesman of items that are always c 

20” cut, adjustable for height Positive Popularly priced. In- 2 : 2 

clutch. Highly reliable power unit. Rug- vestigate this excel- in demand immediately goes to work for TIL 

ged tires. Weight 87 Ibs. lent selling item. you. This c4ce assortment is worked out SETTI 


on a turnover schedule of each size based 
on actual sales in hardware stores. From 


MANUFACTURING CO. your jobber or 
Springfield, Ohio HENRY L. HANSON COMPANY 
POWER & HAND LAWN MOWERS Worcester 8, Massachusetts 


CARPEN 


MASO 


information on request. Write today! 





HARDWARE AGE, APRIL 7, 1949 








usa 


OHIO 


ixtures 














T, 1949 





EDLUND 
JUNIOR 
CAN OPENER 


THINK Te 


Ldlund 


for 


BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 














ALWAYS ON THE LEVEL 


@ Particular craftsmen like ROYAL 
LEVELS for they are quality tools, 
carefully tested to give years of ac- 
curate performance. Available in: 
ALUMINUM 
Designed to combine strength with 
ease of handling. Precision manu- 
facturing and close inspection 
assures accuracy and quality. Avail- 
able in sizes up to 48 inches. 
MAHOGANY AND OTHER WOODS 
Only the finest’ kiln-dried woods 
are used—weatherproofed and at- 
; tractively finished. Available in all 
TILE standard lengths with choice of 
SETTERS aluminum end tips or full alumi- 
num bound. 


Order from your jobber or write — 


CARPENTERS 
BUILDERS 
CONTRACTORS 
ENGINEERS 
MASONS 


PLASTERERS 











OAK INDUSTRIES 


ROYAL 


GRAND HAVEN, MICHIGAN 
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MYERS DEALERS! 


Get set for a Big May and 
National Water Systems Month 


—aa 







;| It’s a special month coming up for every 
¢/ water systems dealer in America! And 
Myers is getting ready to pass you plenty 
of special ammunition—to help you cash 
in on it! 


Take full advantage of the national water systems 
publicity. Spend an hour with your Myers Dealer-Aid 
Catalog right now ... maybe you need a new indoor 
or outdoor sign to let folks know your store is water 
systems headquarters. Is there a better spot to dis 
play your complete Myers line—and have you got 
plenty in stock? What about your supply of parts 
and accessories? 


Lay your plans and get set now to use any of the 
regularly available Myers aids that will help you 
sell more water systems in May... We'll be along 
with some special ones soon. 


remember—‘Profit Grows When Water Flows” 


The F. E. MYERS & BRO. CO., Dept. P-54, Ashland, Ohio 











swagge 


with this new di 








> e y . 
Shag proof 
RIEBBER 
. HOUSEWORK, 

GARDENING 


GLOVES 










kd mont 
Saaserelles 





use many ways 


advertised in Saturday 


gloves, 
Evening Post, Good Housekeeping, Better Homes & Gardens 


These fabric lined rubber 


Sunset, will move quickly with this compact display, set up 
on glove box or its own easel ... Order Swaggerettes and 
display from your wholesaler (3 assorted sizes, 1 doz. to box 
1 gross to case, priced to retail at 95c pr.) or mail coupon 








FILL IN OR JUST CLIP TO LETTERHEAD 


Edmont Mfg. Co., 523 Orange St., Coshocton, Ohio 
[) Send new Swaggerette display and 6 effective display ideas 
(0 Send Pocket Catalog and prices on complete line of plastic, 
rubber and NEOX coated household, garden and work gloves 
NAME___ ae iieciihieetiacasailctaincemandimnaiian — 


STREET ee 


ee ee 


209 








Peerless 


CARPENTERS’ and MASONS’ 


LEVELS 


Y Accurate v Dependable 
pe. NEW! 


Catalog Available 
in Colors 


Mv 


| 


Write for your 
aN = copy today 
| pe a \ with price 
, a list 


in 





ee 


” i 





———- 


” ein a leader for over 30 years 


"7 


LEVEL & TOOL 
COMPANY 


STERLING, ILLINOIS 








HAND AND POWER 
MOWERS — BUILT 
FOR SERVICE AND 
DURABILITY — 
SOLD TO DEALERS 


THROUGH JOBBERS 
GRIPTROL ! 
The amazing, 
new Homko 
feature — fin- 


gertip control 
through the 
handle grips. 


TRULY A 
QUALITY 
PRODUCT 


Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. Des Moines, lowa 











FOR YOUR DIRECT MAIL 


SALES PROMOTION 
USE 


HARDWARE AGE 
DIRECT MAIL ADDRESSING 
AND MAILING SERVICE 


IT WILL ASSURE YOU MAXIMUM SUCCESS AT 
MINIMUM COST 
WE ADDRESS AND MAIL CIRCULAR MATTER 
TO THE FOLLOWING LISTS: 

13,100 MAJOR RETAIL HARDWARE DEALERS 
WHOSE SALES EXCEED $30,000.00 ANNUALLY 

4,141 INTERMEDIATE RETAIL HARDWARE DEAL- 
ERS WHOSE SALES ARE BETWEEN $20,000.00 
AND $30,000.00 

20,729 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 

4,315 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 
ANNUALLY 

509 GENERAL WHOLESALE HARDWARE 
HOUSES 


135 WHOLESALE HEAVY HARDWARE HOUSES 


100 WHOLESALE HARDWARE HOUSES IN 
CANADA 


2,017 DISTRIBUTORS OF MILL SUPPLIES 


127 DISTRIBUTORS OF MILL SUPPLIES IN 
CANADA 


10,425 LUMBER YARDS 
810 DEPARTMENT STORES HANDLING HARD- 
WARE AND HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO 
THE MINUTE WE ADDRESS YOUR MAILING. 


OBVIOUSLY AN ADVANTAGE OF OUTSTAND- 
ING VALUE TO YOUR DIRECT MAIL SALES 
PROMOTION 


ONLY OUR MANY YEARS DAILY CONTACT 
WITH THE HARDWARE TRADE MAKES IT POS- 
SIBLE FOR US TO SUPPLY YOU WITH SUCH A 
HIGHLY EFFECTIVE SERVICE 


WRITE FOR DETAILS 


HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPARTMENT 


100 EAST 42nd STREET = NEW YORK 17, Nv. Y. 
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Form a Dazey 
of Kitchen Pr 
Opener @ Kni 
Juicer e Ie 
Blend-R-Mix « 
Famous Daze} 


Sh 
: 


No. 60 


50¢ 


- 


s 
q 
N 


HUS 


No. 480 


& 


. 


No. 550 


SPEED 








<td 


HARDW: 





USES 








A New Version 


of an 





Favorite! 






@ The new Dazey 
Cylinder Rotor-Dasher 
Electric Churn. Model 
4-E-R. Glass Container. 
1 Gal. Gross Capacity. 


Model 4 
—1 Gal. Gross Capacity. 
Model 8 
—2 Gal. Gross Capacity. 


Y% Gal. Churning oe 
Capacity. =H) 
=I 
Today's improved ver- eee 
sion of the Dazey | es fi 


Churn Grandmother 
used. Churns up to 2 
gal. quickly, quietly 


and dependably. Easy Model 66 
Model 4-E-R.— _— I. ity. 
1 Gal. Gross Capacity. to use and clean. ena Y 
Nira aster Gesbet Economical. Sensibly —10 Gal. Gross 
g . : : Capacity. 110 Volt, A.C. 
MYATT TLL Ee Priced: See it at your “Ure. 


dealer's, or write: 


DAZEY CORPORATION + ST. LOUIS 7, MISSOURI 


Be Sure 


Form a Dazey yes Chain 
of Kitchen Products « Can 
Opener ¢ Knife Sharpener 
Juicer e Ice Crusher 
Blend-R-Mix « Nut Cracker 
Famous Dazey Churns 








, 
All HAWKEYE products are scientifically constructed of the 









oom awkey, 
HAMPERS 


CLOTHES BASKETS 


The line that fills your complete 
needs—unconditionally guaranteed 
to the dealer as well as the con- 
sumer. This guarantee protects 
you against markdowns because 
you always have the right to return any unsatisfactory mer- 
chandise for full credit or replacement. Your profit is assured! 


WMy 
OEE. 


lo, 





finest materials available. Wide range of models retailing 


profitably from $1.98 to $9.98. 
. * 


Write today for 
full-color illustrated 
catalog and price list 





1 


Burlington Basket Co., Burlington, lowa 
QUALITY PRODUCTS FOR OVER 60 YEARS 














Skate Sales Sear! | 





r WITH THE PROFITABLE 


ee [SPEED KING une 


a @ The sales ceiling is unlimited for 
a waee Se SPEED KING dealers. Yes, all Hustler 
skates move fast—on the sidewalk and 
over the counter! Brightest star of all 
is the famous “500-Mile” skate, with 
the one-year guarantee. Its tempered 
steel wheels bring record-breaking 
speed. All - around ruggedness has 
made the Hustler line the “sensations 
of the sidewalks.” Write for full details 
on these profitable trade-builders. 








No. 530 
HUSTLER SPECIAL 


HUSTLER CORPORATION 
NG, 


STERLI HLLINOTUS 






No. 480 
SPEED KING 





No. 550 , j 
SPEED KING (WITH CAPS) 























7, 1949 
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Plain 
prices 
sell more 
hardware 


SVatsoe/ CHINA MARKERS 


PRINT PRICES PLAINLY 


For quick, self-service sales mark the price 
big and bold directly on the article. 
Blaisdell China Markers write on metal, 
china, glass, plastic or any glossy surface. 
Marks are brilliant, legible and permanent 
... but easy to remove with a damp cloth. 


Available in 168-T Blue; 169-T Red; 173-T 
Thick Black, and ten other vivid colors. 






Order from your dealer, or—Mail coupon for FREE Sample 


SUARPS SIVats0e7 Pencil Company, Dept. H-29 
141 Berkley Street, Phila. 44, Pa. 
Send me sample of 





# 


NAME 


ee 
THE pyre’ 


rye \y STREET 


CITY, ZONE, STATE 











om 





Zz 


Soe ZF 


{ 


7 / 
ang Up’ more. 


—_——— 





with SOUTH EASTERN’S 
solid braided clothes lines | | MORE BRUSHES—MORE SANDPAPER—MORE TOOLS and SUPPLIES 


It's a Promise! You can share in 
® Boost your extra heavy profits now being made on 
| : home building and modernization jobs 
ae eee by owning and renting out this new 
your profits with | Lincoln Speed-O-Lite 7” Sander. Cus- 
+6 SUNNY GIRL — | tomers eagerly PAY UP TO $5 PER 

DAY in rentals alone. 
=7 TENNESSEE, Besid » ; : 

esides, each rental customer 
heavy sash cord | invariably buys paint, varnish, 
type clothes lines. | filler, brushes, sandpaper, tools 
Extra strong... and supplies to keep your cash 
a en register ringing up MORE 
icecream PROFITABLE SALES. 


economical. Full 
4 ‘i Install This New Lincoln 
information and 


samples on | SPEED-0-LITE 7” 
Eoch hank beavtifully request. | Hi-Speed Rental Sander 


labelled... Each dozen | Take advantage of Lincoln’s 

packed individually in | Easy Payment Plan which en- Write for Proof of the Big Money 
t hippi . ables you to retire your invest- Making Power of Speed-O-Lite 7" 

seporate s ipping cor ment out of increased profits. Time-Payments to Suit Your Needs, 

tons . . . Available in 


50° and 100° hanks. Representatives in All Principal Cities 


¢: 1252 WEST VAN BUREN ST CHICAGO 7, ILLINOIS 


N.B.C. BUILDING | . CLEVELAND 10, OHIO World's Manufacturer of the Most Complete Line of Floor Maintenance Equipment 
































‘ = _— , ie 
PROVE THE MERITS 
Safety “Teste OF THESE PRODUCTS 
eLADDER JACKSe 


Simple—easy to use—no 
unnecessary working or at- 
taching parts. Rail sus- 
pension only. Tested for 
positive safety. Made from 
“inchby 1)4inchbarstock. 

13 pounds to the pair. Full * RIM KNOB LATCH S575 " 
18 inch platform area. One Shillonan wrroouces » une oF wm 


pair to complete scaffold. LOCK SETS LONG DEMANDED BY ARCHITECT, BUILDER AND HOMEOWNER BECAUSE 
| OF THEIR REASONABLE PRICE, EASE OF INSTALLATION, AND TRUE COLONIAL 


$6.00 pair } APPEARANCE AS WELL AS SMOOTH ACTION AND DECADE AFTER DECADE DEPENDABILITY. 


* REASONABLY PRICED * USED OW ANY THICK- 
WESS DOOR * QUICK AND EASY INSTALLATION...1N A FRACTION OF THE TIME IT TAKES 
TO INSTALL TUBULAR DEVICES * SECURITY OF A DEADBOLT * FULLY REVERSIBLE + LONG 


LATCH-THROW * CASES @ —— 
~ OF CENTURY-PROVEN CAST ee 
e LADDER STEPSe« } f IRON * BRONZE BOLTS AND | 
: LATCHES * SOLID BRASS AQ 
The handiest ladder tool TRIMMINGS + THIS KEW ia 
ever devised. No fasteners LINE OF LOCKS IS NOT ‘ 
—quickly adjusted on rung ' ven oes SueDENTONT 
of any standard extension LIVING BUT THEY INCREASE 
ladder with one easy mo- a iaiaadmmeianerten 
tion. Provides a comfort- ; , MORE SALEABLE. 
able platform, banishing ‘ “ 4 COLONIAL ARCHITECTURE IS BY FAR THE MOST POPULAR IN RESIDENTIAL 
leg fatigue. Tested for AND PUBLIC BUILDINGS. THE ONLY TRUE COLONIAL SETS ARE THE RIM 
safety. Can also be used as . | SETS AS PROVEN BY WILLIAMSBURG AND MANY OTHER RESTORATIONS. 


a shelf for paint or tools. 
WRITE FOR LATEST CATALOG, SPECIFICATIONS, AND PRICE INFORMATION 
$2.89 each 4 am 





ANOTHER SKILLMAN LINE ANSWERING Your PROBLEMS 














= 











A DOOR LOCKING DEVICE WITHOUT A DEADBOLT IS NOT A REAL LOCK? 











— FLOOR DISPLAYS AVAILABLE — SKILLMAN HARDWARE MANUFACTURING CO+TRENTON-4-N-J 


TOLEDO Taterlocking PRODUCTS 


3800 LAGRANGE STREET TOLEDO 12, OHIO 
212 HARDWARE AGE, APRIL 7, 1949 














STEVENS LEVELS = 


sell themselves! IC —at_—=t 6 — = 
aS, eg  oTevEnS i a sala e: 


| Now It's 10th Year! 


iNUr 
mop © 


winpow Brush WAG USC) ie ei 
and SQUEEGEE 
















EF FILLER 
and SUPPLIES! 
































ILLINOIS 
WORK 


je, | P 







There’s a Minute Mop fast-seller to Speed every bes us 
hold cleaning job. Women want and BUY the popula 
Minute Dish Mop, Soap Bank, B _ Tub B rus . Win. 





FOR FACTORY dow Brush and Squeegee. Toi-I.a-Kleen, and the long 
famous standard size Minute Mop and D: uiner, and 
| also the new Jumbo Minute Mop for large floor areas 
I G VE Co. FOR FIELD = made of be vent Ce ule se Sponge. Write or phone 
mur jobhe 
LLINOIS GLO FOR FARM - 


HAMPAIGN, ILLINOIS 





@ write for Catalog 











MINUTE MOP CO. CHICAGO 16 ILL. 
Fas ie MADE BY FISHERMAN ...T0 CATCH FISH 
NATIONALLY ADVERTISED ...T0 SELL 


PRICED RIGHT... FOR PROFITS 





<>. 
x“, 
Liny s 





anee Equipment 





"Biles 13” Reet Ol 


Top quality, non-corroding, 
non-gumming oil for the 
finest tackle. Applicator cap. 


PROBLEMS 


ASK YOUR JOBBER 
TODAY! 








ITS * 


VE OF RIM 
IER BECAUSE 
COLONIAL 
EPENDABILITY. 
N ANY THICK- 
ME IT TAKES 
IBLE + LONG 






Q. Need Solder? 
A. Buy GARDINER! 


Solder the easy way — no fuss, no muss. Use 
Federated Gardiner Brand ACID CORE | 
SOLDER... the flux is in the solder. For | 
automotive and general work. Comes in all 
commercial sizes and quantities. 


METALS DIVISION 


AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 


M PLYMOUTH 








Brown & share Mfg. Co., 


BROWN & SHARPE HAIR UPPERS 








= a 
ROPE - BINDER TWINE i peeinen TE anes 
<a TCL ALC RAL THE ROPE YOU CAN TRUST BECAUSE IT IS ENGINEERED FOR YOUR JOB 
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sere on yes 


DISTINCTIVE HARDWARE | 


CABINET HARDWARE 
BUILDERS HARDWARE 


| © CABINET LOCKS ALL FROM i | SOURCE 
i), © SCREWS AND BOLTS asian 5 ae 





7 
il 


M . 
le xu.’ © SASH HARDWARE 





ar vilel, Fle tele Glee) 7:\. ) Mam cele. 420) 19m aal, le) h) 
































SUPERIOR Sold by leading jobbers 
 _ _~A_S i \ 
FAUCET ) 
Stop Faucet Leaks 
; ‘ : JOBBER 
} Over 25,000 retail hardware stores serviced 
Make old faucets ao y | through established well-rated wholesale dis- TODAY! 
Lf L Px tributors give your product consistent nation- 
staal >| | Sit Fen eon comple over Distr 
you. Write pee for details. i “4 
ia, DIVISION OF OAKES & COMPANY M : 
IVISI 
sesaieacaanndiaaeeauend T RU -T 3 ST 650 S. CLARK ST., CHICAGO 5, ILL. A t 



















A quality line that means PROFITS for YOU! 
Strong . . . dependable . . . well turned handles and window 
poles from quality materials. Call your jobber or write for full 
details on this profitable line. 


The ANCHOR MFG. CO., 210 Water St., Piqua, Ohio 








. Handles Doo, 
Soldering !ro" ond Sash Stops 
Farming Tool Handles 


Window Poles ; R . 
S| << O_O SSS =] 


File Handles Chise/ Handles 





























PRIEST’S | For PINNING UP things/ 
CLIPPERS —-MOORE pusu-pins 








Triple plate—copper, cuss WHEY cone 


Ball eee nm tnish | | aeaisetinem se {ll For HANGlNG UP things / 
































Ball bearing, easy action. your customers | HI 
with COMPLETE PUSHLESS 
iehsaliibaeics aliens coneroence. fi] * MOORE pierce HANGERS | 
| Nationally adver- 
ASK YOUR JOBBER | Mises. wn =. WI 





AMERICAN SHEARER MFG. CO. MOORE PUSH-PIN CO. Since /900 Ki 


NASHUA, NEW HAMPSHIRE, U.S.A. | Ec E-4- 9 =) 3350.6 8 > aay PHILADELPHIA 44, PA. 











FOLLOW THE LEADER IN “Want Ad" ADVERTISING— | For 





Year after year HARDWARE AGE has led its field in Those who contact the hardware trade know from ex- and W 
the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 

tising. Its classified columns bring together buyer and to use to secure RESULTS from their classified adver- 

seller, employer and employee. tising. Follow the leader. 








HARDWARE AGE _ Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y- wom 








BUILD STORE TRAFFIC! = 
BOOST PROFITS / with new 


HANDY-SIZE PANELS OF MASONITE TEMPERED PRESDWOOD IN 
ATTRACTIVE CARTONS. MASONITE CORPORATION, CHICAGO 2, ILL. 
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edium 
adver- 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY »® MARSHALLTOWN, IOWA 





























ASK 
YOUR 
JOBBER 


TODAY! 
STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 


Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 


MOST ALL SIZES ON HAND F.O.B. CHICAGO 


Atlas Nail Co., Ine. 


20 N. Wacker DrivesPhone ANdover 3-3068' Chicago 6, Ill 

















. SPRINGOKT 
FORM ve PSY SQUARING 
: aBDEDI LEVELING | 


C= 















the new household 
word for “curtain stretcher’’ 





Tops in value—made of fine quality lumber, with heavy steel zinc-plated 
hardware attached—no loose pieces to handie. Special design makes it 





easy to set up or take down—its many features mean satisfaction, sales 


\EASEIOK EASELS : : ot. and profits. Write for descriptive literature and discounts. 
SS IVES: 
a) PE ; : MODEL 321 MODEL MODEL ¢ 
5 : : (illustrated) $7.99 221 $6.99 322 5.99 
: Prices shown are retail. Inquire about additional low-priced promotional 


WORLDSBEST curtain stretchers 


The El WORLDSBEST INDUSTRIES, INC. 
1150 BROADWAY - NEW YORK 1, N. Y. 





HERE'S A POPULAR HOME-IMPROVEMENT ITEM! — 
National METAL | on =A 
WEATHERSTRIP a of yg DOOR BRACES 
K | T S _ «soil wir EYE BOLTS TURNBUCKLES or "a 


YEAR ‘ROUND (~~ / 

With this compact unit any handyman can do a pro- PROFIT-MAKERS UTILITY HOOKS 

For DOORS fessional job. Contains high-grade bronze weatherstrip, Bast St fr om C 
E-Z-ON, nails, instructions for one door or window. Two 


and WINDOWS standard doors—-four standard windows. Odd sizes made 5 HOOKS 


to order in quantity. 














Al Write or wire for prices 

LOW IN PRICE 
Nati 1 Metal Products Compan TURNBUCKLES, INC. ° 
| PRODUCTS COMPANY, ae tepar-t eta r ucts 1°) 
a. _ BOX 333, MICHIGAN CITY, INDIANA TOPS IN QUALITY 


1025 CHATEAU STREET PITTSBURGH 12, PENNA. FACTORY: GRAND BEACH, MICHIGAN 


Ready Patch, the ready-mixed, ready to use patching composi- 
y guanine tion—at new low prices for greater volume and profits! 
- ein M&H LABORATORIES, 2703 ARCHER AVENUE, CHICAGO 8, ILLINOIS 
. 
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assified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
ach additional word......... -10 
Positions Wanted 
(Special Rate) set solid, maximum, 
ff rrr ere $2.00 
Each additional word......... 05 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 

















* Help Wanted 








A LARGE PROGRESSIVE RETAIL HARDWARE FIRM RE- 
QUIRES THE SERVICES OF A MAN BETWEEN THE AGES 
OF THIRTY AND FORTY with at least ten years’ experi- 
ence in hardware and h ina hard- 
ware store in New York or New Jersey Metropolitan Area. 
A man who has carried responsibility is preferred. Salary 
commensurate with experience. Write experience, age and 
other information. Replies will be strictly confidential. 


Address Box N-158, care HARDWARE AGE 
100 East 42nd Stret, New York 17, N. Y. 




















[Sales Representatives Wanted | 


SALESMEN 





WANTED WITH RETAIL 





HARDWARE AND VARIETY STORE FOL- | 
LOWING to sell Complete Line of Electrical | 
Supplies, Hardware and Housewares. All terri- 
tories open. Excellent opportunities. Address | 
Box N-166, care of Haroware Acz, 100 East 
42nd St., New York 17, N. Y 








SALESMEN WANTED 


By a long established, well rated manufac- 
turer, of a complete line of leather DOG 
COLLARS, HARNESSES, etc. Opportunity 
for experienced men calling on retail hard- 
ware and variety stores. Protected territory; 
liberal commission. 


Address Box N-122, care of HARDWARE fe | 
100 East 42nd Street, New York 17, N. | 














SALESMEN WANTED—1i5¢ FAST-SELL- 
ING ITEM cz arrying better than ordinary dealers’ 
profit and salesmen’s commission, Exclusive terri- 
guaranteed and complete factory coopera- 
tion. Write King-Chippewa Company, 303 Lan- 
dreth Building, St. Louis, Mo. 











WANTED: SALESMEN 


In all 48 states, now contacting retail hard- | | 
ware, paint, wallpaper, and department 
stores. Strictly on commission basis. A 
highly desirable product. An article long | | 
wanted in most homes, a truly revolution- | 
ary item. Untouched market, tremendous 
volume. Previously sold only to manufac- 
turers. Now boxed to sell at $1.00. We | | 
can prove to you the desirability of this | | 
item and would welcome opportunity to 
discuss it with you. References required. 


WILLIAM'S NUPORLAIN || 


110 Redfern Drive Rochester 7, New York 


SALESMAN, EXPERIENCED. CONTACT- 
ING PLUMBER, ELECTRICAL, HARDWARE 
AND MILL SUPPLY JOBBERS. Must detail 
industry and plumbers. 500 mile radius. Car 
necessary. Excellent line, nationally advertised. 
Fine opportunity for right party. Draw against 
commissions. State experience and references in 
first letter for consideration, draw expected, Ad- 
Cress Box N-146, care of Harpware AGE, 
East 42nd St., New York iy, a 





SALESMEN WANTED. RELIABLE ES- 
TABLISHED HARNESS, COLLAR AND 
SADDLERY HOUSE selling complete line in- 
cluding kindred items of saddlery hardware, 
blankets, hames, chains and leather. Several pro- 
tected territories open. Only substantial aggres- 
sive men who are willing to work hard and on 
commission basis will be given consideration. Ap- 
plication by letter only, Give full information 
about yourself and your business activities over 
the past five years in first letter. Southern 


| Saddlery Company, Chattanooga 2, Tennessee. 





| dress 


SOIL PIPE AND FITTINGS MANUFAC- 
TURER WANTS EXPERIENCED SALESMEN 


to sell hardware stores and for direct sales to | 
most 
be covered 


plumbers and _ contractors—openings in 
States. Protected territory. Must 
every 30 days. Large commission. Unusual op- 
portunity. State exact territory desired, qualifica- 
ticns, background. Inquiries confidential. Ad- 
Box N-143, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 








SALESMEN 
WANTED 


REPLY BY AIR-MAIL IF YOU SELL TO 
FURNITURE 
HOME-FURNISHINGS 
HOUSEWARE 
HARDWARE 


ANYWHERE IN THE UNITED STATES 
RETAIL STORES ONLY! 
THIS IS A BIG PROPOSITION 
REPLY IMMEDIATELY 


TO BOX N-165, CARE OF HARDWARE AGE 
100 EAST 42ND ST., NEW YORK 17, N. Y. 














100 | 


T] [Sales Representotines Wanted] [Sales Repreventalines Wanted] 


SALESMAN WANTED. PROMINENT NaA- 
TIONAL PAINT BRUSH MANUFACTURER 
HAS OPEN TERRITORIES for men now call- 

| ing on paint and hardware dealers, lumber yards, 
| department stores, industrials, etc. Sideline men 
or manufacturers’ agents considered. Good com- 
| missions. Territory protected. Write details of 
experience to Box M-672, care of Harpware Acg, 
100 East 42nd St., New York 17, N. Y. 


| SALESMEN WANTED. EXPERIENCED 
| WHOLESALE HARDWARE, HOUSEFUR 
NISHING AND ELECTRICAL. Only those 
with following need apply. Long established well 
reputed New York distributor, handling standard 
brand merchandise, plus well rounded out stocks, 
Territories, New Jersey, New York, Pennsyl- 
vania, Long Island, Westchester, Connecticut, 
Massachusetts, Rhode Island. Give details of last 
five vears employment, also if presently em- 
ployed. Confidential. Commission basis. Address 
Box N-156, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 





THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 75 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are seventy-five complete factory 
lines, and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment of lines. Write Sales 
Manager, Box N-!45, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. 














OLD ESTABLISHED TOOL MANUFAC. 
TURER SELLING TO HARDWARE JOBBERS 
is making a few changes in sales territories. Open 


| to consider services additional commission sales- 


men with established clientele. Correspondence 
invited. Address Box N-128, care of Harpwaat 
Ace, 100 East 42nd St., New York 17, N. Y. 








SIDELINE SALESMEN 


or distributors wanted for several terri- 
tories to sell new patented process exterior 
house paint and primer. Sells for half the 
price of nationally advertised lead and oil 
paints. It is in large demand. Made from 
titanium, synthetic resin and linseed oil. 
Due to the high cost of drying oils and 
white lead, dependable lower priced paints 
are not available to dealers. Here are large 
volume leaders for all live wire dealers. 
Sold satisfaction guaranteed. 


The Merit Paint & Varnish Co. 
3748 E. 91st Street 
Cleveland 5, Ohio 
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Sales iwes Wanted 
SALESMEN: TO CALL ON HARDWARE 
STORES. Must be experienced. Selling kard- 
ware, plumbing, and electrical specialties. Terri- 
tories open in Greater New York City, Long 
Island and Out of Town. Liberal commission 
only. Address Box N-151, care of HarvwarE 
AcE, 100 East 42nd St., New York 17, N. Y. 





WANTED—SALESMEN WHO CAN 
CUTLERY. Pocketknives, shears, butcher knives, 
etc., competitively priced. 
profitable line saleable to all types of retail dealers. 
Many territories to be filled. New fast selling 
reduced price offer a sure account opener. Ad- 
dress Box N-168, care of Harpware Acg, 100 
East 42nd St., New York 17, N. Y. 





SALESMEN—<calling on lumber yards, build- 
ing supply dealers and hardware stores, in 
Alabama, Mississippi, Louisiana, Arkansas, Texas, 
Nevada, California, to sell high quality, low 
priced door closers for ordinary, screened, or 
light doors. 10% commission. Protected territory. 
Write particulars to Box N-135, care of Harp 
~_e- Acs, 100 East 42nd St., New York 17, 
= es 


SIDELINE SALESMAN WITH FOLLOW- 
ING, to visit Hardware and Sporting Goods Stores 
outside Metropolitan-NewYork Area. Complete 
line of Fishing Tackle; Good Commission. Reply 





SELL | 


Liberal commission. A | 


to: Box N-149, care of Harpware AcE, 100 East | 


42nd St., New York 17, N. Y. 


OLD ESTABLISHED REPUTABLE SCREW 
AND BOLT DISTRIBUTOR HAS SEVERAL 
TERRITORIES AVAILABLE ffor Side-Line 























| Specialties and Heating Supplies 


Salesmen calling upon manufacturers and con- 
Y RATED sumers, commission. Write giving territory, ex- 
salesmen nerience, age and other details. Address Box 
he larger N-160, care of Harpware Acr, 100 East 42nd 
fe factory St., New York 17, N. Y. 
} handling 
assemble 
rite Sales eat =. = aa 
fare Age, 
Side line Salesman wanted to call on retail 
hardware trade, plumbers, plumbing contrac- 
tors, lumber yards and mill suppliers. To sell 
ANUFAC- a line of plumbing goods for well known plumb- 
JOBBERS ing house. Many territories open. 
ries, Open Write to Box N170, care of HARDWARE AGE, 100 East 
sion sales- 42nd St., New York 17, N. Y., giving full details. 
Harpwane 
; ¥. - - 
SIDELINE SALESMEN WANTED TO 
SELL New Patented High Class Cylinder Pad- 
locks and Locks, something new. Territories West | 
ie Coast and Pennsylvania, 10% Commission. <Ad- | 
dress Box N-161, care of Harnoware Ace, 100 
AEN East 42nd St., New York 17, N. Y. 
| terri- 
exterior 
alf the 
og Bon PAINT BRUSH MANUFACTURER 
red oil. SEEKING SIDELINE SALESMEN 
ils and MUST HAVE FOLLOWING AMONG HARDWARE JOBBERS, 
paints DEPARTMENT STORES, DEALERS AND RETAIL TRADE. 
e large COMPLETE HOUSEHOLD LINE. FINE REPUTATION. 
jealers. GOOD COMMISSIONS AND PROTECTED TERRITORIES. 
GIVE DETAILS REGARDING BACKGROUND. 
c ELGIN BRUSH CORP. 
1 Go. 520 WEST BROADWAY NEW YORK 12, N. Y. 
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SIDE LINE SALESMEN; LINE OF SAND- | 
ING AND POLISHING DISCS AND POL- 


ISHING BONNETS for Electric Drills. Good 
Item for Hardware, Automotive and Chain 
Stores. 10% commission. Address The Lyndane 


Co., 1006 E, 167th St., New York 59, N. Y. 


GOOD OPPORTUNITY. 
MEN WANTED to carry a good line of Paint. 
Competitive prices. Brooklyn territory open. Ex- 
cellent opportunity for a live wire. Experience 
not essential. Call or write Paris Paint & Varnish 
Company, 3802-12 10th Avenue, Brooklyn 19, N.Y. 
Tel. Gedney 5-2489 


SIDELINE SALES. 





NATIONALLY KNOWN MANUFACTURER 


WANTS REPRESENTATIVES to handle their 
complete line of Fluorescent Starters in New 


England, New York State, and Pennsylvania to 
Virginia. Standard commission rates apply. Write 
Box N-150, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 








MFR'S. AGENTS WANTED 


To call on Builders’ Hardware, Contract Deal- 
ers and Lumber Yards to sell Established Line 
of Casement, Storm Sash and Other Hardware. 
New England, New York, Pennsylvania and 
Texas open. 
Address Box N-110, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















SALES REPRESENTATIVE 
WANTED 


by Manufacturers’ Distributor to cover factories and re- | 
tail hardware stores with complete line of screws and 
bolts. Experience mot necessary. References required. 
State all information in first letter. 
Address Box N-147, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














FOR NEW 
sell Plumbing 

to hardware 
stores and plumbing contractors. Various terri- 
tories open. Replies strictly confidential. Address 
Rox N-133, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y | 


SALES REPRESENTATIVES 
YORK FIRM WANTED to 








SALES 
REPRESENTATIVES 
WANTED 


Manufacturer of nationally recognized line 
of lampshades, now being sold in all major 
chains, desires representation to indepen- 
dent variety and hardware stores. Excel- 
lent opportunity to supplement present in- 
come in the territory. State lines now car- 
ried and territory covered. 
Address Box NI7I, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











REPRESENTATIVES 
WANTED ...! 
to Sell GUARANTEED 


ANT CONTROL 


Buckeye-ANTUBE 


No Cans—No Bottles—No Fuss 
A SURE Repeat Item 


— Many Prospects Among — 


@ HARDWARE e@ GENERAL e@ DRUG 
e@ SEED e@ FEED STORES and HOMES 


BUCKEYE CHEMICAL & SPECIALTY CO. 


131 E. 23rd St. New York 10, N. Y. 














MANUFACTURERS AGENTS, DISTRIBU- 
TORS, SALESMEN, ALL TERRITORIES. 
Cabinet hardware—offset hinges, butts, friction 


catches, etc.—to Cabinet Makers and/or Dealers, 
Also medicine cabinets, built-in ironing boards, 
etc., to Department, Chains, Hardware, Builders 
Supply and Lumber Dealers. Boster Supply Co., 
4220 So. Vermont Ave., Los Angeles 37, Calif. 








York 17, N. Y 


SALES REPRESENTATIVES WANTED: 
Nationally known manufacturer of builders hard- 
ware has several territories open for representa- 
tion. Experienced representatives having good 
following and understanding builders hardware 
sales for shelf and contract work desired. State 
lines now carried and territory covered. Address 
Box N-20, care of Hanpware Ace, 100 East 42nd 
St., New York 17, N, Y 


WANTED MANUFACTURERS REPRESEN- 
TATIVE OR SALESMAN calling on hardware 


| dealers, lumber yards, builders supply, seed and 


department stores, Patented Lawn Tool and New 
Ventilating Burglar Proof Automatic Window 
Lock, Must be able to handle own accounts in 
some territories, Give information as to territory, 
yourself and lines carried, Address Box N-134, 
care of Harpware Acz, 100 East 42nd St., New 





DISTRIBUTOR 
WANTED 


BY MANUFACTURER. TO MARKET 
NEW, PATENTED REASONABLY 
PRICED KITCHEN ARTICLE, WITH- 
IN REACH OF EVERY HOUSEWIFE. 
MUST HAVE LARGE FOLLOWING 
IN HOUSEHOLD LINE. 

NO CAPITAL REQUIRED. ONLY 
WELL RATED CONCERNS CON- 
SIDERED. 


ADDRESS BOX N-153 


CARE OF HARDWARE AGE 
100 EAST 42nd ST., NEW YORK 17, W. Y. 
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(Sales Representatives Wanted |) 


Accounts Wanted | Poritioms Wanted | 





MANUFACTURER’S AGENTS OR _ DIS- 
TRIBUTORS WANTED BY MANUFAC. 
TURER of waterless hand cleaner, fuel oil sol- 
vent, soot eliminator in powder form, pipe joint 
compound, oil joint compound, boiler seal and 
boiler water treatment. Full 
teed. May carry complete line or any one product. 
Address Box N-148, care of Harpware Acr, 100 
East 42nd St., New York 17, ¥. 





SALES ORGANIZATION WANTED .... to 
handle Nationally Known Farm and Dairy Item. 
Exclusive territory . New York, Penna., Del., 
Md., N. J., Wash., C. Must cover hardware, 
feed, farm By and dairy equipment jobbers 
only, Starting biggest season. rite full details, 
manpower, and coverage to Calf-Teria Sales, Inc., 
Ft. Wayne, Indiana, 


| Accounts Wanted _—« 


FRANK D. JOHNSON, 161 South 7th Street, 
Chino, California (Greater Los Angeles Area), 
wants top-notch lines to sell through Wholesale 
Hardware Jobbers in West Coast States. First 
class coverage. Reliable. Good references. 

perienced. Mail circulars and full particulars. 








MANUFACTURERS’ AGENT ESTAB- 
LISHED SINCE 1930 WANTS FEW ADDI- 


TIONAL. LINES to sell to hardware, electrical, 


plumbing and mill supply jobber in States of 
Missouri, Kansas, Nebraska and Iowa. Address 
Rox N-152, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 

SALESMAN FOR SEVERAL YEARS OF 
A NATIONALLY KNOWN T.INE OF GLASS- 


WARE to hardware. department stores and job 
bers, interested in handling any type of merchan- 
dise from manufacturer which is non-conflicting 
for Metropolitan New York and Vicinity. Address 
Box N-155. care of Harnware Ace, 100 East 
42nd St., New York 17, N. Y. 


SALESMAN FOR MANUFACTURERS 
AGENT covering Hardware, Houseware and 
Builders Hardware Jobbers in Greater New 
York and parts of New Jersey, seeks manufac- 
turer to represent on commission basis. Semi- 
monthly and monthly coverage. Address Box 
N-163. care of Haroware Ace, 100 East 42nd 


St.. New York 17, N. Y¥ 


MANUFACTURERS’ 
WOULD LIKE COMPLETE LINE of Automo- 
tive Accessories and Supply to sell in wealthy, 
thriving, but neglected State. Young, ambitious 
salesmen calling on wholesalers and _ retailers 
throughout the State. Want exclusive territory on 
‘ommission basis. Address Northwest Salesmen, 
P.O. Box 408, Havre, Montana. 





WANTED ESTABLISHED WELL KNOWN 
LINES BY SOUTHERN 
sell to Hardware and Paint Wholesalers in Dis- 
trict of Columbia, Va., North and South Carolina, 
Ga., Fla., Ala., Miss., Tenn., W. Va., Ky. and 
Cinn., Ohio. Best reference, 18 years’ experience. 
Present annual sales $1,000,000. Address Cor- 
nelius deWitt, 4501 Archer Ave., Richmond, Va 


MANUFACTURER’S AGENT DESIRES TO 
REPRESENT ONE BSTABLISHED MAJOR 
MANUFACTURER. Commission basis. 28, 


married, own car. Good standing with Hard- 
ware, Electrical. Plumbing and Mill Sunply Job- 
bers in Pennsylvania, Delaware, Marvland, Dis- 
trict of Columbia and _ Virginias Further 
information and_ references gladly furnished. 
Write B. FE. Van Rensler, 7438 Thonron St., 
Phi'adelphia, Pa 
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protection guaran- | 


Ex- | 


REPRESENTATIVES | 


MFGRS’ AGENT to | 





POSITION WANTED. REPRESENTATIVE 
WITH LARGE CANADIAN MANUFAC. 
TURER is willing to give up position to repre. 

| sent American Company in Canada. Excellent 
| connections with retail hardware and jobbers, If 
| interested write Box N-140, care of Harpwanr 
AcE, 100 East 42nd St., New York 17, N. Y. 


NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 











| EXPORT MAN, ENGINEERING BACK. 
GROUND, EXPERIENCED IN ALL PHASES 
OF EXPORT, widely traveled, knowledge of 
markets and languages seeks position with hard- 











ware or tool manufacturer or export firm. Ca. 

> ible By pe ag ae oe department. Address 

30x 164, care of Harpware Acez, 100 East 

SOUTHEASTERN STATES 42nd St., New York 17, N. ¥ ‘: 
Manufacturer’s Agents. Established 1926. | | 





Cover trade 4 times yearly. | 


Inquiries invited. 
Lt Business Opportunities | 


| VETERAN WITH 15 YEARS HARDWARE 
EXPERIENCE WANTS TO BUY HARD. 
WARE AND HOUSEWARE RETAIL STORE, 
Located in Middle West. Prefer town of 10 to 
20,000 population. Send full particulars. Ad- 
WANTED SHORT VOLUME LINES, for | dress Box N-162, care of Haapware AGE, 100 
Hardware, Paint and Surplus Stores for Detroit | East 42nd St., New York 17, N. Y 
and State of Michigan. Address E. F. Callan, | 
15420 Biltmore Ave., Detroit 27, Mich 


Staff of 5 men. 
Commission basis. 





McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38. Florida 























PARTNERSHIPS ARRANGED. FOR PROF. 
ITABLY OPERATING AND ESTABLISHED 
BUSINESS ENTERPRISES Seeking Active 
Partner and Additional Capital. Metropolitan 
New York Area only. ae — 





| = Positions Wanted =f 








321 Broadway, New York City, BE. 3-8420. 

BE VISE — INDIVIDUALIZE!! HAVE SS ee 
SOLE RE PRESENTATION OF YOUR LINE 
by an experienced man having a following with 
the hardware and housefurnishing jobbers in| FOR SALE OLD ESTABSISHED HARD.- 
Metropolitan New York and New Jersey. I can | WARE STORE, in North Eastern Wisconsin. 
give you extensive and frequent coverage in this | Including plumbing, heating, electrical supplies 
territory for salary or drawing. Address Box | and appliances. Inventory good clean complete. 
N-157, care of Harpware Ace, 100 East 42nd St., | Living quarters Building Stock at inventory. 
New York 17, N. Y¥. Address Box N-167, care of Harpware Acr, 100 

East 42nd St., New York 17, N. Y¥ 

RETIRED SALESMAN FOR A NATIONAL HARDWARE — NORTHERN INDIANA 
yy 7 the MANUFACTURER WANTS SIT | CITY 140,000. Sales $3,000 month, can increase; 

ATION selling to Hardware, Mill and Mine | no near competition; Shopping center; attrac: 
| no Jobbers and Dealers in Arizona and | tive building 44x68; fluorescent lights; modern 

thern California. Large acquaintance and | equipped; display cases and table; $12,000 stock; 
good standing in trade. Perfect health. Have car opportunity for partners; health compels quick 
Will furnish references. What have you to offer! | sale; sell with property, price reasonable. Ad- 
Address H. E. Kulle, 339 W. Portland St.. | dress The Apple Company. Brokers, 1836 Fuclid 
Phoenix, Arizona. Ave., Cleveland 15, Ohio. Established 1905 

FOR SALE: DOWNTOWN RETAIL HARD. 





RETAII. STORE OR DEPT. MANAGER WARE STORE near shopping center and large 
MERCHANDISER, age 45, thoroughly experi- | office buildings in good-sized Midwestern City. 
enced hardware, housewares, plumbing, heating | Merchandise includes general hardware, paints, 
and building supplies; trained in Modern Chain | small housewares, and builders hardware. Fix- 
Store Merchandising and Sales Promotion Meth- | tures modern. Moderate rental. Doing substantial 
ods, Buying Control, Store Arrangement, etc. | gross. Same location sixty-five years. $35,000 
| Interested in responsible position with reputable | will handle. Address Box N-159, care of Harp 
concern. Location ne object. Address Box N-169, | ware Acr, 100 East 42nd St., New York 17, 
care of Harpware Acer, 100 East 42nd St., New | N. Y 
York 17, N. Y. 
FOR SALE—HARDWARE, PAINT, APPLI- 
ANCE AND EQUIPMENT STORE. Best South 
SALES MANAGER, 15 YEARS WHOLE Georgia Town, 16.900 population. 15 mile radius 
SALE AND BUILDERS’ HARDWARE EX. Approximately 70,000 ponulation. Inventory $21,- 
PERIENCE. Located in New Jersey. Excellent | 000: Fixtures and Equipment $3,200; Building 
record of building volume, sales control and pro | 120° x 60’, with 6 room apartment upstairs. on 


motion and catalog supervision. Will consider | 200’ front lot $25,000. Will sell Stock, Fixtures, 


representing nationally known manufacturer. Ser Equipment and Lease Building or sell Complete 
vices available within 30 days. Address Rox for $44,000. Address Box N-108, care of Harp- 
N-125, care of Harpware Ace, 100 East 42nd | warrt Ace, 100 East 42nd St., New York 17, 
St., New York 17, N. Y. We 
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Your employees want 


to help you build security 


HERE’S HOW 7,500,000 WORKERS ARE DOING IT 


More than 20,000 companies now maintain the Pay- 
roll Savings Plan, by which their employees invest in 
U. S. Savings Bonds automatically every pay day. 
This Plan builds security not only for the individual 
employees, but for their companies and for the nation! 


As you know, Savings Bonds pay $4 at maturity 
for every $3 invested. Thus they help create a “rainy- 
day” fund for each Payroll Saver, increasing his 
security. 


How P.S.P. helps employers 


America’s leading corporations report these company 
benefits from the Payroll Savings Plan: As Bonds 
increase the worker’s economic peace of mind, plant 
morale improves. Production increases— because ab- 
senteeism, labor turnover, and the accident rate all 
decline. Relations improve between employer and 


employee. 


Savings Bond dollars are dollars removed from the 
spending stream. They are deferred purchasing power 
—an assurance of good business during the years to 
come. The Treasury uses net Savings Bond dollars to 


help reduce inflationary credit potential in the bank- 
ing system by retiring short-term bank-held Federal 
securities. So Bonds increase the nation’s economic 
security, too! 


Proof that employees want P. S. P; 


Practically everybody wants to save. Every one of 
your employees could be saving more if he were ob- 
taining Savings Bonds regularly, right where he 
works. Even with today’s high prices, it has been 
proved that between 40% and 60% of America’s 
working millions—at any wage level—can and will 
buy Bends through Payroll Savings if management 
sponsors the Plan and if a fellow worker asks them to 


sign up. 


Yes—your employees want to help you build se- 
curity—for all of us. It’s up to you whether they get 
the chance. All the help you need is available from 
your State Director, U. S. Treasury Department, 
Savings Bonds Division. While it’s on your mind, why 
not call him? Or write the Treasury Department, 
Washington 25, D. C. 


The Treasury Department acknowledges with appreciation the publication of this message 


HARDWARE AGE, APRIL 7, 1949 


HARDWARE AGE 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and the Advertising Council. 
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BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 


on cards 








—— 


©0e Index te Advertiser 0 0, 





—_—— 
— 





A 





Send for Descriptive Folder. 





a | 
M. GRUMBAC "HER | 


Order from your Jobber 464 WEST 34th STREET NEW YORK | NEW YORK 












EVERY GARDENER NEEDS ONE 


for sifting soil in Hot Beds, Seed Flats, Special- 
ized Gardening, Window Boxes, Flower Pots, 
Excellent for spreading dry type fertilizer. 
Hundreds of uses around home or farm. 


Thousands Now in Use 


MORE BEING SOLD EVERY DAY 


RETAILS for 1.35 BIG trarcr 


MARGIN 
WRITE FOR INFORMATION 
ON THIS SURE SELLER! 


THE HANDY SIFTER 


THE DIAMOND <> HFG. COMPANY 











Coarse Mesh—All | 
Welded Construction 


Fine or 
Steel 
—Green Enamel Finish 




























Midget Tools With SALES APPEAL! | 
RAKES | 
¢ HOES 

“OAnE Teowel CULTIVATORS 
List 50¢ | a List 60¢ TURF EDGERS | 
SEEDERS | 
No. 740 VANDELION OR ASPARAGUS KNIFE. List 45¢ . 
S High oUALTTY-wEDIUN PRICED” | Sess tars || 

S mv ciate mea 

* 
Write for Catalog GARDEX, Inc. Michigan City, Ind. TROWELS, ETC, ‘ 
Since RDALLAP. CY 1034 
Americas Modern Garden tO @) LS 











—With FRICTION-GRIP “No Wobble” HANDLE SOCKET 


Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


15¢ SET - SAVE FURNITURE & 
FLOORS—CREATE QUIET 


""Domes of Silence'’ 
Glide. 








50c SET - 10c SET 


Name 
on each genuine 


Domes of Silence 
Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. | 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


it he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St. N. Y. C. 


Ask your Jobber. 
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| duPont deNemours & Co., E 


Fabric & Finishes Div. ... 
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Air Express Div. sake . 162 roe 
Ajax Thermostatic Controls Co... 184 | Rayon Dept., Rayon Div. ...... 9 
MTOR THERES GO... cccsvccsccc 201 Duraladd Products Corp. .. 1% 
Allied Chemical & Dye Corp....10, 43 | PUP CO» Inc. 201 
Aluminum Goods Mfg. Co. ...... 133 
American Chain & Cable Co. 60 E 
American Fork & Hoe Co...... 122-123 | ¢ & J. Enterprises ......... 7 
American Import Co. ............ 215| Eagle Lock Co. ............ 1 
American Mfg. Co. .............. 109 | Eastern Commercial Travelers 16s 
American Shearer Mfg. Co. ..... 214! Edlund Co. . ey 209 
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"Schulles 


*Reg. U. S. Pat. Off. 
The MODERN 
Precision Level 
with Pre-Adjusted 
Spirit Vials 





e@ Schultes Spirit Vials are adjusted at Factory. 

e@ Anyone can insert Vials on spot to accuracy of 1/10 of 1°. 

e A great selling point to user! Eliminates bother of returning Levels to 
factory for repair. 

e@ Interested in handling complete line? Write for details. 

SCHULTES LEVEL INC. 

17403 GABLE e -DETROIT 12, MICHIGAN 


"Se chiulles Lovell 


*PATENTED AND PATENTS PENDING 








6"; VERNIER CALIPERS 


FINEST SWEDISH STEEL 


$1972 LIST 


Dealer Inquiries Invited 
ACCURACY 
GUARANTEED 















All measuring surfacing 
hardened to minimum 
**Rockwell C 60" 


Used and recommended by leading 
Aircraft Manufacturer's Research Laboratory. 


Graduated for accurate — inside, depth and 
thread measurements in .001” 


Imported and Distributed by 


TRANSOCEAN TRADING COMPANY 


MPORT - MANUFACTURER S REPRESENTATIVES - EXPORT 





532 N. La Brea Ave., Los Angeles 36, Calif. 18 Pearl Street, New York 4, N. Y. 

















LEETONIA SUPERIOR SERVICE TOOLS 
SPECIAL QUALITY STEEL — PACKAGED 


to save handling and storage costs. Finishes to 
create eye appeal at point of sale. When order- 
ing from your favorite distributor be sure to 
specify Leetonia Brand. Catalog of Hardware 
and Marine Tools, also Mine Drills and Tools, one 
or both upon request. 


The LEETONIA TOOL COMPANY 


LEETONIA, OHIO, U. S. A._ 

















GAS-N-OLL 


FILTER FUNNEL 


WITH "BUILT-IN" 
FINE WIRE MESH 


gasoline stoves, motor 





Retails at 
$] -00 


For Power lawn mowers, outboard motors, 
bikes and motorcycles. This funnel, with "bullt-in" filter, keep? 
impurities from entering the gas tank. Fast Flowing. Made of 
Gasoline-Proof Plastic. Sells on Sight. as turnover—More Profit. 
Jobbers and distributors inquiries invite 


BOWEN MFG. 


VILLA PARK 
ILLINOIS 
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money with this yan 
Castelli oil stove. | ies 
models - - - Send er 
tedand the Cas e 
baked obligation. 


Make more 
fast-selling | * 
Available in si 
each sturdily construc 
durably finished 9 


STOVE DIVISION — ERIE AVE. & F STREET — PHILA. 34, PA. 





TEGCO BUILDERS HARDWARE 


Opens The Door To Finer Living ... 
... for both you and your customers 


To You It Means a fast-selling line that you 
can sell against any competition—a complete, 
quality line on which you can make real money. 


To Your Customers It Means strength, reliabil- 
ity and all-motif gracefulness. True quality all 
the way! 


Ask your jobber about Tegco Hardware! 


TECHNICAL GLASS COMPANY, Inc. 


2050 E. 48th St. Los Angeles 11, Calif. 
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The leader in reputation and in distribution, because our Flame- 
master Wick gives better service than any other asbestos wick. 
Woven of wire re-inforced, high grade asbestos yarn. Distributed 
by leading jobbers everywhere and sold by more hardware stores 
than any other wick in America. 


LM loans 


ASBESTOS COMPANY 


NORTH WALES, PA. 


MAKERS OF GLASWIK, FLAMEMASTER, TOP NOTCH AND VICTORY WICKS 


[2 ¥ike WEAread 


























NEW FREE’ saces PROVEN 


COUNTER AND WINDOW DISPLAY STAND 


*With your initial order of 5 fast-selling vises 


Here's the deal: You purchase five Desmond Utility Vises and get this 
sturdy, attractive display stand free. Desmond Simples Vises give you all 
the talking points—plus low price—for satisfied customers and quick turnover. 


| Order from your distributor or write for full details. 


THE DESMOND-STEPHAN MFG. CO. 
Urbana, Ohio 


74 Murray St., 34 Clinton St., 
New York City Chicago, IIl. 


Also manufacturers of grinding wheel dressing tools. 
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